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The BEAVER “71 Series”. . . a fully-adjustable 
threader for pipe bolts pump rods, etc. 


For threading PIPE, R. H. or L. H., American or British. 
Sizes %, %4, 3%, % or 34-inch. 

For Auuailing BOLTS, R. H. or L. H., USS (NC) or SAE (NF). 
Sizes 4, tn. 36, Ye, VY, ts, %, tt, 5 3, t%, %y or l-inch. 

For threading PUMP RODS—Sizes 34, x or 14-inch. 

For threading BRASS TUBING—Sizes %-inch, 27 Thread; 
34-inch, 20 Thread; 34-inch, 27 Thread. 





















More than 100 different kinds 
and sizes of dies are available 
for the No. 71 Series tools. 





OR high-precision pipe or bolt threading, we recommend the fully- 
_sarstinee Beaver No. 71 Series. Of patented design, these tools offer 

such advantages as compactness: simplicity; adjustability for oversize 
or undersize threads; immediate chip clearance and easy oiling. Dies can be 
changed in 20 seconds—and NO TOOLS REQUIRED. No bushings either— 
a smooth-working universal chuck accurately centers the tool and insures 
straight threads. Note that the dies are up on top—where the long curling 
streamers from soft bolt stock cannot jam or clog these tools. Ideal for hand 
use—or with modern power units such as Beaver Model C. 


(Left) No loose bushings to bother with (or 
lose). A smooth-working universal chuck 
centers the tool accurately—insuring straight 
threads. 


(Right) You can get some idea of the com- 
pact design of the little No. 71 tool by com- 
paring it with the hand in the upper illustra- 
tion. 


(Right) A small metal box is available to 
hold 8 sets of dies—also a larger metal kit 
box which holds a No. 71 or 71-R tool and 


many sets of extra dies. 
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NEXT MONTH 


@ An article on tool holders will 
give you some good advice on 
what to look for in shops and 
how to increase your sales. 


@ It’s getting close to conven- 
tion time—you will want to 
read about the plans for the 
April affair in Atlantic City. 


@ Questions and Answers on 
Vises and Clamps for the 
April issue will give you an 
opportunity to test yourself 
on what you know about them. 


@ Do you tell your customers 
what they want to know? 
You'll want to read about 
some distributors who make 
a point of doing this. 

















Each month the HOLO-KROME 
“100% Distributor Distribu- 
tion Sales Policy’’ appears in 
black and white in the favor- 
ite industrial magazines users 
and prospective users of HOLO- 
KROME Socket Screw Products. 





THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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LINK-BELT Ball and Roller Bearings 


The Link-Belt Line of Self-Aligning Ball and Roller Bearings is the 
complete line that meets every requirement of general industria! applica- 
tion. Made for light, medium, heavy and extra heavy duty service in a 
full range of bore sizes. Available in numerous mounted and unmounted 
designs including Solid and Split Pillow Blocks, Flange, Hanger, Cartridge 
and Take-up Units for Ball Bearings, and Split Pillow Blocks utilizing 
heavy and extra heavy duty Roller Bearings. 


Books 2094, 2095 and 2196, describing the full line, sent on request. 


LINK - BELT COMPAN Ye 


Indianapolis 6, Chicago 9, Philadelphia 40, Pittsourgh 19, Atlanta, Dallas, Cleveland 13, 
Minneapolis 5, San Francisco 24, Houston 2, Los Argeles 33, Seattle 4, Toronto 8. 
. Factory Branch Stores and Distributors in Principal Cities. 


10.94! 
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CS} It was Dodge who took the famous 
Timken Bearing, mounted it, sealed 
Re it, housed it and delivered a pillow 
q block of new high quality —fully 
r assembled, ready to lock on the 
shaft and carry the power loads of 

industry with new efficiency. 






















Dodge develops outstanding pow- 
er transmission products, as proved 
by the big success of Dodge-Tim- 
ken Bearings on millions of indus- 
try’s toughest jobs. ' 


Dodge-Timken Bearings are sup- 
plied promptly from stock in four 
basic types and a wide range of 
sizes to meet an almost limitless 
variety of anti-friction problems. 


Dodge also produces Ball Bearing 
Pillow Blocks which, with Dodge- 
Timken Bearings, comprise the fa- 
mous “’30,000 hour line.’’ Write 
for complete bulletins. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiaga 





of Mishawaka, Ind. CALL THE TRANSMISSIONEER 


He is your local Dodge Dis- 
tributor—factory trained — 
qualified to suggest ways to 
improve your machine per- 
formance, increase production. 
Look for his name under “’Pow- 
er Transmission Equipment” 
in your classified phone book. 





Copyright, 1948, Dodge Mfg. Corp. 
FOR YOUR NAME PLATE REQUIREMENTS, WRITE OUR SUBSIDIARY, 
ETCHING COMPANY OF AMERICA, 1520 MONTANA STREET, CHICAGO 14, ILLINOIS 
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NECESSITIES 


- « « FOR LEAK - PROOF, 
PRESSURE - TIGHT UNIONS 


FORM - A- GASKET No. 1 (a paste) sets fast but not 
too fast for use on large surfaces. It dries hard but 
does not become brittle. It's a swell product for 
making pressure-tight, leak-proof unions ... even 
when the surfaces are warped. 


FORM-A-GASKET No. 2 (a paste) sets slower than 
No. 1. It dries to a tough, pliable layer with plenty 
of “cushion: It resists high pressures, continual 
vibrations and disassembles very easily. 


AVIATION FORM - A - GASKET No. 3 [a brushable, 
self - leveling liquid) sets into position and dries to 
a tacky paste. It will not run, even when heated to 
400° F.. . . nor will it become hard or brittle down 
to 70° F. below. Especially useful on threaded pipe 
and rubber hose connections. Prevents corrosion 
and cylinder head seizure. 


ALL TYPES OF FORM-A-GASKET PRESERVE ALL TYPES OF GASKETS! 


— | Ba 2 eed) a 000078 


ILLINOIS 
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GET ACQUAINTED with Wayne industrial Air Com- 
pressors and the plan that helps you sell “Departmental 
Units” to industries in your territory. Wayne Compressors 
are backed by NATIONWIDE SERVICE and a strong busi- 
ness paper advertising campaign with literature and sales 
training aids that assure increased sales and profit for you. 
Prospects for air compressors everywhere ...now you can 


sell them. Ask about the Wayne Franchise in your territory. 


THE WAYNE PUMP CO. +- FORT WAYNE 4, IND. 


ALL PRINCIPAL CITIES. for your protection 


WAYNE INDUSTRIAL AIR COMPRESSORS 
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Now is the time to consider W-S forged steel fittings 
for all services. 

The price differential between forged fittings and 
cast types is less than ever before. Remember, too, 
that tough, accurately machined, forged steel fittings 
pay for themselves many times over in greatly re- 
duced maintenance and down-time. Service life is 
phenomenal. Just put them in and forget them. 

Of course, you'd expect forged fittings to be 
stronger, but did you know that, service for service 
and size for size, they are smaller and lighter in 
weight than most cast types having only a fraction 
of their pressure rating? 

W-S distributors are located in principal cities. 
Consult the one nearest you about the use of stronger, 
lighter, cost-saving Forged Fittings for all services. 
They’re available for quick delivery. 


SOLD THROUGH LEADING DISTRIBUTORS 


W-$ FORGED 
STEEL FITTINGS 
FOR ALL SERVICES 


WATSON -STULMAN 


ROSELLE, NEW JERSEY 
1848—-CENTENNIAL—1948 
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The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET * BALTIMORE ye eee ee 





THE MAIN THING is that every one has uniform strength. 
The simple method of forming the loop end does not in 
any way distort the rope. Each strand carries its full share 
of the total load. The ACCO-LOC Splice cannot open up 
if the load spins, and there is no danger of protruding 
wires injuring workers’ hands. 





Registered Cap acities The Acco-Loc Safety Splice, 


found only on Acco Registered Wire Rope Slings, is 100% 
efficient. The wire rope is not distorted so it is not necessary 
to allow for any loss of strength. And, Acco actually proof- 
tests slings with double their rated capacities before they 


Old-fashioned hand-splicing requires open- leave the factory. A Registry Certificate, giving the rated 
ing up the sling body at the point of splice. capacity, is made out in the buyer’s name and furnished 
Distortion results and the uneven strand with each Acco Registered Wire Rope Sling. 


loading reduces sling efficiency. 
What This Means to You 
Customers of yours will be 


satisfied with Acco Registered Wire Rope Slings. They’ll 
find new uses for the slings you have sold... and uses for 
new slings you will sell. You’ll get into the shop regularly 
to see the people who use them. There you’ll see need for 
other items you sell. 


Find Out Now | 
Acco Registered Wire Rope Sling litera- 
ture tells you very simply how to make more money writing 
sling orders . . . and delivering them immediately from your 
stock. Find out now what the possibilities are. Write today 
The Acco-Loc Safety Splice is neat, flex- to the nearest Acco district office shown below. 


ible and 100% efficient because of lack of 
distortion. It permits close snubbing. Wire MEMBER THE NATIONAL SAFETY COUNCIL 


ends are permanently protected. 


Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, Son Francisco, Seattle, Tacoma, Bridgeport, Conn. 


WIRE ROPE SLING DEPARTMENT 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Watch this 
Electric Hoist 
cut handling costs 


i the speedy Meteor in action and you'll agree 
that materials handling costs are down for the full 
count. This heavy duty electric hoist is an outstanding 
performer ...a time and money saver. Helical gears, 
airplane type cooling, low headroom, thermal pro- 
tection, only 110 volts at push button station...and 
speed ...are but a few of the Meteor’s notable fea- 
tures. Bulletin 142 will tell you about all of them. 
Better still, the Meteor itself will bring you all of them. 


CHISHOLM-MOORE 


HOIST CORPORATION 





GENERAL OFFICES AND FACTORIES: TONAWANDA N.Y 
SALES OFFICES: New York » Chicago + Cleveland +» San Francisco * Los Angeles 
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ARMSTRONG 


Dron Forged “€” CLAMPS 


More Reliable, hence More Saleable 


Every characteristic essential to 
absolute reliability is built into 
ARMSTRONG Drop Forged ‘“‘C” 
Clamps— maximum strength, ex- 
treme stiffness, extra large Tem- 
pered and Tested Screws, better 
“Tool Sense” and design. 

That is why many tool buyers 
insist on ARMSTRONG clamps, why 
you will find it profitable to cata- 
log, stock and sell the complete line 
of ARMSTRONG Drop Forged ‘’C” 
Clamps — available in Heavy Duty, 
Medium Service, Extra Deep Throat, 
Spatter Resisting and Toolmakers 
designs in a wide range of sizes. 
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AMERICAN 
REDUCTION 
DRIVE 


DRIVE 
"a" 


DRIVE 
"c" 


1. Can be Delivered from Stock § =D Vv ? 


2. Simple Installation 

3. Competitive Price 

4. Space-Saving Design 

5. Quick, Easy Speed Changes 


6. Fewer Parts te Steck 


1. Less Weight to Handle 


for more power transmission 
sales—CHECK ALL 7! 


Do the speed reducers you handle give you extra selling 
advantages necessary for higher power transmission 
sales? Check al] 7 advantages of American Reduction 
Drives before you decide! American Reduction Drives 
enable your customers to get driven speeds below 154 
r.p.m. with standard stock equipment. Installation is 
simple—no special engineering is necessary. No bulky 
foundations or-supports are needed. Patented compact 
design provides extra floor space. Maintenance costs go 
down because the primary belt drive absorbs equipment- 
damaging shock loads. Best of all, American Reduction 
Drives are easy for you to stock. There are fewer sizes— 
and less weight to handle! 


For high, profitable power transmission sales, check all 
7 first! Write for the complete drive selection data con- 


Ss eid . Seles! tained in the American Reduction Drives Handbook, today. 


This American Reduction Drive installation was TI Gy ° 2, (?, 
made entirely from standard stock parts sup- meucan alley 
plied by an American Distributor. User says 4218 WISSAHICKON AVE. « PHILADELPHIA 29, PA. 


“Installation was a matter of minutes.’’* 


*Name on request. 


FLAT BELT 
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she source 


Crude abrasive is produced by our Cana- 
dian plant . . refined, tested, processed in 
our Philadelphia factory . . then used in 
manufacture of grinding wheels second to 
none in quality, reputation and competi- 
tive advantage. 


ucts as 
she prod ) ™) Borolon Electrolon 


ALUMINUM OXIDE SILICON CARBIDE 


Complete line includes Grinding — . 

Wheels, Mounted Wheels and Points, ; ‘x 4 ; M 

Segments, Abrasive Grain, Bricks { S O N D S 
.K ABRASIVE CO. 


and Sticks . . known, proven prod- 
ucts backed by Simonds Abrasive 


a —_—_— 


PHILADELPHIA, PA. 





Company's reputation as a major 


manufacturer of abrasives for over 


ra spon. ¢5 We Grinding Wheels 


Available Everywhere 


she market for steady 
retety may mts wt oon  aStibutor 
SIMONDS op sow daemon 


itt ~ for Simonds Abrasive Company wheels. t 
GRINDING WHEELS Why not survey these selling opportunities pro its 


existing right now, in mills and factories 
in your own area? 





‘ 

SIMONDS Simonds Abrasive Company believes in the mill supply distributor—in his 
— — service to industry—in his function as an essential link between product 
ace Plant, Simonds Canada Abrasive Co, Ltd, Arvida, F source and market. That is why Simonds Abrasive Company distributors 
SIMONDS ABRASIVE COMPANY 


SIMONDS tising emphasising their service, and kept abreast of technical develop- 


SAW AND STEEL CO 


are furnished regularly with selling aids, backed by year ‘round adver- 


ments and new market possibilities. If you'd like to see the practical, 
sales building aspects of this unique manufacturer-distributor relation- 


ship, we'll gladly send you some of our distributor material. 








SIMONDS ABRASIVE COMPANY @ TACONY & FRALEY STREETS © PHILADELPHIA 37, PA, 
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for a copy of this new 
catalogue. Fully illustrated. 
Lists and describes the most 
complete bearing service 
on the market. It’s FREE. 


Sizes -: 
EW Source 





Your customers asked for these new sizes of General 
Purpose Bearings, UNIVERSAL bars and new types 
of Electric Motor Bearings so we put them in the line. 
All of our warehouses now carry them in stock. This 
means greater sales volume for you and naturally 
greater profits. The same high quality materials... 
the same precision finish in every item in the Johnson 
Bronze line make them the distinct favorité with 
manufacturers in every state in the union. Perhaps 
there is a franchise available for your district. 


Why not write TODAY? 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET e NEW CASTLE, PA. 


HENSON 
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It) 2 this SALES CLERK 


to work tor you, / 


et TOOLS sell themselves 


in this handsome 
new display case 


The name UTICA has stood 
for high quality in Tools for 
over fifty years. 


UTI CA cutting pliers are outstanding 

for ease of operation and durability. 
They have long been the choice of 
good mechanics everywhere. 


The U Tl C Aiine is exceptionally com- 
plete. This handsome display case con- 
tains only the more rapidly moving 
numbers. 


UTICA makes it possible for you to 
obtain this attractive Case for the price 
of the tools alone! 


Ask Your Jobber 


MAKERS OF FINE TOOLS FOR OVER 50 YEARS 





UTICA DROP FORGE & TOOL CORPORATION 
UTICA 4, N.Y., U.S.A. 
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Here’s How INermol 
Helps You To Sell V-Belts 


Because of the high quality built into each Thermoid V-Belt 
—plus time proven engineering design, Thermoid V-Belts 
have enjoyed expanding user acceptance. Constantly main- 
tained stocks at conveniently located warehouses assure 
prompt delivery of your orders. 






As a further aid in developing your V-Belt sales, Thermoid 
contributes these sales helps: 


5 sieieiehaiatoas -Advertising. 


Continuing advertisements stressing their quality and the 
availability of V-Belts from your stocks are directed to 
your customers through the use of national trade papers. 





ie ___ Displays_____ 


gy aig! 1 Attractive wall and floor display racks keep your stocks 
‘ constantly in order and visible at point of sale. 


hd a 7) . » ° 
ay ———.eEngineering Bulletins......____- 


Sent you at frequent intervals assure your sales staff of 
information enabling them to keep abreast of latest develop- 
ments in design, construction, and uses of Thermoid V-Belts. 


Containing complete, concise information on V-Belt drives 
and applications, enable your salesmen and customers to 
select and specify the proper Thermoid V-Belt for maxi- 
mum service. 

Where special or difficult problems in V-Belt applications 
are encountered, our representatives and the complete 
facilities of our Engineering Laboratory are available for 
solving these problems. 


it’s Good Business To Do Business With Thermoid 





Thermoid Company : Trenton, N.J., U.S.A. 


Automotive + Industrial + Oil Field +» Textile Products 
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Go MOTORS, broadly advertised by a well- 
known company ...and correctly applied—that 
is the “‘key’’ to successful initial and continued sales. 


Allis-Chalmers motors are advertised in leading in- 
dustrial publications going to a combined monthly 
Circulation of over 600,000! In addition, they're 
backed with Allis-Chalmers “name” advertising reach- 
ing millions! 

As regards correct application, stress this fact to 
your customers: optimum motor choice and applica- 
tion—from a complete line such as A-C offers—saves 
user power and reduces his maintenance! And you, 
as dealer, can be unbiased in your recommendations! 


Good motors? Allis-Chalmers motors have always 
held a high reputation for /iberal design, for honest 


Le eee 


Easy to Sell 
.«. Easy to 


~ Keep Sold! 


construction . . . for dependable and trouble-free per- 
formance. Facts like these show why: 


WF Stator windings are treated with special all-over 
insulating varnish for protection against deterioration, 
mild acids, moisture. gygp™ Every motor is designed 
for minimum windage, magnetic and mechanical 
noise. gag Conduit boxes are liberally designed. 
ge On most three-phase, 60 cycle motors, nine leads 
for either 220 or 440 volt connections are provided. 
Yes, with features like these, plus a complete line, 
Allis-Chalmers motors are easy to sell and easy to 
keep sold! Now you can offer 
your customers a range covering 


all types and sizes of motors from 
one to 200 hp. ALLIs-CHALMERS, 
MILWAUKEE 1, WIs. A 2363 
et “| 


ALLIS-CHALMER 


Dealer Sales Organization GENERAL MACHINERY DIVISION 
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are Easy to Sell 


More South Bend Lathes are sold than any other 
make...this popularity is proof enough why you 
should sell them. South Bend 9” Lathes are always 
in demand for all metal working industries, schools, 
private shops, garages, electrical serv- 

ice shops, and large and small shops 

of all kinds. This assures you profit- 

able volume. Adequate representa- 

tion on a selective distribution plan 

is sought in all territories. Write now 

for complete information. 


NEW 14 INCH DRILL PRESS 


A precision-built machine that has already , 
met wide acceptance in all types of shops. “ 
It is ruggedly constructed and offers a num- 
ber of exclusive features. It is available 
in both floor and bench models. 


9” x 3%’ MODEL A UNDERNEATH MOTOR DRIVEN LATHE 
he SOUTH BEND LATHE WORK §S 
Stack eee BUILDING BETTER TOOLS SINCE 1906 + 555 EAST MADISON STREET, SOUTH BEND 22, INDIANA 
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Why Planned Lighting costs less 
with G-E Mercury Lamps 































When a customer wants to modernize the 
lighting in large shops—and do it at low 
cost—be sure to point out the following 
advantages of General Electric mercury 
lamps. 





Light costs less than with any other 
light source. Fewer lamps are needed— 
one 400-watt G-E mercury lamp (shown 
above) gives 16,000 lumens, as much 
light as a 750-watt filament lamp. High 
light output means fewer fixtures to buy, 
less maintenance expense. Rated life of 
G-E mercury lamps is extra long—up to 
6000 hours, depending upon wattage and 
number of starts. 





IMPORTANT REASONS why if pays 
to stock and sell G-E lamps 


1. Complete line—over 10,000 types and sizes, 


ther 

you 2.Consistent advertising pre-sells G-E lamps 
vays to your trade. 

ools, 


3.Steady demand, good profit margin make 
G-E lamps a top-notch money-maker. 


4.Quality assured by 480 tests and inspections. 


5.Services of G-E lighting engineers con- 
veniently available. 





6.General Electric research works constantly 
to make G-E lamps Stay Brighter Longer. 





GENERAL (ELECTRIC 
LAMPS Stay Bughier Louger! 


MILL SUPPLIES * MARCH, 1948 19 


ANA 





CHAMPION Incandescent bulbs and Fluorescent tubes have the 
quality that wins new accounts and keeps your customers com- 
ing back to you for lamp replacements. 


They're easier and more profitable for you to handle—no ted tape, 
no contracts, no restrictions. CHAMPION’S low overhead and 
clean-cut distribution policy means lowest cost and highest 
profit. You can do more lamp business and make more money 
selling Champion Lamps. 


CHAMPION LAMP WORKS ~ 








L yan, Massachusetts 











MILL SUPPLIES © MARCH, 1948 








PRODUCTION 


F lime ad Jad ¥ 


WITH ARO TOOLS 


‘Z reoeate | a etesappendbantnninsies 


400 units— compared with 94—in the same period 
of time! That’s the result when a nationally known 
manufacturer of home oil and gas furnaces 
equipped his assembly line with Aro Air Screw 
Drivers and Drills. 

Similarly, companies in many lines from 
coast to coast are getting results in increased pro- 
duction, less fatigue and lower costs! Possibly 
Aro Tools could do as much or more for you. 

A nearby Aro Field Engineer will gladly help 
you with problems in screw-driving, nut-setting, 4 
drilling, grinding, sanding, polishing and other ge 
operations. Just write or wire ... The Aro 
Equipment Corporation, Bryan, Ohio. i 


Actual photos of assembly line. 





Q AIR TooLs 


Send for Catalog! 
THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Without obligation please send us your new fully illustrated Air Tool Catal} 
No. 46 which also gives complete specifications on all Aro tools and accessori 


Name. 


See Broad, versatile, 


DUMORE 7auhke high 


THE DUMORE LINE gives you something 
to offer every type of shop 


The complete Dumore line includes 7 sizes and types of toolpost grinders, 25 
interchangeable quills, 4 different handgrinders — plus Dumore’s Precision 
Drill, Drill-speeder attachment, and Flexible-Shaft Tools. That gives you 

something to sell! 


EVERY DUMORE TOOL is planned for 
versatility that saves time and cuts costs 


Hundreds of plants use Dumores to avoid investment in expensive equip- 
ment — for toolroom, maintenance, and production work. Dumore 
grinders mount on standard tools, bench fixtures, and special machines 

for grinding, drilling, and light milling. And the other tools in the 
Dumore line match their cost-cutting versatility. That's a story that 
really sells for you! 


DUMORE designers are now devel- 
oping even more Dumore tools for you 


Engineers at work on new Dumore tools have three standards to 
meet: New designs must match the quality of present Dumore 
products; they must offer your customers the same cost-cutting ver- 
satility; they must have the wide appeal that sells a profitable 
volume for you. That’s bow Dumore plans to do more for you! 





*Here are 7 more good reasons why Dumore 
is a major profit line for you 





@ The Dumore market is wide and diversified — 
many plants use production batteries of Dumore 
tools; almost any plant can use a number of them 
for toolroom and maintenance. 

®@ The Dumore name is the hallmark of quality 
— accepted by shopmen for years as a guarantee 
of precision and dependability. 

@ The Dumore margin of profit is generous — 
one Dumore sale is worth more to you than several 
sales of less profitable items. 


@ The Dumore sale is the key to extra supply 


business — once a customer buys a Dumore, he 
keeps on buying Dumore tools and accessories. 


@ The Dumore sales policy protects you — the 
only place your customer can buy Dumore is from 
you, the authorized distributor. 


® Dumore sales engineers are always at your 
service — ready to train your personnel, eager to 
help crack those tough sales. 


® Dumore advertising gives you constant, pow- 


erful suppor? — playing up your services, open- 
ing the prospect's door to you. 
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The wide appeal of the Dumore’ line makes 


it easy to build a profitable volume of sales 


Yes, it’s easy'to sell Dumore! You don’t have to talk 
one special operation on a Dumore call. You have a 
broad line to sell — toolpost and handgrinders, quills, 
drill presses, and flexible-shaft tools. And every tool 
is capable of a variety of jobs, because every tool has 
been designed for versatility that saves time and cuts 
costs. That story sells a profitable volume for you. 


It’s up to you to tell this story where it can make 
sales. Prospects listen because Dumore is an old, es- 
tablished line — advertised, recognized, and accepted. 


Dumore gives you selling ammunition in books like 
Here's How and Shoptalk, which report the savings 
other plants have made with Dumore tools and show 
how your prospect can do the same. 


Let everyone in your area hear this story. Call on 
every shop — little and big. Talk Dumore on every 
call, Make lots of special Dumore calls. See that every 
prospect hears about the versatile Dumore line. 


That's the way to sell Dumore! That's the way to build 
the volume you can expect from a major-profit line! 
















“Trade Mark Reg. U. 8. Pat. Of. 





Use free colorful displays to identify 
yourself as the Dumore distributor! 


Tell everyone to come to you for Dumore tools! Identify 
yourself as the Dumore distributor on your buildings, on 
your trucks, in your local advertising and direct mail. See 
that your prospects receive every issue of the Dumore Shop- 
talk. Send them Here’s How, and the other sales literature 
Dumore has for you. This promotion keeps a constant sales- 
pressure at work for you, brings the prospect closer to the 
sale for your next call. 





And above all, display Dumore tools in your windows, and 
on your floor. Sales-making decals and product display units 
are yours for the asking — and they really sell! Don’t neglect 
this important dealer-identity promotion. W rite for yours today. 








DISTRIBUTORS: A few Dumore Industrial Franchises 
are available. If you are interested in handling Du- 
more Industrial Tools in your area, please write us for 
information. The Dumore Co., Dept. C-31, Racine, Wis. 
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THE BILLINGS & SPENCER CO., HARTFORD 1, CONNECTICUT, U.S. A. 
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. .. if you or your customers can supply us with 
12 to 24 gauge sheet steel, we will buy the 
steel from you and ship pound for pound with: 
—Lyon standard products—any selection of 
items in production at regular published 
prices—see partial list below 
—or 
your customer’s assemblies, subassemblies 
or parts, etc., for their product—to their speci- 
fications—in an even wider range of gauges 
—8 to 30. 


A PARTIAL LIST OF LYON PRODUCTS 


© Shelving © Kitchen Cabinets  @ Filing Cabinets © Storage Cabinets ¢ Conveyors ¢ Tool Stands © Flat Drawer Files 

© Lockers @ Display Equipment © Cabinet Benches ¢ Bench Drawers © Shop Boxes ® Service Carts © Tool Trays ¢ Tool Boxes 

© Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins ¢ Desks ® Sorting Files 

© Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools @lroning Tables 
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PROSPECTS 
‘AT ALL 
POINTS 
OF THE 

COMPASS 


GORHAM STANDARD 


for the Commercial Field 


GORHAM M-40-B 


fer Heavy Cuts in Hard Material 


GORHAM GORMET 


fer more Abrasive Materials 






HIGH SPEED STEEL 


TOOL Bing-<+-- 


* Industry is giving increasingly more attention to 
its cutting tool requirements and selling the right line is 
most important to distributors. GORHAM has always 
made superior products— outstanding in quality and in 
performance. Our long experience in selecting the right 
metals—heat treating properly, and transmitting this 
experience into making and delivering the best Tool 
Bits for the most exacting and specialized manufactur- 
ing needs makes your selling worthwhile. You as an 
Industrial Supply Salesman can help your customers by 
suggesting the proper Tool Bit for a particular operation 
and then supply it from the complete GORHAM line. 
Build a well paying business by selling GORHAM High 
Speed Tool Bits. 


GORHAM TOOL CO. 


14400 WOODROW WILSON - DETROIT. 3, MICH. 





MILL SUPPLIES © MARCH, 1948 





UMI 







LIBRARY - WAREHOUSE 
OFFICE AND STOREROOM 


SHELVING 
























Ry i RR Ream a a 





7 





7 S| is 

: : Tie 
' 
J | 




















| 
| 


en 
2 pp on 




















EDWARD WINES LUMBER CO. 
2431 $O. WOLCOTT AVE., CHICAGO 8, ILLINOIS 


Please send complete information on Hines-Shelves, and 
name of nearest distributor. 
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ALLIS-CHALMERS TRADEMARK 


ES, Allis-Chalmers dealers offer the 

famous Texrope line . . . world’s most 
famous line of v-belt drives! They're avail- 
able now and backed by advertising in 
leading trade publications reaching 700,- 
000 readers every month! ALLIs-CHALMERS, 
Muwaukee 1, Wis. A 2364 


Texrope, ic-Grip and Vari-Pitch are 


STOCK sheaves, integrally 
bushed for standard shaft sizes 
to use with A or B belts. There's 
@ range in grooves from one 
to six for applications from 
fractional up to 25 hp. 


STOCK CAST IRON sheaves 
include famous Magic-Grip. 
They are available in two to 
12 grooves for belts B, C or D. 
They'll fit all job applications 
ranging from two to 250 hp. 


STANDARD CAST IRON 
sheaves are designed in a 
range of one to 14 grooves 
for belt sizes A, B, C, D, or 
E. Patterns are kept in stock 
to insure quick shipment. 
Range: one to 1000 hp. 


SPECIAL CAST IRON OR 
STEEL sheaves are available 
in any number of grooves for 
belts A, B, C, D, or E. Can 
fit all special applications in 
an application range from one 
to 6000 hp 


ADJUSTABLE SPEED TEXROPE DRIVES 


ADJUSTABLE speed sheaves 
fit applications ranging from 
fractional to four hp. They're 
made with one and two grooves 
for belts A or B. These units 
provide up to 50 percent speed 
range. 


VARI-PITCH sheaves solve 
speed control problems from 
nine to 28 percent for appli- 
cations from one to 300 ~ 
Available in two to 10 grooves 
for belt sizes A, B, C, D, or E. 


WIDE RANGE Vari-Pitch 


sheaves 


come in one to four grooves for belts 


4 up to 


30 hp. 


g or R. Range: 
SPEED CHANGERS (right) available 
in one to five grooves for belts Q, R, 


S, or T, Range: 114 to 75 hp. 


ALLIS-CHALMERS 


Dealer Sales Organization GENERAL MACHINERY DIVISION 
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THIS 04 -a/ead POLICY 


BUILDS FOR YOUR FUTURE 


We know you can sell more Spang CW 
Pipe than we: can produce today! But 
this may not always be true. 


That’s why Spang ads continue to appear 
in leading trade journals each month. That's 
why these ads tell the advantages of using 


future .. . both yours and ours. 


But not all our efforts are of an advertis- 
ing nature, nor are they all directed to 
the future. Every day new steps are being 
taken to insure greater production of 
Spang CW Pipe. In this way we hope to 


Spang CW and remind buyers of you. 
This look-ahead policy is building for the 


help you supply your customers more 
quickly and adequately. 


| Th 




















This is one of a series of ads 
which are appearing regularly 
in: DOMESTIC ENGINEERING; 
FACTORY MANAGEMENT 
AND MAINTENANCE; HEAT- 
ING, PIPING AND AIR 
CONDITIONING; MILL AND 
FACTORY and PURCHASING. 
Copies are available 
on request. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicage; Denver; 
Detroit; Heuston; Les Angeles; New York; Philadelphia; 
Pittsburgh; St. Lewis; San Francisco; Tulsa 


MILL SUPPLIES © MARCH, 1948 








“divides automatically 
and prints-9873+47 


* | DIVIDEND 


i DIVISOR 
THE 


* REMAINDER 


multiplies electrically 
and prints -799«3.2¢ 











| 


| 


j 














PRINTED FIGURE FACTS 


Management needs proved figure facts on which to base important decisions. 
Inventory reports, profit percentages, cost estimates and the multitude of figure 
information necessary to run a business must be computed accurately. That's why 
Remington Rand’s Printing Calculator serves every size business by eliminating 
incorrect computations and misleading reports . . . by saving valuable time 


ordinarily lost copying figures and re-calculating problems. 


Your facts are right the first time when the Printing Calculator produces 
your figures. This machine never relies on assumptions . . . it automatically prints 
on the tape each factor and answer of every calculation. You never have to 
repeat a problem . . . the printed tape is your first-time proof of accuracy and a 
permanent record to which you can refer weeks or months later. Compact and 
simple to operate, the 10-key Printing Calculator gives you complete, rapid 
figuring service. It multiplies and divides automatically, adds and subtracts— 


and prints each factor. 


Ask your Remington Rand representative for a demonstration, or write for 
further information to Remington Rand Inc., Adding-Bookkeeping-Calculating 
Machines Division, Department MS-3, 315 Fourth Avenue, New York 10, New York. 


MACHINES. FOR MANAGEMENT 
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FERRY PATENTED ACORN NUTS 


Add Sales Appeal 


These ornamental Ferry Patented Acorn 
Nuts cover unsightly bolt ends. They fit 
securely, and give that finishing touch of 
quality to almost any product. 


They consist of a steel hexagon nut fitted 
snugly into a steel shell. Supplied in mate- 
rials—steel and brass covers with steel in- 
serts with plain and various platings and 
finishes such as: plain, cadmium plated, 


nickel plated, and chrome plated. Sizes: %”, 
¥%,”, '%" across the flats; tapped %” to %” 
inclusive. 


Dress up and enhance the appearance and 
value of your assemblies with these attrac- 
tive, ornamental Ferry Patented Acorn Nuts. 
A small investment in these nuts often pays 
for itself many times over. Let us send you 
folder and prices. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « -« 


e ¢« CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCLEWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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| unting Bronze Bars and 
Standard Stock Bearings are available, 
coast to coast, from hundreds of 
Bunting Stock Carrying Dyiieulolticeny 
... Wherever the need may be the 
Leading Distributor is almost 


certainly aate Bunting Distributor. 






































The Bunting Brass & Bronze Company 


T OL BO ¢ >» ORE 


Sutin C 


BRONZE BEARINGS e BUSHINGS e PRECISION BRONZE BARS 









SMandlard Stock Barings 


Bunting, originator of the Standard 























Stock Sleeve Bearing, offers 78 .new 
sizes—a total of 842 sizes from which 
to select.- 

Because they are eyaexettraae in 
quantities these Bunting Standard 
Stock Bearings offer unusual economy 


-even when purchased a few at a time. 


. 13 | [3 
VOCISTOH) NWO ZE ~A7-S 
Precision in analysis, uniform ‘and adaptable, there. Bunting 


‘Precision Bronze Bars are the .answer to bearing main- 






De correneem uel (arity 
A retined copper base, plus 7% tin for strength, 
7% lead tor fine anti-friction properties and 
3% zinc for cleansing and denser grain 
—these make Bunting Bronze Bars 
the ultimate in bearing bronze. 
Available from more than 
- four hundred Bunting Stock 


Carrying Distributors. 


The Bunting Brass & Bronze Company 


TO-:L.8 0D © a> Opts. 


BRONZE BEARINGS - 
BUSHINGS 
PRECISION BRONZE BARS 





‘yay $10: 











om BUTTRESS 


BAND SAWS . 


y 


W—Higher Cutting Speeds and Heavier 
ed with Smoother Cuts and Less Refinishing 


Consistently heavier feeds at higher saw speeds without danger of overheating 
ork spoilage—and with fewer blade changes... you get all these with Atkins Curled- 

D Buttress Band Saws. Here's Why: 
The inward-curved cutting face of the Atkins “Curled-Chip” tooth lifts the chip 
Wah a smooth, continuous curling action. Excessive heat caused by back-pressure against 
a \ § tooth face is eliminated. At the same time, the Atkins-originated “Skip-Tooth” design 
_@ives more space between these smoother-cutting teeth. With increased gullet capacity 
. al of chips is quicker; clogging is avoided. Because of this combination of features 
4 ins Buttress Bands run cooler, stay on the job longer. Cuts are cleaner, freer of burrs 
4 other defects; less refinishing is required. All this adds up to lower-cost cutting for sali dia 
. Check with your industrial distributor today. Saws are made in widths from 


Ye" te 1°. 2, 3, 4 and 6 teoth per 
inch, depending upon width. 





E. C. ATKINS AND COMPANY «@ wome orrice ano Factory: 
402 S&S. ILLINOIS STREET, INDIANAPOLIS 9, INDIANA © GRANCH FACTORY: PORTLAND, OREGON 
‘ Branch Offices: Atlante « Chicage *« New Orieans © New York « San Francisco 


TKINS a a ae a oO Ff BETTER a a FOR a a a oe CUTTING 308 
Hand and Power Hack Saw Btades © Milling Saws © Slitting Saws © Segmental Cold Saws © Metal Cutting Band Saws 
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Genuine 
TOLEDO THREADER 


YOU'LL SAVE TIME...CUT COSTS! 






Put genuine TOLEDO Pipe Tools in the hands of your 
mechanics—they’ll do better work, faster and cut costs! 

These are the easy-threading tools preferred by ex- 
perienced pipe fitters for nearly half 4 century. They’re 
Toledo-engineered for accuracy . . . and day-in and day-out 
dependability. There’s satisfaction on the job... when you 

tool up right with TOLEDOS! The Toledo Pipe Threading 
Machine Co., Toledo, Ohio. New York 
Office, No. 2 Rector Street Building. 


Toledo Small Ratchet 
Threaders made in 
three models, 1/8” to 
2” pipe. 


RELY ON THE LEADER | 


TOLEDO | 


FOR PRECISION PIPE TOOLS 





MILL SUPPLIES © MARCH, 1948 





REX 
TABLE TOP 
CONVEYOR CHAIN 


Yes, you can sell Rex Table Top Chain now for 
immediate delivery. 

Now’s the time to get the Table Top story 
across to every bottling house, brewery and 
canning plant in your territory. And to help you 
we've prepared Bulletin No. 47-15... a fact- 
packed data book that gives you all the story on 
Table Top . . . how it ends breakage, tipping 
and spillage on can, bottle, jar and package con- 
veyors ... how it stays cleaner’. ; . how its sim- 
ple, sturdy design adds up to longer life at 
lower operating costs. 

We've only scratched the surface of Table Top 
possibilities. Check your customers now. Per- 
haps they have applications that Table Top 
would fit to a “T”. In addition to the canning 
and bottling industries, check the general indus- 
trial field. Table Top has been used to carry 
small parts . . . in heat-treating processes .. . 
on assembly conveyors, and many other appli- 
cations. 

If you have not already received Bulletin No. 
47-15, write today for your copies. Chain Belt 
Company, 1622 W. Bruce St., Milwaukee 4, Wis. 
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“Single-edge ‘Blu-Mol’* blades 
are helping us set 
new cutting records” 


vs WOVH 
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Shops where the majority of cutting is in hard, 
tough steel, are using “Blu-Mol” High Speed 
Blades with remarkable results. They are getting 
outstanding performance, accurate cutting, and 
economy from these high speed molybdenum 
blades ... faster, truer, tougher cutting that pays 
dividends. 


i ie i al 


a a an io . 


***Blu-Mol Double-Life’* 
blades give us rock-bottom 
cutting costs” 





“Blu-Mol Double-Life” High Speed Blades are the choice of shops 
where cutting conditions are carefully supervised and controlled. 
In forge shops, for instance, where blades must stand up while 
cutting billets day after day, “Double-Life” blades are giving the 
lowest cost per cut of any blade ever produced! With a double- 
edge blade you actually get twice as many cuts at a cost only 50% 


greater. 
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Floating Tension 
an important plus 


Take the superior performance of a “Blu-Mol” Blade 

and couple it with “Floating Tension” as delivered by 

the “Tensiometer.”* Result: the lowest cutting costs : 

and highest quality work you've ever seen. Ask about a 

this exclusive Millers Falls development that sets and MILLER® P 

muintains any tension up to 4000 lbs. on your blades, LLERS FALLS 
* Trade Marks Registered U. S. Patent Office sheorbing shocks and minimizing breakage. 


Millers Falls Company, Greenfield, Macs quae 
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SUPERIORITY OF CORNING AND PYREX 
BRANDS IS CONTINUOUSLY EMPHASIZED 
AMONG 100,000 CUSTOMERS AND PROSPECTS 


To make the distribution of Corning mill supply glassware more profit- 
able to you, the superior qualities of CORNI INe and PYREX brands, . — 
are being continuously advertised in all of the magazines shown and” YR 
which reach 100,000 customers and pects each month. In this way, ~_ 
Corning builds brand preference and makes your selling job easier for 
CORNING and PYREX brand gauge glasses, MACBETH flat gauge 
glasses, PYREX brand sight glasses, PYREX brand lubricator and oil 
cup glasses. 

Beted by years of unmatched research, Corning is able to deliver 
mill supply glassware which is second to none in quality and service 
life. Moreover, ager as a complete line which enables you to meet 
the requirements of almost any processing or manufacturing industry 
at competitive prices. 


PYREX brand Sight Glasses are 
made especially/for ovens, ab- 
sorption columns, reaction ket- 
tles, furnaces, pressure vessels, 
stills and tanks of any kind 
where safe, internal visibility is 
PYREX and CORNING brand tubular gauge ye required. ape F 
glasses with MACBETH brand flat gauge glasses — PYREX Oil Cup and Lubrica- 
answer all requirements. PY REX Red Line gauge tor Glasses give _— high bie ed 
glasses magnify water level and are recommended bility plus long life on machine 
where visibility is poor; PYREX High Pressure operations. 
handles pressures up to 500 psi; PYREX Heavy 
Duty, pressures up to 600 psi; CORNING Stand- 
ard, pressures up to 200 psi; MACBETH Flat ARE YOU STOCKED TO GIVE PROMPT SERVICE? 


Gauge Glasses, to 2000 psi. F Se 
pong Poe ee 9 All Corning mill supply glassware is distributed through 


strategically located stock carrying distributors. Their names 
and locations will be given to you upon request. Take advan- 
tage of Corning promotion to build up this line of profitable 
business for yourself! 


CORNING GLASS WORKS « CORNING, N.Y. 


SALES OFFICES: NEW YORK « CHICAGO « SAN FRANCISCO 


MILL SUPPLY GLASSWARE 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES +- GLASS PIPE + LIGHTINGWARE « SIGNALWARE 
LABORATORY GLASSWARE+ OPTICAL GLASS « GLASS COMPONENTS 


MILL SUPPLIES * MARCH, 1948 








. Larger dollar value per order 
keeps selling costs low 


Ask a Worthington distributor why his salesmen 
always lead off with Worthington. Seven to one he'll 
tell you that Worthington products, besides being 
natural door-openers, offer unlimited opportunities 





to build multiple sales ... advantages that pay off 
in easier, low-cost selling. 


SELL MULTI-V-DRIVES THE Gaty WAY 


Worthington’s transmission equipment lines include: 


Worthington Worthington- Worthington 
QD Sheaves Goodyear Allspeed 
V-Belts Selectors 


3s 323 222° Cn oe 


Easy to get on... Easy to get off... Yet always tight on the shaft 


That's the performance story that has swept through ing up to 200 hp. Teamed with cooler running, longer 
industry, paving the way for ever-increasing sales of | wearing Worthington-Goodyear V-Belts, they're un- 
Worthington’s QD Sheaves. From conveniently located beatable for fast, easy selling. And Worthington 
stocks you can offer customers over 75,000 QD Allspeed Selectors, bringing new advantages to 
Sheave combinations — in the new, separate “A” machine performance in every industry, are now 
and “B” groove types — covering applications rang- obtainable in sizes up to 7 14 hp. 
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5,000 SALES LEADS 
Worthington’s standard industrial lines are: 


Centrifugal Steam Power Rotery Vertical Horizontal 
Pumps Pumps Pumps Pumps Air Compressors Air Compressors 


oO g& Bd Si 


Six lines that cover the widest range or requirements for pumps and compressors — plus related products — 
for a grand total of over 5,000 separate items. And each item, with Worthington’s 107 years of leadership in 
pump and machinery manvfacture behind it, is a valuable goodwill-builder and sales lead — not only to 
Worthington companion-products, but to your other lines as well! 





WORTHINGTON’S “9in1” 
Selling Strategy 


Six lines in the Industrial Franchise* plus three in the 
Transmission Equipment Franchise * make nine complete 
. lines that can be handled in one over-all selling effort. 
Moreover, Worthington Market Research makes sure 
that each item in each line meets a known industrial 
need (there are no has-beens, slow-movers or experi- 
ments) and that new items are added as new needs 
arise. To these constantly expanding sales oppor- 
tunities add a door-opening name... recognized 
product-excellence ... endless possibilities for related 
selling ... the small-order problem licked and a larger Whether you open up your big 
dollar value per order at no increase in selling cost! Pump and compressor catalog 


P or the Multi-V-Drive Manual — 
accel derct froeget- most authoritative of its kind 





ever published — you'll close 


i ; ¥ : Me many a sale before you close 
Worthington’s extensive national advertising that Go beak: ded yell wae oh 


refers the prospect directly to you... your name successful distributors find 
listed in THOMAS’ REGISTER inserts . . . full supplies there's more worth in Worthing- 
of hard-hitting direct mail literature ... and Worth- ton for getting more sales per 
ington’s nation-wide sales and engineering service. 





Fig t, pate * wed 


Call on WORTHINGTON at BOOTHS 624 and 626) 
at the TRIPLE MILL SUPPLIES CONVENTION 
ATLANTIC CITY, APRIL 26-28, 1948 
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Yiti.built tor industry 


An Exclusive Combination of Benefits 
are Now Created for Your Customers 
by These New Heavy-Duty Jacks! 


C= these cost-saving features of the new 30-ton FB-11 and 50-ton 
GB-11. They bring your customers outstanding new jack perform- 
ance never before known in industry. Demonstrate these advantages — 
show your customers how Blackhawk Hydraulic Jacks can speed and im- 
prove their work — save them money. 


If pes have the Blackhawk franchise, take advantage of this leadership 
and cash in on big extra profits. 


IP ane on one Se ora ae 


BLACKHAWK 


HYDRAULIC JACKS 
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PATENTED DOUBLE PUMP—all in ONE 
unit! Speed pump provides fast load- 
contact—powerful load pump cuts in 
automatically! No shifting handle or 
double-yoking as with separate pumps, 


ALL-DIRECTIONAL OPERATION — Full 
power and travel at any angle, verti- 
cal to horizontal. Handle forms posi- 
tive side-rest for horizontal use. 


GAUGE EQUIPPED — Base is tapped 
for hook-up of gauge to show amount 
of pressure exerted — for measuring 
or testing applications. 


PUMP BEAM PROTECTION is provided 
by handle and base. Pump is con- 
cealed. Beam is protectively enclosed 
at entry point to base. 


SUPER STRONG BASE—machined from 
single piece of non-porous steel. Re- 
lease valve is recessed to prevent ac» 
cidental lowering and breakage. 





| tapped 
amount 
casuring 


srovided 
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“Type A” Aluminum File 


Flat Bastard File 


WHY ALUMINUM REQUIRES A SPECIAL FILE. Aluminum is a soft, ductile, 
malleable metal and any cutting tool used on it has a tendency to build 
up chips before it. This is likely to dull the tool. The difficulty in filing 
soft aluminum with a regular purpose file is that the teeth are soon 
clogged unless very light pressure is used. 


CONSTRUCTION OF ALUMINUM FILE. After much study and practical test- 
ing, Nicholson has produced the “Type A” Aluminum File which is 
specially designed for filing aluminum and aluminum alloy castings. This 
file has a fine overcut and a deep upcut. The fine overcut produces on 
the upcut a succession of small scallops which break up the filings and 
enable the file to clear itself of chips. The open-throat construction also 
tends to prevent clogging of the file. The light overcut reduces “chatter” 
by preventing the teeth taking too large bites. 


USE OF ALUMINUM FILE. Nicholson and Black Diamond Type A” Alu- 


minum Files are designed to cut aluminum rapidly and without clogging, 
but to leave a somewhat better finish than the coarser special files for 
aluminum. They should be used on work where quick removal of stock 
is more important than finish; however, by filing with a shearing action 
toward the left a good finish can easily be made. 


In some cases, such as with harder aluminum or aluminum alloy castings, 
regular Flat Bastard Files are often satisfactory; but wherever these 
l'ype A” Aluminum File 


eer 


have a tendency to clog, the special-purpose 
should be used. 
Nicholson and Black Diamond “Type A” Aluminum Files are available 


in Flat and Half Round shapes, 6” to 14” in length, and all in one degree 
of coarseness, Stamped “A” on tang, 





Nicholson makes special-purpose files for Brass, Lead, Aluminum, Stainless 
Steel, Foundry Castings, Die Castings, Die Making, Lathe Filing, Curved 
and Shear Tooth Filing—and Swiss Pattern Files of all shapes and sizes, 


~ rn 
gtd-<ie, NICHOLSON FILE CO., 42 Acorn St, Providence 1, Rhode Isnd allie 


(In Canada, Port Hope, Ont.) >) cS 


* 
ee a? 
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versatile 
vlextbie 


This low-cost 16” DURO Band Saw 
has a wide range of uses — and 
many special features 


Ideal for quick-changing times—here is 
an efficient machine for cutting tubing, 
extruded shapes, bar stocks, metal 
sheets, casting gates, plastics, brake lin- 
ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits ail adjustments to be made from 
front while saw is in operation; New 
Departure Ball Bearings; Upper wheel 
mounted in machined dove-tailed ways 
with adjustable steel gibs; many other 
advantages. Metal cutting speeds: 230 
and 596 R.P.M. Wood-cutting speeds: 
2300 and 5960 R. P.M. 

Send for Catalog—for full details and prices 
on the DURO 16” Metal Cutting Band Saw. Also 
lists specifications and prices of complete line 
of DURO single and multi-spindle Drill Presses, 
Circular Saws, Jointers, Routers, Shapers, Grind- 


ers, Lathes, Scroll Saws, Flexible Shaft Units and 
Portable Electric Drills. 


* 
+ 


DURO OOS © 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO.. 2698 N. KILCLARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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REPUBLIC 
UPSON 
jee bie / 


++. and cash in on the economies of 

buying from one dependable source of supply. 
Republic Upson headed and threaded prod- 
ucts go together easily, stand up in heavy 
service and meet exacting requirements 

every time. Your choice always is right 

when it’s Republic Upson — backed 

by almost a century of manufac- 


turing skill and experience. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION e CLEVELAND 13, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


PAVING THE WAY... 


for your sales efforts, this and similar advertise- 
ments are doing a full time job of building custom- 
er acceptance for the full Upson line through the 
pages of Hardware Age, Iron Age, Steel, Railway 
Purchases & Stores and Southern Hardware, 


Other Republic Products include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars— Carbon, Alloy and Enduro Stainless Steels 
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Mr. Distributor: 
there’s a good profit for you 


in EVERLASTING VALVES! 


That's largely because of their long and nation-wide acceptance 
by industry. And that. in turn, is due to their fine performance and 
service records in a great diversity of applications. On top of that, 
EVERLASTING Valves are now nationally advertised with full- 
page ads — to better help your sales! 


Because EVERLASTING Valves never let users down in service 
value, they never let distributors down in sales value. When you 
stock the EVERLASTING line — it includes valves for general serv- 
ice and boiler-room requirements — you are in a position to supply 
something on which plant engineers and maintenance men are 
already sold . .. but good/ And you'll find EVERLASTING’s 40 
years of experience and prestige in the valve field a good builder 
of customer confidence in your own service. 


If you are interested in steady turnover at Good Profit, send for 
supplies of bulletins covering the EVERLASTING line of valves — 
and distribute our literature to your customers. You'll never put a 
postage stamp to better use — nor find a better time than now to 


use it! EV.316 






MANUFACTURED BY 


EVERLASTING VALVE CO. 
49 Fisk Street 
Jersey City 5, N. J. 


Trede-Mert “‘EVERLASTING''—REG. U. S. PAT. OFF. 








GIVE EVERLAST 
ING SERVICE 
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MAKE HEAVY WORK 
A TOUCH 






















WITH A oe . 


New Bnilein MOBILE EQUIPMENT SET 


Here’s a balanced collection of drive tools that puts power in the palm of 


i np ee 2: 


ee eR Se 





the hand! 

Twelve- and eight-point 1,” drive sockets . . . rugged 3/4,” sockets . . 
vice handles and extensions for both types . . . it’s a set fit to breeze through your 
—. customers’ heaviest jobs. Every piece is worked with famous New Britain 
oply precision to the peak of pulling perfection! And every piece is designed to 
are offer maximum power with a minimum of weight. There’s no idle bulk 
on here . . . each socket, handle and extension is trimmed down to reach into 

the tightest places and toughened for turning the tighest nuts. 
| for Whenever your customers find their work rough, on heavy plant mobile 
s— equipment or any heavy factory installations . . . here is the set that will smooth 
ash your way to SALES! The New Britain Machine Co., New Britain, Conn. 


V-316 


Ween bb 


GREATER STRENGTH © BETTER FIT WANDTOOLS 
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Cut-Off Machines 


Toolmaker* Grinders 


YoU CAN SELL Delta-Milwaukee Machine Tools and Supplies to 
MANUFACTURERS OF ELECTRICAL EQUIPMENT... 


It costs you money to pass them by 


be herd miss out on business you could other- 
wise have, if you don’t regularly call on 
the manufacturers of electrical equipment and 
Pai oe in your territory. They need Delta- 

ilwaukee Machine Tools that are substantial 
units of sale. More than that — whenever 
you sell these machines, you put your “foot 
in the door” for some mighty nice, continu- 
ous business on supplies: 

For Delta-Milwaukee Single- and Multiple-Spin- 
dle Drill Presses, you get orders for twist drills, 
taps, reamers, chucks, V-belts, coolant equipment, 
drill bushings, vises, automatic feeds, etc. 


For Delta-Milwaukee Standard Tool Grinders, 
Carbide Tool Grinders, and Toolmaker Tool and 
Cutter Grinders, you get orders for abrasive wheels, 
dressers, buffers, brushes, drill-grinding attachments, 
dust collectors, lamp bulbs, V-belts, Uniheads*, 
Unihead attachments — magnetic chucks, pneumatic 


clamping fixtures, index collars, adapters, collets, etc. 

For Delta-Milwaukee 14-inch Metal-Cutting Band 
Saws, you get orders for blades, V-belts, lamp at- 
tachments, etc. 

For Delta-Milwaukee Cut-Off Machines, you get 
orders for abrasive wheels, high-speed saw blades, 
oiler attachments, dust collectors, coolant pumps 
and tanks, coolant pans, coolant, pneumatic clamp- 
ing fixtures, V-belts, etc. 

For Delta-Milwaukee Abrasive Belt and Disk 
Finishing Machines, you get orders for abrasive 
belts and abrasive disks, V-belts, dust collectors, 
Distic, polishing and buffing compounds, etc. 

To “click” on more calls, include manufacturers 
of electrical equipment and appliances on your 
Delta-Milwaukee live prospect list. 


DELTA MANUFACTURING DIVISION 
ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1, WISCONSIN 
Generel Seles Office * 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 








“Trade Mark Reg. U.S. Pat Off. 


There’s always a chance 
to make a Delta sale! 


The natural market for the diversified 

Delta-Milwaukee line is as broad as 

your classified telephone directory. 

lt extends into almost every department of large 
plants: parts production . . . assembly . . . tool shop 
+ maintenance shop . . . foundry . . . pattern shop 

+ +. shipping department .. . research or experimental. 


Thanks to their low initial cost, low amortization 
charge, portability, and compactness, Delta tools also 
meet the requirements of small establishments — sign 
shops, pattern shops, repair shops, cabinet makers, die- 
casting shops, and other service shops. 

To make more money, sell al/ the Delta-Milwaukee 
Machine Tools to all the prospects! 





Every sale of a Delta-Milwaukee tool is a “self-starter” of 
' continuous orders for accessories and perishable supplies. 
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SONS COMPANY, CHAMBERSBURG, PENNSYLVANIA 
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INCREASED SALES 


for 


PACKAGED 


Call your JM Branch Office for Details 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Boulevard, Chicago 6, Illinois 
Export Division: 330 W. 42nd St., New York 18, N. Y. 


Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit Houston os Angeles Milwavkee New York Philadelphio 
Pittsburgh St. Louis St. Paul Salt Loke City Seattle Seon Francisco Toronto, Canada Sao Paulo, Brazil London, England 
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DISTRIBUTORS 


Ton 


TO0is 


T00ts 


ACCESSORIES 


PORTABLE POWER 


ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB 
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Exclusive sales advantages that turn prospects 


into profits, are yours when you offer 
the famous Bristol B-Line. Here’s why ... 


Only BRISTOL Supplies the RIGHT Socket 
Screw for EVERY Application 


The BRISTOL “HEX” Socket .. . 


| 
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gives superior service in ordinary socket screw appli- 
cations . . . protected in production by critical selec- 
tion of alloys ... precision threading methods 

testing for hardness and ultimate strength 


... gaug- 
ing for lead and pitch plus 100% visual inspection. Sell it with 
complete confidence. 


The BRISTO “Multiple-Spline” Socket . . . 


exclusive with Bristol ...for unusually severe service 
(4 due to vibration . . . frequent disassembly . . . awk- 
wardly located fastening points ... or where small 
size presents a breakage hazard. Made from the same 
materials ... by the same processes as the Bristol 
“‘Hex’’ socket screw but with multiple-spline design which permits 
BRISTOL'S “B-LINE” 


tightening far beyond the point where any hex socket would strip or 
; burst. 
a a 
»»- Your Guice Line to 


BRISTOL Belt Lacing Adds Longer Service to 
Yes, Belts... 
quail © Needs only a hammer and block of soft wood to 


join new conveyor belts quickly, efficiently .. . or 
make long-lasting repairs in leather, rubber or woven 
belts up to soa thick... 


passes smoothly, easily over pulleys 
Aggressive Advertising Backs You Up 


Advertising that puts over Bristcl’s’ exclusive selling points em- 
phasizes user benefits that are backed up to the hilt by the service 
performance of Bristol products. Repeat business is secure. 

A Bristol representative will tell you more about our 100% distrib- 
utor policy ... profit structure ... promotion plans. Write: THE 
BRISTOL COMPANY, Mill Supply Division, 126 Bristol Road 
Waterbury 91, Connecticut 


THE BRISTOL B-LINE 
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ADEQUATE, 


DEPENDABLE AIR SUPPLY 


CURTIS 


“PRECISION BUILT" 


AIR COMPRESSORS 


I n thousands of plants throughout the country 

Curtis Model ‘‘C”’ Air Compressors are 
delivering a completely satisfactory air supply 
under widely varying conditions. 


The precision construction of every Curtis 
Air Compressor assures dependable, trouble- 
free operation with less wear, unusually long 
life and low operating and maintenance costs. 


Curtis economy results from such outstanding 
design features as: 


@ Timken Roller Bearings 

@ Positive Lubrication — Self-oiling 
@ Carbon-free Disc Valves 

@ Automatic Pressure Unioader 


@ Precision Construction Throughout 


Curtis Air Compressors are available in sizes from 4% to 50 H.P. 
Write today for full information or simply fill in the coupon below. 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Louis 20, Missouri 


Please send me Form — 
C-7 on Curtis Air Hoists, 
Air Cylinders and Curtis 
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NEW EFFICIENCY... 


LARGER PROFITS on 
VALVE SERVICE 






with 4 


SIOUX | 


UNI-VALVE 
SHOP 


No. 1795 


Here's the econom- 
ical method of pro- 
viding adequate 
and compact space 
for your precision 
valve service 
equipment. A real 
Work Bench. Ev- 
erything handy—saves time and increases efficiency. Dur- 
ably constructed of sheet steel with white enamel finish. 


Has built-in disappearing rack for holding cyl- 

inder heads. Racks for holding valves in se- 

quence. Space for Sioux Units (not included) 

such as Valve Grinding Machine; Seat Grinder 

set; Serva-Tool-Dor Panel; Valve Cleaner; Vac- 

uum Dressing Unit, also cabinet space for i a 

wrenches and other valve service equipment. se 
Length 8 ft.; Height 6 ft.; Depth 28 in.; Bench } i 
height 33 in. Get details from your SIOUX Dis- 

tributor. 


Sold Only Through Authorized SIOUX Distributors 


= 
STANDARD THE » ii Ae WORLD OVER 
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ELECTRIC LIFTING 
\S LOW-COST LIFTING 


C8 6 Oe oe Oe ee oe oe ee ee ee oe 
a“ 





WHITING 





2 
Yet the 
One-Ton Size 


Costs Only 










“The most widely used 
pipe in America” 


NATIONAL 


STEEL PIPE 





































For sixty years, NATIONAL Pipe has 
maintained its position of top pref- 
erence. Why? Because as better steels 
have been developed and pipe mak- 
ing processes have been perfected, 
these improvements have been con- 
stantly reflected in U-S-S NATIONAL 
Pipe, and consequently, better pipe 
service. 

No better pipe for general all- 
round use has even been produced. 
That is why for the hundred-and-one 
jobs around industrial and commer- 
cial buildings of all kinds, where 
honest dependable pipe performance 
is required, Nationa Pipe has be- 
come synonymous with faithful, 
money-saving service. 








NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


Columbia Steel Company, San Franci Pacific Coast Distributors 
United States Steel Export Company, New York 


UNITED BY Aweso SPREE L 
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MARVEL Saws Speed-up Deliveries 


You will get cut-off lengths in any 
quantity faster from the steel ware- 
houses and stockrooms that are equip- 
ped with MARVEL 6A and 9A 
Automatic Hack Saws. Far faster, 
floor to floor, than any other hack 
saws, they save valuable machine 
hours by reducing cutting-off time 
to a fraction,—save other machin- 
ing hours by ee accurately 
cut pieces of exact length. 


5. COMPANY 


Hack Saw People” 
AVENUE 


rr? 
Better Mackisss> Natal Numan 


CHICAGO 39, U.S.A. 
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EVERY P-K SOCKET SCREW DISTRIBUTOR GETS THESE 


sal i tt 
/ 


ADVERTISING — the biggest campaign on q 


PRODUCTS that are well out ahead in ac- Socket Screws ever — reaching over 300,- 


tual benefits to the user. . . Size-Marked 000 readers regularly, and bringing a 


Gear Grip Socket Head Cap Screws and fl \ steady flow of inquiries for P-K distribu- 
Ground Thread Socket Set Screws. f tors to follow up. 


A PRICE AND DATA BOOK packed with in- A STOCK LIST that saves untold hours of 
formation that is clear, complete and easy inquiry, and is easily understandable to 
to find. inexperienced clerks. 

“3 plus | he 


a sound, unchanging 


JOBBER POLICY 


that gives full protection, 
right down the line 


eS 


EXHIBITS at important trade shows, culti- 
vating important buying influences for 
Distributors’ benefits. 


SALES LITERATURE AND SAMPLE FOLDERS , DIMENSION FINDER CHART — a proved 
that work hard to build business, before good will builder in constant demand, 


and after Distributor sales calls. ceRT AIN making new friends for P-K Socket Screws. 


TERRITORIES 


OPEN 
ARE OF ot now 





ANOTHER ADVANTAGE! P-K SOCKET SCREWS ARE AVAILABLE FOR PROMPT DELIVERY 





OTHER PARKER-KALON PRODUCTS SELF-TAPPING SCREWS . HARDENED SCREWNAILS AND MASONRY NAILS - SHUR-GRIP 


FILE AND SOLDER IRON HANDLES . METAL PUNCHES - DAMPER REGULATORS AND ACCESSORIES 
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When this 
Shovel 
Goes to Work 







y 
’ you see the 


VA. difference! 








ENCINEERING 





Blade finishes are bled 
except moiders’ Shovels, 
which may be hed with 
either fece or back 





PRODUCTION 


Whenever you order hack saw blades from your regular 
hack saw blade maker, be sure to get blades with tough teeth 
and strong backs. Whichever type you prefer, you'll find 
that INGERSOLL “18-4-1” and INGERSOLL D-B-L Steels 
give you blades with tougher cutting edges, higher impact 
resistance and relative freedom from decarburization. 
So for tough blades that give a smooth, easy cut, take 
advantage of Ingersoll’s lifelong research in special steels! 
Specify hack saw blades made of INGERSOLL “18-4-1” 
or INGERSOLL D-B-L Hack Saw Steel. 


INGERSOLL Steel Division 
BORG-WARNER CORPORATION © NEW CASTLE, INDIANA An Ingersoll Shovel looks like any other good shovel in your 
Plants: New Castle, Indiana stock. But when your customer puts that ‘‘“Guaranteed-Not-To-Split” 
0, Winois blade to work he finds the big extra value. 
ee iign g Shovels, like plows, are tillage tools. They have to be able to 
“take it.”” That’s why Ingersoll Shovels are made of special 


s Tem-Cross Tillage Steel. Tem-Cross Steel is cross-rolled to 
8 produce an interlocking mesh-grain structure and then heat-treated 
yy os B under precise control. That guarantees split-proof and curl-proof 
18-4-] 


blade edges! That makes Ingersoll Shovels, Spades, and Scoops 
easier to sell and more satisfactory in use. Specify “Ingersoll” 
* 
D-B-L 
in INGERSOLL 


on all your shovel orders. 
*Furnished 
Hack Saw D-B1 "5-4" ond 


“a conan 
ew eee INGERSOLL 


SHOVELS + SPADES - SCOOPS 
NGERSOLL SPECIAL STEELS FOR SPECIAL USES meas 





PRODUCTION 
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1...PYROID 


two exceptional compressed sheet packings 


2...R/M No. 670 


Raybestos-Manhattan manufactures many different types of 
sheet packing . . . in widths up to 150” . . . and in thicknesses 
from 1/64” to Ye”. Each of these compressed sheets is of 
long-fibre asbestos, scientifically compounded to meet the 
exacting requirements of industry. 


R/M No. 650, nationally known as “Pyroid,” is shown above. 
lt is recommended for applications where severe service 
conditions are encountered; for public utility service where 
excessively high pressures and temperatures are met. It can 
be used, however, for practically any condition, and makes 
an economical sheet packing even in cold water service. 


Where first cost is an important consideration, many plants 
rely on R/M No. 670, also shown above. This sheet has a 
low rubber content and is approved by the National Board 
of Fire Underwriters for use in connection with such hazard- 
ous liquids as benzol, gasoline, and kerosene. 








Whatever your customers’ requirements, there’s an R/M 
product that fills the bill. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 
Manheim, Pa. + Bridgeport, Conn. * North Charleston, $C. ¢ Passaic, N. J. 


IT’S “PACKED WITH SATISFACTION’ WHEN YOU USE R/M 


MILL SUPPLIES © MARCH, 1948 





& 


Here’s why this ‘tnipnex Financing Plan 
helps you sell in today’s market 








Today businessmen need new equipment to 
ISK cut production costs . . . yet often they can’t 
NO CREDIT R spare the cash to buy it. COMMERCIAL 
———_— CREDIT'S Financing Plan solves this 

NO cost problem for them and for you. 
Under our plan, you get your full selling 
coioneee price in cash . . . and you are in no way 


NO CONTINGENT liable if your customer fails to complete 


T Y his payments. 

LI A B I Li We purchase your customer’s paper from 
you without recourse. Your customer gets 
the equipment he needs, on liberal terms and 
at low cost. 


————————— 


From reading advertisements in business 


publications, buyers throughout the country 
know the advantage of COMMERCIAL 
CREDIT’S plan. Your salesmen should know 
about the plan so that they can use it effec- 
tively as a sales tool, and they should have 
the facts when prospects ask about it. 

All you need to put the plan to work is a 
supply of Catalog Sheets. We will be glad to 
furnish these promptly. Just write or phone 
the nearest Commercial Credit Corporation 


office listed below. 


COMMERCIAL FINANCING DIVISIONS: 


COMMERCIAL CREDIT BALTIMORE 2, NEW YORK 17, CHICAGO 6, LOS 


COMPANY ANGELES 14, SAN FRANCISCO 6, PORTLAND 5, § 


ORE. . . and other offices in more than 300 cities 


Capital ana 


BALTIMORE 2, MOD. 
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when you need spring lock 
washers quick ... 


YOUR RELIANCE DISTRIBUTOR 





Aladdin's faithful genie had nothing on your 
Reliance Distributor when it comes to service. 


Your telephone is the magic lamp that puts him into instant 
action when spring lock washer supply emergencies arise. 


From his carefully-maintained stocks of Reliance 
Spring Lock Washers in American Standard sizes, he can 
have your requirements on the way in a matter of minutes 


Your distributor stocks Reliance Spring Lock Washers 
because they're made of special-analysis steel 
Pe as cold drawn in Reliance's mill to provide non-fatiguing 
/ f+ te reactive pressure to keep bolted assemblies tighter longer. 
i A There's a quality guarantee certificate in every package. 


The plainly-marked "Red Seal" package protects their 
quality, eliminates losses, facilitates handling and inventory. 





Call on your Reliance Distributor whenever you 
need spring lock washers in a hurry. If you don't 
know his name, we'll be glad to furnish it. 


Kiliance Cbitéats 
FESRAWATR@ DINE orsices ano scans MASSILLON, OHIO 


EATON MANUFACTURING COMPANY Soles Offices: New York + Cleveland + Detroit + Chicago St. Louis + San Francisco + Montel 











ice. 

> instant 
ies arise. 

liance 

, he can 

f minutes, 


Washers 


-fatiguing 
longer. 
package. 
eir 
inventory. 


CARBIDE ALLOYS DIVISION, Ferndale 
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Detroit 





Michigan 





Kennedy advertising helps you 
sell Kennedy Valves. This full- 


page advertisement is appearing 


in jindustrial publications with-a 


total circulation of 350,000. 
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fumble-proof, 
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- You'll get” 
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AGS DRILLS 


Ace Drills give longer service because the flutes are 
ground from solid bars that have been double-dip 
hardened. This method of hardening is practical only 
when all surface damage can be completely removed 
by grinding. 


Uniform hardness and toughness is possible because the mill length bars 
of high speed steel are passed through the high steady heat of a 22 
foot long furnace in a continuous line ... bar after bar. The rods enter 
the furnace through small flame sealed openings which maintain uniform 
furnace conditions not possible with batch type hardening processes. 











menhtees Ebdiainap meted & amebane te Madiede tereehe 
1 in a continvous 

1500°F 2350°F 1500°F | iP 2350°F puiiivenn 0 qrastnr-inhtin-cilitin ota tchtatihey @.meiitiatary goetn dow 

80 important to toughness. This means that more effective hardness is retained 

j despite increased temperatures during drilling. (Do not confuse double hardening 


with double tempering. Ace Drills receive multiple tempering.) 





The polished flutes of Ace Drills are ground into the perfectly hardened 
blank leaving the metallurgical structure gained in hardening undisturbed. 
The cutting lips are keener and more even because they are formed 
by the intersection of two ground sur- 

faces rather than a milled surface and 

a ground surface. This increases the 

cutting ability of the drill and adds to 

the drill life by reducing the number 

of sharpenings. 


PATENT NO. 2084814 


ACE DRILL. @ sorconawen 


DETROIT 27, MICHIGAN 
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FITTING 
DISTRIBUTORS! 


HERE’S YOUR GUIDE TO 
MORE EFFECTIVE SELLING 


You don’t have to be an expert to sell Laughlin 
wire rope and chain fittings . . . because Laughlin’s 
#140 catalog has been especially designed for dis- 
tributors’ salesmen as well as buyers. It contains 
easy-to-find answers to the questions your customers 
may ask. 

More than a mere listing of products, the Laughlin 
catalog contains such a wealth of information: 
strengths, dimensions, tables, charts, etc., that it has 
become the data book of the industry. Well known 
for quality, the line is the most complete made 
by a manufacturer and full of exclusive fittings 
that really sell. 

Get all your fittings from one source — from an 
inventory that insures immediate shipment from 
stock. 

Where else can you get prompt shipment of so 
many items like these? 

Grab Hooks Turnbuckles 

Slip Hooks Shackles 

Safety Hooks Swivels 

Hoist Hooks “Missing Links” 

Clevis Hooks Safety “Fist-Grip” Clips 
Thimbles Wire Rope Sockets 

Eye Bolts Weldiess Rings & Sling Links 
Ring Bolts 





It’s easy to order from Laughlin — give your cus- 
tomers service without carrying excessive inventories. 

Be sure you have Laughlin’s #140 catalog for 
better selling. You'll like our uniform trade dis- 
counts. THE THOMAS LAUGHLIN COMPANY, 
PORTLAND 6, MAINE. 


Laughlin Protects the Distributor 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


— 





\ 
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Look for this Johns-Manville Packing 
advertisement currently appearing in 
leading trade publications, 


The RIGHT KIND of Backing... 


to help YOU sell Packing! 


Not just conventional packing advertising—but a 
“double-barrel” campaign featuring yor as well as 
the packings you sell . . . that’s the kind of backing 
Johns-Manville gives its authorized Packing Distrib- 
utors. A typical advertisement is shown above. Note 
that your distributorship gets equal display with J-M 
Packings . . . helping you to more sales, more profits. 

In addition, five times a week throughout the year, 
Bill Henry and the News . . . the most popular news 
program on the air . . . brings the Johns-Manville 


Johns-Manville 





name to millions of packing users. Frequent announce- 
ments on packing are a part of this program. 

Other Johns-Manville co-operation includes direct 
mail pieces, sales helps, and an attractive sign to 
identify you as the distributor your customers have 
read about and heard endorsed over the radio. 

All of this support is proof of a consistent Johns- 
Manville policy to give you “the right kind of 


backing to help you sell packing.” Johns- JM 
Manville, Box 290, New York 16, N. Y. LY] 
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A GOOD WAY OF MEETING 
TODAY’S HIGH DISTRIBUTION COSTS 


Never in the history of the industrial supply busi- 
ness have operating and sales costs been anywhere 
near as high as they are at the present time. And be- 
cause of these high costs, actual profit, the margi 
between costs and selling price has never been so 
slim. These absolutely true facts are of much con- 
cern right now to both the distributor and the manu 
facturer he represents. They know full well that the 
only true measure for determining the success of 
their business is profit. There is no other reaso 
Operation speeds of many production j ; : ; 
ere het naa i all oe for their being in business. 
high. Speeds above 25,000 R.P.M. are 
common today. There are LUBRIPLATE 
lubricants especially well adapted for 
high speed use. They reduce friction 


to a minimum, arrest progressive wear 
and protect against rust and corrosion. 


There is o LUBRIPLATE lubricant for This clearly indicates the urgent need for more 


every need regardless of operating 
conditions. Write for particulars. careful planning of sales and more concentrated 
effort on lines that yield the most net income from 
LUBRIPLATE minimum effort. Smart industrial distributors are 
definitely reduce fric- more desirous than ever to push the sale of products 
ton and woes oat par such as LUBRIPLATE lubricants because of—good mar 
ene we of equipment aati gin of profit—frequent turnover-—repeat and ever in 
intr oreo ecoecsie wear. creasing orders from every class of trade where 
LUBRIPLATE mechanical equipment is required. Now is the time 
Lubricants protect machine Port for all distributors to investigate and find ou 
ogcins the tesion, Ths feature what a grand line LUBRIPLATE is, especially in these 


SRFLATS to oe critical times. 
ional tv f 


Lubricants 


alone puts LU 
front of convent 


LUBRIPLATE 


Lubricants are extreme! 

nomical for reason and “stay- 

possess very long life LuBRI- P 

put” properties. A wns It is a fact that owners and operators of mechanica 
jong ‘ 


equipment, are also faced with high costs and are in 
tensely interested in ways and means of insuring 
continuous operation of their machinery and thé 
elimination of parts replacement costs due to wear 
LUBRIPLATE lubricants surely meet today's needs 
and, therefore, progressive salesmen are reflect 
ing a real service by introducing it to their trade 


y eco- 


outs mon ont 1p "REFLECT GREATER SERVICE— 
chop EARN MORE—WITH LUBRIPLATE" 





(Advertisement) 
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Look. 


Mr. Distributor! 


No wonder there's a continuous 
demand for Armour Abrasives! 
It's because of ads like this in 
leading publications like these: 


Foreman: “Ferdinand’s tickled 
pink since we switched from the 
old set-up wheels to these 
Armour Abrasive Belts |” 


REASONS WHY ARMOUR 
BACKSTAND BELTS ARE BETTER! 


1. Sharper Coating! 

Ferdinand: “Take it from me—I’ve worked with both the 
old set-up wheels and these Armour Coated Abrasive back- 
stand belts. And since we converted our bench grinders 
into belt grinders by using backstand units—we’ve had 
sharper, tougher, smoother cutting action. That’s because 
factory-coated belts have uniform grain distribution. It 
was the inaccurate, uneven coating of the set-up wheel 
which slowed down cutting action. 


2. Cooler Cutting!! 

Foreman: “Right, Ferdy! We know, too, that belts afford 
greatly increased production because their cutting surface 
is greater. The point of contact on the belt gets a chance 
to cool as it passes around the idler. Results— cooler cut- 
ting, longer abrasive life, less tendency to burn work.” 


3. Greater Contact Area!!! 

Ferdinand: “And with the resilient contact wheel you 
get a cushioned grind and greatly increased contact area. 
This cushioned grind gives us smoother, cleaner finishes 
— in less time, at lower costs — even on those surfaces 
that are hardest to reach. To us operators that means 
less fatigue—and my friend, the Foreman, knows thatiit 
also means more speed and greater production.” 


ARMOUR and Company 


Coated Neavivee Divitim 


1355 WEST 31st STREET + CHICAGO 9, ILLINOIS 
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Finer because they're 


; . for connecting 
copper, aluminum 
and other thin-wall 





























metal tubing. T B 
s tickled | M P E Ri 
ter TENSILE 
1" Brass forgings are over 80% STRENGTH 
stronger than brass castings. 
EXTRA SAFETY ( This exceptional strength 
makes forged fittings especial- 
ON HIGH : ly desirable for high pressure 
" work . . . and makes possible 
PRESSURE WORK elimination of dead weight. 
The far higher elongation factor ELONGATION 
th the STAND UP of forgings as compared to cast- _ BEFORE 
> back- ings enables forged fittings to SREAKING 
inders BETTER UNDER stand up better under hard 
re had knocks, mechanical shock and 
en VIBRATION AND vibration. Fiber-like flow line 
adie IMPACT structure of metal also provides 
ar assurance against fatigue failure. 
whee 
OSITIVE Forgings have far denser grain posta datataaesphow 
Pp Vv structure than castings. Note at 9 
Ai microphotographs. That is 
— PROTECTION why forged fittings assure 
ee : against porosity, blow holes 
hance AGAINST e and concealed defects — pre- 
T cut- SEEPAGE vent seepage of even hard-to- a 
rork.”” S hold materials. CAST BRASS FORGED BRASS 
Dimensions of forged fittings are held within 
| you GREATER : extremely close limits. The resulting uni- 
area. \\ formity of size facilitates speedy, secure 
1ishes UNIFORMITY > wrench grip — makes forged fittings easier 
rfaces SPEEDS to install. Sharp detail, uniform contour and 
nodes smooth surface of forged fittings enhance the 
ai INSTALLATION seqeanante of the equipment on which they 
, are . 


THE IMPERIAL BRASS MFG. COMPANY, 517 S. Racine Ave., Chicago 7, Ilinois 
Write for Bulletin No. 349 


Poy IMPERIAL 


PIONEERS IM TUBE FITTINGS AND TUBE WORKING TOOLS 
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the sale’s a cinch with 


HANDIWINCH* 


@Just imagine what happens when 
you pop the HANDIWINCH story to a 
buyer. Here, you say, is a machine that 
makes any man a “one-man gang”’. 
Gives him power to lift or pull 10,000 
lbs. A winch so light one man carries 
it, sets it up anywhere—and proceeds 
to set poles, pull stumps, skid heavy 
machinery, load heavy pipe—all by 
himself. Ingenious tail yoke attach- 
ment provides quick, easy fastening 
to any pole, tree or other anchorage, 
when needed. It’s the hottest piece of 
small equipment in industry. Adver- 
tised in 29 leading trade papers. Tell 
the HANDIWINCH story, and you'll 
make friends everywhere! 


TALK THESE 
, @ All steel construction 
6 FEATURES ; —weight 95 Ibs. 
@Capacity 10,000 


Ibs. in “low” gear and 
1900 Ibs. in “high” gear. 


@ Cut steel gears 
throughout. 


@ Rope capacity 175 
ft. (%") to 475 ft. (%"). 


® Self-lubricating 
bronze bearings. 


@Hand brake, free 
spooling .. . all finest 
operating features. 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 


Plant No. 2: So. Kearny, N.J. + Sales Offices: NEW YORK ¢ PITTSBURGH « CHICAGO « NEW ORLEANS ¢ SAN FRANCISCO 


Es.) Or, 
AMERICAN BLOCKS AND SHEAVES 


All types, all sizes, from 12 to 250 tons. Blocks 
feature armored construction: thick side plates, 
heavy pins and axles, forged steel hooks and 
shackles. Make sure your buyers specify AMERICAN. 


BS SOL EP Te PRY oY A 


GENUINE CROSBY CLIPS 


World's largest-selling drop-forged wire rope 
fasteners. National advertising, high profit, prompt 
shipment make sales sweet and easy. Sizes for 
all wire rope—Ye to 3 inches. 
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KEEP DIRT OUT OF 
BEARINGS... 


REQUIRE LESS PRESSURE / 
BY 20% 


PROVIDE MORE LUBRI- 
CANT VOLUME BY 30% 


SECURELY CONTACTED 
# BY ALL COMMERCIAL 
HYDRAULIC COUPLERS 


ee a 
These Grease Fittings (Bullneck Type), were ization on a single, all-purpose type. They 
originally developed by the Lincoln Engineer- represent the first major improvement in 
ing Company for the United States Army __ grease fitting design that does not obsolete 
Ordnance Department. They incorporate the couplers and grease guns in general use today 
most desirable characteristics of former types | — they can be securely contacted by all com- 
of high-pressure fittings and permit standard- mercial hydraulic couplers. 


Check THESE FEATURES 


1. ...FlushBall Check—Head can be wiped not restrict flow and cause spring to 


clean without forcing dirt into fitting and 


into bearing. 


. »+- Large Grease Passage — The larger 


internal diameter permits greater flow of 
lubricant. 


. «++Non-collapsible Spring —The larger 


spring in the larger grease passage can- 


collapse. 


4, ... Greater Flow—Less Resistance—The 


larger internal area requires less pres- 
sure to clear the fitting. : 


. +++ Sturdier Construction — Projecting 


locking pad for coupler jaws and en- 
larged neck size insure longer life. 





e APPLY THE‘RIGHT LUBRICANT 
e IN THE RIGHT QUANTITY 
¢ AT THE RIGHT TIME 














Get Information on the Complete Lincoln Line from: F 
LINCOLN ENGINEERING COMPANY, 5701 NATURAL BRIDGE AVENUE, ST. LOUIS 20, MO., U.S.A. 


NEW YORK—Li , Inc.—Trafi 7-7900 7 LOS ANGELES—tincoin Engineering Co., of Calif.—Richmond 0151 
DUCAaE cttcents tratecotnt Gn of tha-Gehomes 0008 = CLEVELAND—Lincoin Lubricating Systems, Inc.—Express 4334 
DETROIT—Lincoln Engineering Co.—Madison 3484 OAKLAND—tincoln Engineering Co., of Calif —Higate 6130 
PITTSBURGH—Lincoln Engineering Co.—Montrose 1444 EAST ORANGE—Lincoln Lubricating Systems, Inc—Orange 3-3188 
048-7 
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ow backed by 64 years’ experience 
in valves — 64 years spent in constant 
research and development that are reflected 
in the exclusive, pace-setting OIC fea- 
tures! OIC Valves have selling points that 
really sell — they aren’t just something to 
talk about. For instance, a// OIC Valves 
have liberal thickness of walls and metal 
sections. There’s an extra measure of 
strength here that no valve buyer will 
overlook! OIC Gate Valves feature heavy 
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SETS THE PACE 
IN VALVES 


I-beam wedges and end-seated-type seat 
rings for positive, leak-proof closure. Extra 
deep stuffing boxes with special condensing 
chambers keep the packing cool. Patented 
gland and gland flange facilitate repacking. 
Joints are pressure-sealed with carefully 
calculated body-bonnet flange and gasket 
dimensions. OIC’s “‘tajlored trim” fits the 
valve to the job. All these and many other 
features keep industrial fluids flowing, keep 
your business moving! 












COOPERATION « QUALITY * SERVICE - - - 


xe 


5 ee get cooperation all the way with 
OIC! First, we are specialists in the 
valve designing, manufacturing and selling 
field. We can offer you concentrated 
engineering and sales “know how” in the 
distribution of OIC Valves. Second, we urge 
valve users to buy from OIC distributors. 



























seat Third, sales training meetings, powerful 
me national advertising, catalog data and speci- 
ing fication literature. sound slidefilms — all do 
their part in the cooperative job of moving 
ally your OIC Valves into the hands of users. 

ket And OIC’s quality is keeping plant engineers 
the specifying OIC Valves for replacements and 
sa for new installations all the time. OIC’s 


consistent high quality keeps the business 
that our cooperation helps you to build! 


OIC is ever responsive to your needs, too. 
We keep a close check on the stocks dis- 
tributors need, and take advantage of our 
location in the heart of America’s industrial 
territory to make use of the fastest and best [ 
shipping facilities — north, south, east, and ete 









WE WOULD LIKE TO 
EXPLAIN OUR SELLING 
POINTS AND OUR SELECTIVE 
FRANCHISE TO YOU 


Just drop a line to The Ohio Injector 
¢ , Wadsworth, Ohio, and our rep- 
te tive will call to see you at your 






















[ALVES 


STEEL © IRON © BRONZE 
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PURE MANILA ROPE 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: $T: LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA 
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Talk of the Trade 





LOTS OF LUCK: ’sfunny how stories get around . . . 
If the April Atlantic City convention has all the speakers 
we've heard mentioned in various parts of the country, 
we know the convention time will have to be extended 
at least a week . . . You'll get the latest (and accurate) 
convention dope in MILL SUPPLIES next month. . . 
Meanwhile, we'll take bets that neither Winston 
Churchill nor King George will attend . . . Any takers? 














OTHER ADDED JOBS: Frank M. Brodhead (Brod- 
head Murphy Co., Elizabeth, N. J.) was chosen foreman 
of the Winter Term Union County Grand Jury. 














| i 


BILOXI BANTER: For several years now Clyde Mansur 
and Roger Meyers (both Simmonds Saw) have reveled 
in playing practical jokes on each other . . . Roger scored 
at the Biloxi meeting . . . The two were walking down a 
hotel corridor when Civde spotted a couple of distributor 
friends . . . He strolled in, followed by Roger . . . Much 
to Clyde’s amazement, the distributors were talking to 
another saw manufacturer . . . Clyde determined to be 
nonchalant and also to depart as quickly and as gracefully 
as possible. . . Roger sized up the situation pod. decided 
he would be helpful . . . Clyde finished shaking hands 
all around and turned to leave . . . Roger was , Seon 





on-the-spot and flung open a door . . . Out Clyde walked 


except that it wasn’t out, it was in—directly into a closet 
. . . It wasn’t too rapid nor too graceful an exit but it 
certainly was one everyone will remember, especially 
Clyde. 


BANKERS IN OUR MIDST: Herb Ladds (National 
Screw) has been elected to the board of directors of 
Cleveland’s Union Bank of Commerce . . . Frank Pidgeon 
(Pidgeon-Thomas Iron Co., Memphis) and Edmund 
Orgill (Orgill Bros., Memphis) are now board members 
of the Union Planters National Bank & Trust Co., 
Memphis. 








STORY TIME: This one usually gets a good laugh—espe- 
cially below the Mason-Dixon Line . . . It seems a plan- 
tation owner hit upon the idea of training monkeys to 
pick cotton . . . Things went along fine for a while but 
then other plantation owners started to protest . . . The 
man-with-the-idea defended his position but then aban- 
doned it completely when a friend pointed out: “The 
idea’s good but just think what will happen. Once it gets 
underway, everyone will have monkeys doing the work 
for them and then some damyankee will come along and 
free them.” 


SPECIAL ATTENTION: If California seems to be get- 
ting special attention from J. J. “Jack” Davis (Alloy Steel 
Products Co.) it’s understandable . . . Jack is now the 

roud grandfather of twin boys . . . The mother, who is 
Jack's daughter, lives in California. 








OLD FRIENDS: Mr. and Mrs. Jack Dale (formerly 
Briggs-Weaver) visited New York recently . . . They were 
just in time to get a man-sized taste of New York’s heavy 


snows and sub-freezing temperatures . . . Vance Boyd 
(Boyd Supply, Philadelphia) didn’t mind the early Febru- 
ary cold wave ... He was in Florida. R.W.B. 
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Advertising to... 
BUSINESS MANAGERS 


PLANT OPERATING 
EXECUTIVES 


PURCHASING AGENTS 


with attention-getting 
messages that stress the 
importance of valves as a 
major plant investment. 
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PAGES OF ADVERTISING REACHING 
BV OVER 1,000,000 READERS IN — 


Architectural Record Industrial & Engineering Product Design & 
Chemical Engineering Chemistry Development 
Coal Age Industrial Equipment News _— Purchasing 
. ‘. = Industry & Power Southern Power & Industry 

epee 0 6 Machine Design Textile World 
Engineering & Mining Mechanical Engineering Heating, Ventilating 

ea Mill & Factory & A. C. Guide 
Engineering News-Record Modern Industry Mining Catalog 
Factory National Engineer N. A. P. R. E. Handbook 


Food Industries Official Bulletin 21 Technical School 
Fortune Paper Industry Publications 
Heating, Piping & Air Power New England Purchaser 
Conditioning Plant Engineering Philadelphia Purchasor 
N. E. Plumbing & Heating Progress 


JENKINS 


en ere 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 


Gahllll tiles fey 


JENKINS DISTRIBUTORS 


Reaching every influential valve-buying factor, 
Jenkins powerful 1948 magazine advertising cam- 
paign is now in full swing, another plus the Jenkins 
Distributor can always count on. 

With this carefully planned promotion to precede 
him, he never makes a “cold” call. He walks in with 
a well-known product—well-known to those who 
influence buying behind the scenes, as well as to the 
man who gives the order. 

This continuous, industry-wide advertising is 
backed up with a complete line of the longest-lasting, 
lowest-upkeep valves in the market. And Jenkins 


y i 


TIM TELLS! 4 


Hild 


Advertising to... 
MACHINE DESIGNERS 


offers practical 
help in selection of 
valves for products 


for resale. 


: anit By 
ay ue 





follows through with outstanding Sales Literature, 
Trade Show Exhibits, Motion Pictures, etc.,— with 
Engineering Service and Sales Assistance that makes 
prospects customers, and keeps customers coming 
back for more! 

No wonder that Jenkins continues to be the pre- 
ferred valve franchise . .. why, year in and year out, 
it pays, and pays well, to sell Jenkins Valves. 


Jenkins Bros., 80 White St., New York 13; Bridge- 
port, Conn.; Atlanta; Boston; Philadelphia; Chi- 
cago; San Francisco. Jenkins Bros., Ltd., Montreal. 


Advertising to . . « 
STUDENT ENGINEERS 


in 21 leading Tech- 
nical School Publi- 
cations cultivates 
future valve users. 





WATCH THIS BIG, 


POWERFUL CAMPAIGN 
THROUGHOUT 1948! . . 











_ NEED § SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 


DIAMOND MARK 





os 7 Pe 
Vr. Distributor: Here’s a Selling Idea 


REPUBLIC'S Q-POINT POLICY | YOU SAVE 
LIne | INVENTORY COSTS FOR 


A line of rubber items sufficiently 


comic ori tice | 6=©6 YOUR CUSTOMERS 


plying the requirements of the trade 
solicited. 


: ) | 
WT ll “ils All buyers are cost-conscious of warehouse inventories 
© “ when the monthly report goes to the front office. Keep 
A quality of product uniformly good your customers reminded of this. Explain how your 
and capable of 1 pei service | facilities, plus your speedy delivery of orders, function 

results that should reasonably be s 

saeeded. to save money for all buyers. Your warehouse inventory 
for their special requirements is also a selling point 
Sf yt that reaches a vulnerable spot. You can depend upon 
Republic’s co-operation just as Republic depends upon 


A price basis inducing and making you for representation. 
possible aggressive competition with 


reasonable profit return. “i G “, ’ 
Scedlom Ve / , 


Freedom from competition from his cso .-. it tells buyers why it is economically wise to 
source of supply, either direct or wer buyfrom YOU. It tells your story and does not 


indirect, among the trade covered 2 mention Republic. Write today for your copy. 
by his day to day solicitations. 


Selling helps of reasonable amounts 
so that his sales force may be given : 

the advantage of specialized train- 

a a knowledge of the product ‘ 
sold. 


ee oe ae oe ee See ee 2 2.2 8 eR =e Ae eo we 
LEE RUBBER & TIRE CORPORATION... YOUNGSTOWN, OHIO 





A Survey of Changes 
in Distributor Operations, 
946-1947 
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TO HELP DISTRIBUTORS ANSWER SUCH QUESTIONS AS: 
* Is my inventory too high in relation to sales? 

* What of my sales performance? 

* Are my expansion plans justified? 


i = 
march MPPSHRRHHES _ 1940 
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MILL SUPPLIES’ survey of changes in 
distributor operations based on the 
experience of firms from all parts of 
the United States and from all size 


groups. The results reveal . .. 

















Indicators Reveal Changes 


Percentage Changes 1946-47 
~ 30 = 20 ~ 10 ae vo + 20 + 30 + 49 
Sales, + 19.9 


Inventory + 20.0 


Number of Employees + 5.9 


s 


Number of Salesmen + 12.5 


Monthly Sales per Employee + 13.2 


ba 


Monthly Sales per Salesman + 6.5 








Distributor Sales Top $2.8 Billion in 1947 


RECONVERSION from war to peace always brings change. 
And the first two full years of peace—1946 and 1947— 
have certainly brought their share of changes and shifts 
to the industrial supply and equipment field. They have, 
however, been years of growth, expansion and high sales. 

During these critical and rapidly changing days, dis- 
tributors, distributor salesmen and manufacturers sup 
plying the industrial supply field are beset by a host of 
questions of vital importance. 

To supply the answers to these pressing questions, 
Mitt Suppiies conducted a nationwide survey during 
the month of January of changes in the industrial sup- 
ply field in 1946 and 1947. Approximately 140 dis- 
tributors supplied us on a confidential basis with their 
dollar sales and inventory figures as well as data on 
other aspects of their operations. Our thanks go to these 
distributors for their assistance in this fact-gathering 
endeavor. And, certainly, the thanks of the entire indus- 
try is due them for making it possible for us to supply 
the trade with these factual guide-post against which 
each distributor may evaluate his own experience. 

The number of distributors responding was sufh- 
ciently large, and was sufficiently diversified by region 
and by size of firm to convince us of the reliability of 
the picture which is presented here. 


Sales Set Record 


The dollar sales of production supplies and equip- 
ment through industrial distributors totaled more than 
$2,800,000,000 in 1947. This is a record sales per- 
formance for the industry. The dollar figures for 1947 


exceeded those for 1946 by approximately 20 percent and 
are almost three and one-half times the sales in 1939. 

In weighing the significance of the higher level of 
sales this year as compared with last year, the price in- 
crease over the period must be taken into account. There 
is no reliable, tailor-made price index covering the prod- 
ucts sold by distributors. But as all concerned with the 
industry are aware, price changes upward have been 
many and varied. On the basis of the Bureau of Labor 
Statistics index of “Metals and Metal Products,” which 
reflects with a fair degree of accuracy the price changes 
of distributor items, prices in 1947 averaged about 26 
percent above those in 1946 (see the chart on the pre- 
ceding page for the sales curve deflated by the B.LS. 
index). If we may assume that the price changes up- 
ward have been of the magnitude indicated by the 
B.L.S. index, the physical volume handled by industrial 
distributors was probably about the same or a little lower 
in 1947 than it was in 1946. 

In interpreting all subsequent sales and inventory fig- 
ures and all figures in which dollar sales are used in 
calculations (turnover, sales per employee, sales per 
salesman, etc.) the fact that prices have risen should be 
kept firmly in mind. 


Inventories Mount 


As the accompanying chart reveals, aggregate dis- 
tributors’ inventories as of December 31, 1947 were 20 
percent above those at the end of December, 1946. 
While total inventories have risen, a comparison with 
the gain in sales revealed that both have risen over the 


82 ; MILL SUPPLIES © MARCH, 1948 








period by about the same percentage, i.c., sales are up 
19.9 percent and inventories are up 20.0 percent. Every 
distributor knows that one of his major economic func- 
tions is to supply his customers with on-the-spot deliv- 
eries from his own stock. There has been a long battle 
during the past 2 years to build war—depleted inven- 
tories back to satistactory levels. Unbalanced and high- 
priced inventories still remain a problem of number one 
concern to industrial distributors. Balance must be at- 
tained if the distributor is to perform his proper func- 
tions but aggregate inventories must be closely watched 
to avoid financial hot water. 


Employees, Salesmen Increase 


Distributors had eure 6 percent more em- 
loyees on their payrolls at the end of 1947 than they 
had a year earlier. The number of salesmen on the other 
hand had been increased 12.5 percent over the same 
period. With total sales up 19.9 percent and the number 
of employees up 5.9 percent, there was an obvious in- 
crease in sales per employee. In percentage terms, sales 
per employee were 13.2 percent higher in 1947 than in 
1946. This is an extremely healthy sign. One of the most 
significant measures of the efficiency of a distributing 
firm is the volume of business it can handle with a given 
number of employees. Since the distribution business is 
so largely serviced in character—and service means man- 


power—increased efficiency comes largely through the 
better utilization and organization of the working force. 
Higher productivity in distribution is to be attained 
largely through the production of more sales with the 
given number of employees. 

‘The same improvement, though in lesser degree, ap- 
pears in the performance of salesmen. _ with sales 
up 19.9 percent and the number of salesmen was up 
only 12.5 percent, the average productivity per salesman 
increased 6.5 percent between 1946 and 1947. 


Turnover Unchanged 


With sales and inventory showing practically the same 
percentage increase in 1947 over 1946, the turnover rate 
remained practically unchanged at 6.0. The turnover 
figures as shown in this study were calculated by dividing 
the sales on a selling price basis by inventory on a cost 
basis. This is contrary to usual practice which involves 
dividing sales by average inventory on the same basis, 
i.e., either both on a cost basis or both on a selling price 
basis. This expedient was followed in this survey for ease 
in reporting (the detail figures required from each firm 
oe have been much greater). Distributors can make 
direct comparisons, however, by putting their own fig- 
ures on this same basis. Relative comparisons within the 
study itself as between firms in different regions and of 
different size are not unduly affected. 


Variations by Size of Firm 


In THE TABLE below the survey results are grouped to 
show variations as they may exist in the '46-’47 per- 
formance among firms of different sizes as measured by 
annual dollar volume. The returns were classified into 
6 size groupings and the performance figures of firms in 
each group were tabulated separately. 

Large and small firms apparently shared about equally 
in the increase in dollar volume during 1946 and 1947. 
Distributors in the $501,000-$750,000 class made the 
poorest showing with distributors in the other size groups 
reporting gains in the neighborhood of 20 percent. 

Additions to inventory were most significant among 
distributors in the 2 smaller size groups with gains of 
28.8 percent and 29.9 percent. On the other hand, 
distributors whose annual sales were in excess of $2,000,- 
000 increased their inventories 16.9 percent. 


If we admit, as most distributors do, that salesmen are 
the keystone of this industrial distribution business, it 
is important to note that the large firms added to the 
number of their salesmen percentagewise much more 
than the smaller firms. Firms with sales over $2,000,000 
annually had 16.2 percent more salesmen on their pay- 
rolls at the end of 1947 than they had at the end of 
1946. The percentage increase becomes progressively less 
as we move down the scale in size of firm. The reverse 
trend is observable in the performance of salesmen. Per- 
haps because of the larger number added by the firms in 
the largest size category, the gain in performance over the 
year period was the lowest. Sales per salesman in the 
smallest size classification was 175 percent higher in 
1947 than in 1946 while the largest firms recorded a gain 
of only 3.8 percent in sales per salesman. 








Variations by Size of Firm (Based on annual sales volume in 1947) 
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Sales Gain For Region 
Matches U.S. Average 


On tuts and the succeeding three pages, the operating 
data supplied by distributors in response to MiLu Sup- 
PLIES’ questionnaire are broken down to show variations 
in results among concerns in four broad regions. The 
states composing each region are shown in the segment 
map on the appropriate page. From this regional break- 
down of the statistics, distributors in each region can 
compare their —t results in 1947 with those of 
the cooperating distributors in the region. Thus, regional 
differences in operating conditions as they may exist will 
show up and more realistic comparisons may be made. 

While the returns were adequate to give satisfactory 
statistics for regional pictures of distributor operations, 
the number of returns would not permit a detailed break- 
down of the regional data to show size-of-firm variations 
for each region. 


Sales Up 19.8 Percent 


On the average, dollar sales of cooperating distributors 
in North Atlantic region during the 12 months of 1947 
were 19.8 percent above those for 1946. As would be 
expected with any average, wide individual differences in 
sales performance were obscured. Actually all but one 
of the reporting firms showed gains in sales with the 
increases in a few cases running as high as 75 percent. 

Inventories of supply firms in the states comprising 
this region were 16.4 percent higher on December 31, 
1947 than they were at the end of 1946. Distributors 
in the North Atlantic states reported a growth in in- 
ventory somewhat less than the national average. 

Over the year the number of employees was increased 
3.1 percent, that is, the number of employees at the end 
of 1947 was 3.1 percent above the number at the end 
of 1946. The gain in employees reported by distributors 
in the North Atlantic states was the smallest reported 
among the four ¢ ee segregated for analysis. 

At the end of the year distributors in this region re- 
ported 12.9 percent more outside salesmen on their pay- 
rolls than they had at the end of 1946. This percentage 
gain was fractionally —_— than the U. S. average. 

The average monthly sales per employee were 
$1,879.00 in 1946 and $2,184.00 in 1947. The produc- 
tivity per employee (higher sales per me ee) was, thus, 
16.2 percent more in 1947 than in 1946. This gain in sales 
performance per employee turned in by distributors in the 
North Atlantic states was second only to that shown 
by distributors in the Southern region, and exceeded the 
average national gain by 3 percentage points. It should 
be remembered, however, that distributors in this region 
showed the smallest percentage increase in number of 
employees added to their payrolls. Their job of integrat- 
ing new employees into a going organization and turn- 
ing new recruits into fully productive workers was, thus, 
by the very numbers involved, a simpler task. 

Dollar sales of outside of territorial salesmen averaged 
$13,780.00 per month in 1947, as compared with aver- 
age monthly sales per salesman of $12,985.00 in 1946. 
This represented a gain in sales performance by sales- 
man of 6.1 percent. These figures on average sales per 
salesman are calculated by dividing the total sales of the 
firm by the number of salesmen at the end of the year— 
no adjustment was made for house sales, counter sales, 
etc. While this procedure may be contrary to the com- 
mon practice in some firms, each distributor can put his 
own figures on this same basis for purposes of comparison. 

With sales up 19.8 percent and inventory up 16.4 
percent, the rate of turnover advanced from 6.7 times in 
1946 to 6.9 times in 1947. In evaluating his own turn- 
over performance, each distributor should remember the 
method of computing turnover used in this survey and 
adjust his figures accordingly for purposes of comparison. 
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Southern Firms Report 
Widest Sales Gains 


THE GAIN IN SALES reported by distributors in the South- 
ern states (see segment map above) was the best amon 
the four regions. Specifically, distributor sales in 194 
were 30.3 percent above the dollar volume recorded in 
1946. Among the individual concerns more than nine- 
tenths of the total number of reporting firms showed 
gains in dollar sales. 

Without in any way minimizing the significance of 
the sales performance turned in by distributors in the 
Southern states, a number of factors may be cited to 
account for this showing. All basic series that give us 
any measure of the changing geographic pattern of 
industry in the United States point to the substantial 
industrial development in the postwar South. The states 
comprising the region shown here have increased their 


proportion of the U.S. total in almost all segments of 
industrial activity in the months since V-J Day. For 
example, contracts awarded for industrial building in 
these states accounted for approximately 35 percent of 
the total of such contracts awarded in the United States 
since the war. This may be contrasted with the 15 per- 
cent share in the prewar years. Or, again, income (largely 
made up of wage payments which reflect industrial em- 
ployment) in the Southern states was up in the neigh- 
borhood of 150 to 160 percent postwar as compared with 
prewar, while total U.S. income was up about 130 per- 
cent over the same period. 


Inventories Higher 


Inventories held by distributors in the Southern states 
at the end of 1947 were 27.4 percent above those at the 
end of 1946. In terms of the individual firm’s experi- 
ence, all but three of the cooperating distributors in this 
region reported inventories in December 1947 in excess 
of those held at the end of 1946. Since sales increased 
more than inventories, there was a slight gain in the 
rate of turnover. As was true with sales, the gain in 
inventory holdings over the period was greater in the 
Southern states than in any other of the regions. 

The Southern distributors increased the number of 
their employees by 8.2 percent between the end of 1946 
and the end of 1947. This was also the widest gain 
among the regions. 

The number of outside salesmen reported by cooper- 
ating distributors in the Southern states rose 16.9 per- 
cent during the year. Again, this was the largest percent- 
age increase reported in any of the regions. 

Since the percentage gain in the number of employees 
and salesmen was less than the percentage gain in total 
sales, both average monthly sales per employee and per 
salesman were higher in 1947 than in 1946. The aver- 
age monthly sales per employee were $1,924.00 in 
1946 and were $2,317.00 in 1947, a gain of 20.4 percent. 
Although the absolute figures were not so large as the 
average monthly sales per employee reported by dis- 
tributors in the Western states, the improvement in per- 
formance over the year was the largest among the regions 
in percentage terms. 

Average monthly sales per outside salesman were $20,- 
174.00 in 1947 as compared with $18,096.00 in 1946, a 
gain of 11.5 percent. Here again, the qualifications on 
the interpretation of these performance figures (sales 
per employee and sales per —— as stated earlier 
are applicable at this point. Each distributor can compare 
his own figures with the above by dividing the number 
of his employees or the number of his salesmen into his 
total sales. 
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Sales, Inventories Advance 
in North Central Region 


DisrriBuToR SALEs in the North Central states (see ma 
above) were 18.4 percent higher in 1947 than in 1946. 
This average gain concealed wide variations by individual 
firms. For example: 


10 percent reported increases of 50 percent or more 
21 percent reported increases of 25 to 50 percent 
24 percent reported increases of 15 to 25 percent 
21 percent reported increases of 10 to 15 percent 
21 percent reported increases of 1 to 10 percent 
3 percent reported decreases of 0 to 10 percent 


Did the larger firms fare better in this region than 
concerns with smaller annual volume? The returns from 
distributors in this area may be segregated into 2 equal 
groups (1) those with annual sales volume under $900,- 

00, and (2) those with annual sales’ in excess of $900,- 
000. All of the firms in the $900,000 and over category 


CENTRAL 


showed increases in sales while all but two in the less 
than $900,000 group showed increases. The range of 
change, however, was practically the same for both size 
groups. It is noteworthy that the firms reporting the 
greatest increase in sales as well as the highest loss were 
in the less than $900,000 annual volume class. For this 
region, there was thus apparently little difference be- 
tween the sales performance of the larger and smaller 
distributors. 


Inventories Up 


Inventories of a distributors were 24.8 per- 
cent higher at the end of 1947 than they were at the 
close of 1946. The gain in inventory recorded by dis- 
tributors in the North Central states was thus signifi- 
cantly higher than the increase reported by all distribu- 
tors in the United States and, among the regions, was 
only topped by the inventory gain shown by distributors 
in the Southern states. All but 6 of the cooperating dis- 
tributors held a higher dollar volume of inventory in 
December, 1947 than they held at the comparable date 
in 1946. It should be mentioned, however, that the 
lower inventories held by the 6 firms amounted to only a 
few thousand dollars in each case. With inventories up 
more than sales, there was a slight decrease in turnover, 
ie., turnover in 1946 was 6 times, and in 1947 was 5.7 
times. 

Between the end of 1946 and the end of 1947, dis- 
tributors in the North Central states increased the num- 
ber of their employees by 5.6 percent. Over the same 
period they added to the number of their salesmen by 


7.9 percent. 

The average distributor in the area had 41.7 employees 
on his payroll at the end of 1946 and 44.2 at the end of 
1947 (the number of employees of all reporting distribu- 
tors divided by the number of reporting firms). On the 
same basis, the average firm had 6.6 salesmen in Decem- 
ber, 1946 and 7.1 in December, 1947. 


Performance Increase 


Since the total sales of distributors in this region in- 
creased 18.4 percent and the number of employees in- 
creased 5.6 percent, there was a gain in average monthly 
sales per employee. Average monthly sales per employee 
(total dollar sales divided by total amelojeens were 
$1,877 in 1946 and $2,104 in 1947, a gain of 12.1 
percent. 

The same general trend was evident in the sales per- 
formance of salesmen. Average monthly sales per sales- 
man in 1946 were $11,800 and in 1947 were $12,940. 
Thus, salesmen on the average turned in 9.7 percent 
more dollar volume in 1947 than they did in 1946. 
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Western Distributors Show 
Narrowest Sales Gain 


Anatysis of operating changes among distributors in 
the Western states in 1946 and 1947 presents difficult 
problems in interpretation. In the first place, the geo- 
graphic area included in the region is enormous and the 
types of industry served by the distributors are quite 
diverse. Mining and scattered manufacturing activities 
predominate in the Mountain states, while more general 
manufacturing activities accompanied by lumbering, 
fishing and the extractive industries characterize the Pa- 
cific states. Furthermore, the bulk of the distributors 
reporting were located in the 3 Pacfic states. Thus the 
picture of the Western region is heavily weighted by 
changes as they occurred in these states. The proportion 
of reporting concerns to the total about jibes, however, 
with the actual distribution of distributor operations in 
the Western region. Distributors in the Mountain states 
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should keep this point in mind in comparing their oper- 
ations with the regional totals. 


Sales Moderately Higher 


Dollar sales of cooperating distributors in the Western 
region in 1947 were 4.7 percent above those in 1946. 
This was the lowest gain shown by any region. 

The showing made by distributors in the Western 
states should be analyzed in light of the shifts of indus- 
try ae the war and in the subsequent readjustment 
— upply firms in this region experienced very 

eavy gains in business during the war years, much of 
it of a strictly wartime character—shipbuilding, airplane 
production, etc. All these gains, due to the nature of the 
industries responsible for the growth, could hardly be 
maintained. Furthermore, sales of distributors in the 
Western and Pacific states increased more percentage- 
wise during the war than in any other region. In evalu- 
ating the performance over the past 2 years, this relatively 
high point of departure should be remembered. 


Inventory Holdings Rise 


Inventories reported by distributors in the Western 
states were 7.6 percent higher at the end of December, 
1947 than they were at the close of 1946. The increase 
was 7.6 percent over the period and when this gain is 
related to the relatively smaller rise in sales, the turnover 
rate declined—from 5.1 in 1946 to 4.9 times in 1947. 

The total number of employees on the payrolls of 
Western distributors was 4.4 percent higher in Decem- 
ber, 1947 than it was a year earlier. The number of 
outside salesmen, however was increased 13.6 percent. 
Aside from distributors in the Southern states, this gain 
in the number of outside salesmen reported by Western 
distributors was the largest among the 4 regions. Slightly 
more than half of the distributors reported that they 
had added to their sales staff and no distributor reported 
a reduction in the number of salesmen. 

The sales showing per employee increased only frac- 
tionally between 1946 and 1947—.2 percent. Average 
monthly sales per employee in 1946 were $2,797 and 
were $2,804 in 1947. Among distributors in the various 
regions, sales per employee reported by distributors in 
the Western states ranked highest. 

With dollar sales up 4.7 percent and the number of 
salesmen up 13.6 percent, the dollar volume per sales- 
man declined between 1946 and 1947. Average monthly 
sales per salesman were $20,856 in the earlier year and 
were $19,250 in 1947, a decline of 7.8 percent in sales 
per salesman. Here again the sales performance per 
salesman ranks high among regions in absolute volume 
despite the fact of a decline over the 2-year period. 
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What of the Outlook for 19487 


In addition to the figures on changes in sales, 
inventories, employees, etc., the questionnaire 
used in the survey asked distributors the following 
question, “What is your best estimate of sales for 
your firm in 1948?” Approximately 50 percent of 
the distributors responding indicated that they 
believed sales of their firms would be almost the 
same in 1948 as in 1947. On the other hand, about 
40 percent felt business would be better in 1948 
than in 1947 and 10 percent looked for a lower 
level of sales. Here is how the estimates looked: 


Expect Sales in 1948 to be: 
26% or more above those in 1947. . 
11-25% above those in 1947 
1-10% above those in 1947 
About the same as those in 1947. . 
1-10% below those in 1947 
11-25% below those in 1947 








What are the pressing problems of the industry? 


EACH SURVEY FORM posed the above question of dis- 
tributors. High on every list of problems troubling the 
management of supply firms were prices, inventories, 
high “break even” points, shortages of materials, better 
sales performance, mounting expenses and stationary 
margins, better training aids for salesmen, and the dif_- 
culties of giving the type of service that is the back- 
bone of the industry. 

Here are a few of the comments of distributors that 
highlight the thinking in the industry: 


a 

“Must watch inventory very closely because: 

“1, Sizable price increases mean possible decreases 
at some future date; 

“2. Sizable price increases mean larger dollars in- 
vested for same number of units which means high 
capital requirements; 

“3. Higher operating costs must be offset by more 
efficiency in other ways of which better control of 
inventory is one of most important.” 

—Michigan Distributor 


“1. Adjustment of sales force to selling 

“2. Credits 

“3. Rising costs which operate to squeeze distribu- 
tors. We cannot arbitrarily increase margins.” 


—Oregon Distributor 
ee 


“1. To emphasize constantly distributors’ essen- 
tiality in order that they may continue to receive 
regular flow of supplies under any plan for allocation 
of scarce materials. 

“2. To keep operating costs on as economical basis 
as possible commensurate with good service and to 
watch ‘break even’ point on overall picture but 


especially on individual lines, where possible. 

“3. To keep manufacturers posted on the need of 
more selective distribution, a high type of sales repre- 
sentatives, an adequate margin for their distributors 
and a minimum of price changes. 

“4, Maintenance by manufacturers of a 2 percent 


cash discount.” 
—Connecticut Distributor 


» 
“1. Keeping overhead reasonable 
“2. Keeping inventory clean and within reason 
“3, Establishing ourselves in the new industries that 


are developing.” 
—Georgia Distributor 


& 
“1. The holding of sales above the ‘break even’ point 
“2. Leveling off and adjustment of inventories to fill 


orders ‘out of stock’ and cut down back orders.” 
—Illinois Distributor 


“Higher prices are beginning to form sales resistance 
and we look for more from time to time.” 
—Arkansas Distributor 


“How to maintain a high standard of service within 
the limitations of substantially static gross profit 
margins and ever increasing cost of normal business 
functions.” 

—New York Distributor 


& 
“1. Price increases 
“2. Shortage of critical items, particularly steel and 
pipe.” 
—Kansas Distributor 
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Diary of A Salesman 


Two salesmen, in a day-by-day record, report on their activities—in 


their own words. They give you valuable pointers on how you can.. . 


© Create buyers’ interest in you @ Develop friends in the shop ¢ Get beyond the front 


office © Convert once-in-a-while buyers into volume accounts @ Meet direct selling com- 


petition © Obtain greater results from demonstrations 





Every SALESMAN, who is worth his 
salt, has had the experience of com- 
ing out of a salesmeeting fired with 
ambition and enthusiasm. He also has 
had the experience of literally feeling 
his enthusiasm and ambition slip away. 
He then, usually, sums up the situa- 
tion by — to himself (or any- 
one interested in listening) that: “That 
stuff they handed out at the sales 
meeting was all very fine, but it was 
theory and there’s a lot of difference 
between theory and actually selling.” 

We won't argue the point because if 
there’s any theory in the report you'll 
find on the following six pages it’s 
theory in practice. To obtain this 
detailed record of salesmen’s activities, 
we obtained the cooperation of two 
salesmen—two men who make their 
living selling industrial supplies and 
equipment and, therefore, constantly 
are faced with the same problems that 
confront you. 

The diary of each salesman covers 
the period—Jan. 12 through Jan. 23. 
You'll find emphasis is placed on cer- 
tain lines. One, and the most im- 
portant, reason for this is that the two- 
week period was long enough to be 
truly representative but not long 
enough to take the salesmen out of 
their normal cycle of concentrating on 
particular lines for a time and then 
turning to other lines. 

You also will find that frequently 
an order obtained during the second 
week was the result of discussing the 
items the previous week. It follows 
and is a fact, therefore, that some of 
the orders written up during the 
first week of the period stemmed from 
previous discussions—discussions that, 
in some €ases, extended over months. 


—The Editors 


FRANK CAREY became an indus- 
trial supply salesman strictly by choice. 
And, he’s not been sorry. To Mr. 
Carey there’s no work that can com- 
pare with selling industrial supplies. 

After being graduated from high 
school in Elizabeth, Mr. Carey went 
to work with Jenkins Bros. (this was 
before Jenkins moved to Bridgeport, 
Conn.), as a polisher. His nights were 
taken up studying diesel engineering 
at a school in Newark. 

When Jenkins Bros. moved, Mr. 
Carey found employment at the Singer 
Sewing Machine Co. He worked in 
various capacities but says he can 
best be described as a bench hand. 
It was while he was with Singer that 
he decided to become a salesman—and 
industrial supply salesman. His first 
selling job was selling himself to 
Brodhead Murphy Co., in Elizabeth. 
He succeeded. and, after a training he 
started selling one year ago. Mr. Carey 
is married and has a three-year-old 
daughter, Suzan. 
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ROBERT C. PARSONS’ decision to 
become an industrial supply salesman 
was, he says, a tough one for him. His 
previous selling experience had been 
confined to soliciting door-to-door for 
magazine subscriptions and he found 
that a “disagreeable chore.” His pres- 
ent sales job, though, is different and 
he likes it. 

Mr. Parsons was graduated with 
honors from Lehigh University in 
1939 as a Chemical Engineer. Being 
a second lieutenant in the Ordnance 
Reserve, he was called to active duty 
in February 1941. He went overseas in 
1943 and ended his Army service in 
1946 as a Major. He joined Boyd 
Supply Co., Philadelphia, in February 
1946 and trained under the tutelage 
of Vance Boyd. He was appointed 
sales manager last year and has served 
in that capacity since in addition to 
his sales work. Mr. Parsons is married 
and has a two-month-old daughter, 
Melinda. 

(Diaries on following pages) 





Diary of a Salesman.... 


Monday, Jan. 12 . . . Arrived office 
7:55, opened mail, answered in- 
quiries, made price changes on jig 
saws and accessories. Checked large 
inquiry. Adjusted complaint on 
faulty stand. 

Left office 9:35—Ist call—chem- 
ical plant, 35 minute drive. Wasted 
time driving in snow. Discussed 

light machine tools, drills and cutting tools with purchas- 
ing agent. Referred to tool room boss. Received order for 
two 7 ton hoists I discussed last week. Called office at 
11:20. Informed engineer I was working with on large 
order was coming to see me. Returned to office. 

Second call—1:40—auto plant. Discussed taps, drills, 
files and light machine tools. No order but I felt I left 
ood impression. 

Third call—2:15—Airplane plant. Discussed wrenches 
and precision tools. Got small order. 

Fourth call—3:00—Vending machine company. Pur- 
chasing agent out. Left literature. 

Fifth call—3:15—Candle manufacturer. Discussed work 
benches. Saw possibilities—it’s a new plant. 

Sixth call—3:45—Compressor firm. Temporarily closed. 

Seventh call—4:10-Compact manufacturer. Waited 
15 minutes for P.A. Discussed light machine tools. 

Think with continued follow-ups the candle and auto- 
mobile concerns will break on items I have been pushing. 
Tuesday, Jan. 13 . . . Arrived office 8:05. Opened mail. 

First call—Printing press plant. Talked wrenches and 
drills. Left catalog and revised socket screws prices. 

Second call—Photo building equipment plant. Talked 
with purchasing agent re taps and light machine tools. 
Received order for two dozen taps. Discussed taps for 
aluminum with tool room superintendent. Suggested I 
call factory on special taps. Purchasing agent phoned to 
see him. Urgent item needed today. Called factory. 

Filled up with gas. Doubtful 
about chains. Still snowing. 

Third call—Machine manufac- 
turer company. Saw store room 
boss re wrong shipment. Adjusted 
complaint. Called on maintenance 
engineer. Gave demonstration of 
portable electric drill and hammer. 
Well satisfied. Received order. 

Lunched with purchasing agent of photo equipment 
company. 

Fourth call—Purchasing agent busy, left literature. 

Fifth call—Chemical plant—Discussed impact tools for 
maintenance use with purchasing agent. Will take it up 
with plant superintendent. 

Sixth call—Paint manufacturer—Advised all purchases 
now come out of main office in Newark. 

Seventh call—Machine builder.—Discussed impact tool 
with P.A. Met his successor. 

Eighth call—Furnace manufacturer—Talked with P.A. 
on impact tool. He sees possibilities. Will advise. 

Called office. Told item needed by customer to keep 
night shift going. 45 minute drive to our source—one 
hour return trip to customer's plant. Well pleased with 
service. Promise of more business. 
Wednesday, Jan. 14 . . . Arrived at office 8:15. Stuck 
near garage—ice. Adjusted new price changes, made 
list of calls to make with twist drill representative, Mr. 
O’Dell. Memos on desk: (1) Date at 1 p.m. with tap and 


die representative to make recommendations to cus- 
tomer on aluminum tapping. (2) See large manufacturer 
re tools. Called, made date for Friday. Fixed defective 
switch on table saw. Left office 9:40 with Mr. O’Dell. 

First call—Foundry. Talked with foreman. Order for 
cutters. Will send order for items from catalog. 

Second call—Large manufacturer. Called on foreman. 
Short talk, very busy. Made future date. 

Lunched with O'Dell. Discussed details of call. Agreed 
that little things mean a great deal in relation with cus- 
tomers. Should never overlook small details. 

Third call—Large nut company. Very little business 
from this customer. Paving the way for acceptance of 
our twist drills. Well received. Promise of business. 

Called office. Tap and die man there. Returned. 

Fourth call—Called at photo building manufacturer. 
Spent 3 hr. with shop foreman. Manufacturer’s man made 
recommendation. Received order for special taps. Foreman 
wants to standardize on drills, cutter and reamers. Called 
O’Dell in from our office. Made survey of tool crib— 
looked over jobs on floor. Made recommendations. Re- 
ceived order for drills and countersinks. Also for special 

sub-land drills. Left plant at 5:00. 
Spent considerable time with this 
customer, but large volume of busi- 
ness to be enjoyed of which I] am 
getting a good portion. 

Glad I did not have too much 
traveling today. Well pleased with 
results. O’Dell swell chap—a bear 
for work. 

Thursday, Jan. 15 .. . Arrived at office 8:00. Sorted new 
catalogs. Received four calls from customers. 

First call—Long drive, large auto plant. Talked with 
P.A. Met his new assistant. Received order for 48 push 
brooms and 36 counter brushes. 

Second call—New printing company. Third time I’ve 
called. Talked with maintenance engineer re items for 
installation. Received order for 14 ton chain hoist. 

Third call—Paper company. Talked with P.A. re steel 
mesh for tool crib. Will check availability. 

Lunch—called office, informed prospective buyer wants 
to see me at 2:00 re light machine tools. 

Arrived at office. Customer waiting, discussed re- 
quirements. Items in stock. Will advise after review 
by partner. Exchanged switch on motor for customer. 

Mr. Brodhead asked me to check with him on large 
quotation I received—left office 3:30. 

Fourth call—Large press manufacturer. Talked with 
machine shop foreman. Reviewed tool requirements. 
Received order for 6-in. bench grinder, portable grinder 
and a hand tool also for a hand grinder. 

Friday, Jan. 16. . . Arrived at office 8:03. Checked orders 
that came in mail. Good results from last few days. 
Memos on desk: (1) See large manufacturer re radial saw, 
(2) See press manufacturing foreman, (3) See P.A. of auto 
plant, (4) Call on paint manufacturer re machine tools. 

First call—medium-sized assembly plant. Talked with 
P.A., requested I see tool room man. Discaned drills and 
taps, precision tools. Got small order. 

Second call—Paper manufacture company. Had a 
long talk with P.A. He requested data on tool room 
equipment. Will report to him. 

Third call—New plant. No one of authority around 
yet. I asked guard for permission. Called on electrical 
contractor, received order for twist drills and stove bolts. 


90 MILL SUPPLIES © MARCH, 1948 





Fourth call—Large machinery manufacturer. Mainte- 
nance engineer contacted. Gave more details on radial 
saw and received order. Quite an order, expensive item. 

Lunch—return to office. Gene Davis, manufacturer's 
man, waiting to go out with me to camera equipment 
company. Spent 14 hrs. on this call. Gene gave demon- 
stration of electric sander. Received order A order for 
a bench grinder and hand grinder. 

Sixth call—Spring manufacturer. 
Spent quite some time with P.A. 
on socket cap screws. Received 
order for complete stock of all sizes, 
also for some sockets and socket 
wrenches, Left at 4:30 for home. 
Feel this was a very good week. 
Am looking forward to date with 
customer tonight. 
Monday, Jan. 19 . . . Arrived office 7:50. Looked over 
confirmations of orders. Checked with sales manager, 
investigated catalogs on request for special tools. 

First call—10:15—chemical plant. 25 min. wait. Dis- 
cussed rope and hoists. Will advise. 

Second call—10:55—new chemical plant. P.A. not in. 
Left literature and pamphlet on fire extinguishers—seemed 
good item for new plant. 

Third call—11:15—Brass foundry. Plant superintendent 
contacted. Delivered special drills he ordered. Checked 
his stock. Discussed and sold hand truck. 

Very cold day; my eyes are stinging. Start for next 
call. Blocked by freight train—10 min. wait. Open draw- 
bridge on same road—15 min. wait. Too late for next 
call because I have luncheon date. Lunch 12:20. 

Fourth call—1:45—wire manufacturer. 10 min. wait for 
P.A. Discussed light machine and electric tool require- 
ments. Left literature. 

Fifth call—2:30—chemical and die plant. 20-min. wait 
for P.A. Reviewed his requirements. Suggested he try 
us on electric hoists as we stock these items. 

Sixth call—3:30—press manufacturer. Tool control 
supervisor contacted. No wait. Followed up sale of two 
impact tools. Checked requirements for accessories. Re- 
ceived order for two sets of sockets and screw driver bits. 
Tuesday, Jan. 20. . . Arrived office 8:10. Sent out quota- 
tions on three machine tool items. Left office 9:00 for 
regular bi-monthly calls to main office of local plants 
which are located in New York City. 

First call—10:15—large manufac- 
turer's main purchasing department. 
Waited 20 min., talked with P.A. 
on drills, taps and precision tools. 
Left catalogs. Received good order. 
Always make this my first call. Gives 
me a lift. Swell company and per- 
sonnel. Constant contacts neces- 
sary. Saw expeditor on the way out. 

Second call—chemical manufacturer. Reviewed require- 
ments. -Went over recent quotation I sent in—told I'll 
get about 75% of this large order. 

After lunch visited oil refinery office. General discus- 
sion on tool requirements. Account coming along slowly. 
Good possibilities of future business. 

Fourth call—chemical and die manufacturer. Talked 
on expansion shields and electric tools. No business but 
potential volume warrants solicitation. 

Fifth call—wire manufacturer. P.A. busy. Will see me 
next trip. Doing nicely with this account. 

Called office. Asked to stop at manufacturer whom 
we represent and pick up special tool. Arrived at office 
at 4:30. Informed we received some orders in reference 
to New York calls. 


Wednesday, Jan. 21 . . . Arrived office 7:55. Called manu- 
facturer on requests of special tool for New York client. 
Received order from New York for pliers and large drill. 

Left office 9:15. Bad driving to first call with special 
end mill. Urgent request. Talked with P.A. on fire 
extinguishers. Received large quotation to bid on. 

Second call—large machine building manufacturing 
ome: Buyer tied up. Made date for next visit. 

Third call—gas manufacturer. Talked with super. Re- 
ceived order for six wheelbarrows and five valves. 

Lunch. Called office and was told to come in. 

Arrived office 1:15. Checked large quotation. 

Fourth call—large chemical plant. ‘Talked with pur- 
chasing agent on impact tools. Will advise. 

Sixth call— steel fabricating plant. Had long talk with 
P.A. Will send order in for taps after checking his stock. 
Thursday, Jan. 22 . . . Arrived office 8:00. Starting to 
snow. Checked orders received. Studied new parts cata- 
log for machine tool items. 

9:15—Still snowing. Decided to stay in. Have quite a 
large pile of items which have to be checked. Large quo- 
tation also to be finished. Surprised how much time can 
be consumed on determining items correctly when only 
given a number—not specifying manufacturer's name or 
what catalog they picked the number from. Lunched 
with assistant sales manager. Received quite a few very 
good telephone orders from customers. 

Left office at 4:00; located an 
apartment for a customer. Arrived 
home 6:00. 

Those inside phone salesmen 
sure deserve credit. What with 
phones ringing all day and trying 
to check prices and stock at the 
same time. No thanks—I’ll stay 
outside. 

Friday, Jan. 23 . . . Arrived office 8:05. Checked mail. 
checked in machine tool items. Received order for spe- 
cial pulleys. Glad they're gone. Been in stock 20 yrs. 

First call—large machine shop. Discussed electric tool 
requirements. Received inquiry on special tool. 

Second call—electrical equipment manufacturer. 
Waited 15 min. Had long talk with purchasing agent on 
machine tools and new toolroom equipment. 

Third call—electric instrument company. Saw buyer. 
Had catalogs on twist drills for him. Discussed machine 
tools. Next trip he will introduce me to plant engineer. 

Lunch. Returned to office for pay. Very important. 
Memo to call maintenance man of large plant about 
returned spring for drill press. One in stock. Delivered it. 

Fourth call—small metal fabricating plant. Left litera- 
ture on portable electric tools with shop foreman. 

Fifth call—manufacturer. P.A. busy. Will see me next 
week. Requests I bring catalog on machine tools. 

Sixth call—small pattern shop. Saw owner. Tried to 
interest him in new jig saw. His business slow. No money 
for new improvements. Introduced me to friend wanting 
drill press and jig saw. Made date to meet me at office 
next week. Never know where you'll meet a new cus- 
tomer. 

Seventh call—candle manufac- 
turer. Discussed fire extinguishers 
with superintendent. Will decide 
from catalog I left. 

Think ri buy the Mrs. a box of 
candy. Sort of in the dog house. 
Bought my daughter some new 
records. 


(Next page, please) 
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Diary of a Salesman. 


Monday, Jan. 12 . . . Arrived at office at 8:20. Prepared 
uotation for railroad on oil lanterns and laid out sample. 
Checked on delivery on socket screw order for X Machine 
Co.; found wrong material had been shipped. Phoned and 
arranged for replacement to go forward by truck. Called 
customer, arranged for return and explained error. Cus- 
tomer was pacified but I shall see him later this afternoon. 
Imprinted a batch of 1948 electric tool catalogs. Took 
one last review of new attachment (radial arm for holding 
portable electric saw allowing it to perform as table saw; 
can thus be used for mitre and bevel sawing). Interest- 
getter and door opener for maintenance men. I had 
studied this in detail last night and reviewed my prospects. 
Prepared a list of head cap screws in stock, checking 
off stock sizes on manufacturer’s catalog insert pages. 
Made ten, one for each prospect today. 

Phoned the purchasing agent of an oil company and 
made luncheon date. Left olice at 9:55 a.m. 

First call—P.A. of electric com- 

pany. I gave him two Burlington 

Arcade Panatellaa—from my new 

baby born at Christmas time so we 

naturally discussed babies. He has 

two of his own and was interested. 

Didn’t prolong this discussion but 

switched to business by moaning 

about the high cost of Dextro- 

maltose and Upjohn’s cod liver oil. Gave him three copies 

of the electric tool catalog and after discussing briefly 

the saw holding arm attachment went over prepared list 

showing stock of electric tools, allocations and delivery 

dates. He will send the extra copies of the catalogs to 

the tool cribs. I am to follow up with shop on saw arm 

attachment. Left list of cap screw stock and got verbal 

inquiries for brass cap screws, sash chain and aluminum 
chain hoists. 

Second call—local transportation company A.P.A. 
Cigars from the baby were appreciated. He smokes them 
—gave him a couple and we discussed briefly the new 
addition. Guess he liked the cigars, too. I followed up a 
quotation on reflectorized signs and was authorized to 
visit the signal supervisor consequently. Left two electric 
tool catalogs and discussed saw arm attachment. He 
requested that this be shown to maintenance superin- 
tendent. Will do so next week. Discussed railroad lanterns 
and he changed card records to put me on list to receive 
quotations. He liked my sample lantern. 

Third call—Local oil refinery. 

P. A. joined me for lunch. Had an 

interesting, but one-sided, discus- 

sion over the coffee about birds 

since he is an expert ornithologist 

and, as a Boy Scout, I once quali- 

fied for bird study merit badge. 

After lunch discussed cap screw 

stock, left stock list. Then con- 

tacted electric tool buyer and went over electric tool 
stock items and deliveries. Left new catalogs. 

Fourth call—railroad. Left sample lantern for test with 
A.P.A. Met assistant to chief signal engineer who was in 
the office at the time—lucky break. Discussed reflectorized 
signs with him, showed sample material and — 
trial order for crossbucks. Received inquiries on felt buffing 
wheels. Bronze padlocks and lantern wicks. Using sales- 
man’s copies of inquiries, followed up on previous quota- 
tions on masking tape, butt hinges and wire wheel brushes. 
Was high in price on two but got the other one. Order 


By Robert C. Parsons 


coming through. Left stock list on cap screws. He will 
send inquiries. Next I talked to A.P.A. in charge of tools. 
Discussed sizeable inquiry on special taps. 

Fifth call—A.P.A. of coal company. Cigars from 
Melinda (the baby) elicited the fact that he has four 
grandchildren. I got some good sound advice. We dis- 
cussed electric tools and I left two catalogs, one for tool 
supervisor at the mine. They use some electric but many 
more pneumatic. Promised inquiries on electric tools, If 
I get them, they'll be the first. 

Sixth call—X Machine Co. Arranged for return of 
material erroneously supplied. He appreciated prompt fol- 
lowup of error. Discussed electric tools and he ordered 
10-in. pedestal grinder! Guess he is pacified. I mentioned 
our fine stock of taps as a reminder since it has been a 
while since the last tap order. Discussed new special heat 
treatment and blue oxide finish on tap. He will get proper 
sizes for trial order of these. 

Seventh call—Gear Works. Discussed electric tools. 
They have only maintenance requirements. He was inter- 
ested in stock list of cap screws. Will order some. Two 
involute gear cutters we supplied were discussed since 
D.P. did not seem to correspond with C.P. I phoned the 
manufacturer’s representative who will perform followup 
call and check into this more thoroughly. Got an order 
for two hobs'to help pay the doctor bills. 

Tuesday, Jan. 13 . . . Arrived at office 8:40. Talked 
to industrial rubber products representative who gave me 
ideas for a sales campaign. Got phone orders for milling 
cutters, pipe wrenches and wire rope. 

Prepared quotations on inquiries garnered yesterday 
which were not handled by the office. 

Phoned regarding followup on gear cutters which the 
X Machine Works had complained about yesterday. 
Agent will follow up and supply another cutter free of 
charge, if necessary. 

Got literature and left office at 
11:00 carrying the pipe wrenches 
to be delivered in person. There 
—_ were 20 of them and I was loaded 
= down. Also had a quart can of 
= automobile polishing wax. 

First call—Chemical Co. Deliv- 
ered polishing wax to the P.A. I 
knew he wouldn’t accept it as a 
gift, but he accepted it at cost and was pleased. Their 
principal requirements are maintenance tools and we dis- 
cussed electric tools. He took three of the new electric 
tool catalogs, two of which will go to the shop storekeep- 
ers. He instructed me to follow up with these men for 
business—I certainly will. Is sending in an order for some 
sets of taps and twist drills. Also am to discuss electric 

resistance brazing equipment with maintenance men. 

Second call—Electric Co. With the help of the new 
electric tool catalogs got orders for two g-in. H.D. electric 
drills. Discussed the saw arm attachment. He will show 
it to the engineer. 

Third call—Manufacturing Co. P. A. brought out the 
fact they use mostly pneumatics. This company has quite 
a few screw machines. I discussed our stock of left-hand 
twist drills and, as a result, he sent me to the superin- 
tendent of the screw machine department. He didn’t need 
left hand drills but was interested in the blue oxide coated 
nitrided taps I mentioned. After considerable discussion 
he gave me a trial order for 14 dozen. 

Fourth call—Radio Corp. This was the call of the day. 
First delivered pipe wrenches to maintenance superin- 
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rendent. Then called on P. A. to receive confirming order. 
I had. previously asked for file business and he had some 
requisitions. There was a question regarding nomencla- 
ture—not complete—so he sent me to superintendent of 
die shop. Got the problem straightened out. I asked him 
about milling cutters and mills and drills—and he sent 
me to the assistant tool engineer. I discussed the cutting 
tool line with him and left an up-to-date catalog. He 
ordered a batch of HLS. slitting saws. This was my first 
real business from this account. Due to delivering some 
wrenches. What a break! 

Fifth call—Machine Co. One of my old reliable ac- 
counts. Thanked P.A. for two orders received last week 
and checked orders genes delivery. He is not using our 
taps and we talked about the blue oxide nitriding. Prom- 
ised to try these. 

Sixth call—Stamping Co. Have gotten no appreciable 
business here to date. Discussed cutting tools and was 
informed they have a large surplus left from the war. Mr. 
P.A. presented me with a 4-page list of cutting tools— 
all new—which they have available for sale. 

Seventh call—Manufacturing Co. A fine, large desirable 
account. I have not as yet gotten deeper than the pur- 
chasing offices. I took my hot plastic demonstrator kit in 
with me. This consists of a small electrically heated ther- 
mostatically controlled pot which heats cellulose acetate 
plastic to a molten state so it may be applied by dipping 
to tools and parts for preservation and storage or ship- 
ment. I had plugged it in while waiting on my last call 
and I went in with it hot and steaming. Met the A.P.A. in 

charge of tools and equipment. | 

took the cover off my steaming 

pot and told him all about it. I 

dipped some taps which I carry and 

let him try it. He phoned the tool 

engineer who came over and es- 

corted me to the tool room where 

I conducted a more complete dem- 

onstration. Quite a crowd gathered 

and everybody got a crack at dipping almost anything 

loose that happened to be around and would fit in the 

little demonstration pot. A requisition was prepared for 

a 7-in, diameter pot and 100 Ibs. of plastic. ‘The packag- 

ing department showed considerable interest, too, and 

perhaps more may develop along this line. They requested 

information on melting tanks which will handle large 
parts for shipment and storage. 

While the group was coating tools and parts, I talked 
cutting tools to the tool supervisor. We hit on live centers 
and I made an appointment to bring demonstrators and 
information. I then went to engineering and left com- 
plete information on the plastic and soeoeet. We 
discussed carbide-tipped cutters. I reported back to the 
purchasing department before leaving and thanked the 
A.P.A. for giving me the break. 

This took up time I normally would have devoted to 
four calls, but it was worth it—they’ll remember me. 


Wed., Jan. 14... A heavy snowfall last night made 
driving treacherous so I left my car home. Had plenty 
to do. 

Got a call from the refinery. The 
department that repairs and main- 
tains the station fuel pumps wants 
a device to straighten pump frames. 
Suggested a sort of Rube Goldberg 
tool that our jack supplier puts out. 
He wants a demonstration. He also 
gave me an order for cap screws. 

Phoned the railroad P. A., made 


a luncheon date. We had a pleasant lunch and I gave 
him quotations. 

Made two more non-scheduled downtown calls, first. 

Engineering & Construction Co. This account was 
assigned to me just before Christmas. Discussed wire 
rope and ran into a stone wall. Left new price sheet. 
Described portable electric tools and went through 
catalog. He was interested in the saw arm attachment. 
I asked if I might discuss this with the foreman in the 
field, he gave me the name and location. I also mentioned 
a gasoline engine driven portable two-men saw and he 
said I should take this up with the same man. So we 
parted in an aura of good cheer with promises from him 
to send inquiries when inventory is completed. 

Foundry & Machine Co. Purchasing offices are down- 
town; this is strictly an inquiry account. Went over 
recent quotations and discussed electric tools. Left 
catalogs. 

Returned to office, made four phone calls, laid out calls 
for tomorrow and got samples and literature. 


Thursday, Jan. 15 . . . I went directly to the refinery 
to demonstrate the “Util-a-tool.” Since we did not have 
the correct size in stock, I stopped in at a castings co. and 
picked up one I had sold them. The shop foreman was 
quite interested in helping me out. He asked me to be 
sure to let him know the outcome. While there, I showed 
and left the new electric tool catalog and got an order for 
a #-in. H.D. drill; which proves that it gives nice folks 
a boost when they give someone else a helping hand. 

At the refinery the demonstra- 
tion consisted of trying the “Util- 
a-tool” on the job. I was not too 
familiar with it, which doesn’t mat- 
ter in the least because everybody 
gathered around and the foreman 
did most of the demonstrating and 
completely sold himself on the 
tool. Seemed like lots of work for 

a single item, but they really appreciated it and showed 
appreciation by ordering some taps and capscrews. I men- 
tioned briefly the plastic tipped mallets we sell, and 
showed the foreman a sample tip. He was impressed and 
I am to bring some sample mallets next trip. 

Car & machine co.—This is a recently assigned account 
and have yet to get in the shop. We delved into the new 
electric tool catalog and went over the stock and alloca- 
tion list on electric tools. ‘There are no requirements now, 
but he asked for four more catalogs to send to the tool 
cribs and interested personnel. Discussed mallets for body 
work, and gave him literature. Mentioned the hot dip 
strippable plastic for tools and parts preservation and 
storage, and he said a demonstration would be arranged 
on my next trip. This should get me to the shop. 

Went to the office and looked over the orders and 
inquiries. Sent the four electric tool catalogs. 

Met the P. A. of a manufacturing company for lunch. 
I delivered some hard-to-get tape rules to the supervisor of 
the tool and die shop. Went over electric tools and left a 
catalog. I had previously discussed our live centers with 

him and he gave me an order for 
these—my first sales of this item 
to them. Last week I dug up 30 Ibs. 
of plasterboard nails for the house 
he is building, and no doubt this 
pleased him—he also gave me an 
order for some good-sized special 
cutters. Went back to purchasing 
and reported the progress. 

Next to a materials handling equipment co. We dis- 
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cussed stock of screws, and he informed me that we were 
in line for some business. Then went over the electric 
tool situation with the tool buyer. Got another cutter 
order. 

Next delivered a tape-rule to the superintendent of the 
die shop of a radio co. He had lost his personal rule— 
somebody pilfered it—so made a gift of this. He really 
appreciated it. He had introduced me to the tool design 
personnel and promised to give me a plug with them. 


Friday, Jan. 16 . . . I had arranged to travel with Larry, 
our manufacturer’s agent for socket screw products today. 
Met him at our first call. We called on the P.A— 
I announced the baby’s arrival with flourish and cigars 
and Larry (a confirmed bachelor) and I ad-libbed a di- 
alogue about diapers, two o'clock feedings, etc. (It went 
over so well that we worked it into quite an act as the 
day wore on.) After a discussion of his socket screw 
requirements (no, not the baby’s) as to size, thread and 
application, Larry put in a nice plug about the adequacy 
of our stocks. He had a demonstrator kit showing samples 
of the complete line. 

I left a new electric tool catalog, as well as literature 
on. socket screws, and the P.A. promised business. 

Next to a tire co. First met the 
A.P.A. and introduced — Larry. 
Warmed up to socket screws over 
a discussion of the baby. This is 
always a very informal call and 
we did not go into any technical 
detail. We went in with the A.P.A. 
to see the P.A. These are good 
regular customers, and _ Larrty’s 

presence performed the necessary impression. 

We next went to the Pump Co. I have imme- 
diate entree to the shop. We first talked to the man in 
charge of production items including socket type. The 
orly socket items they are using in production is a pipe 

lug, but we found that our quality and price were both 
high. Larry waited while I got into other types of fasterners 
and then we wert to the machine shop. We went over 
the tool crib stock and helped make up a stock order. I 
asked about status of drills, taps, cutters, hacksaw blades, 
etc., and got a small drill order. Left the electric tool 
catalog. 

Our fourth call was to a manufacturer of textile machin- 
ery. I knew the socket screws they buy are of a competitive 
make. So, after creating the proper feeling of good will 
through the baby dialogue, Larry did an excellent job of 
selling which resulted in inquiries for some special screws. 
Of course there is lots of tapping required in the holes 
for all these screws and I showed them the blue oxided 
taps. Considerable discussion could not dislodge even a 
trial order. But I got permission to submit some samples 
for trial. I got complete specifications. We left literature 
and the new 1948 electric tool catalog, too. 

One the next call, I went in with some trepidation 
since, during the holidays just past, two cases had arisen 
in which deliveries on material from the factories had 
fallen behind schedule, requiring additional charges for 
air express and parcel post a of bulky material 

in order that material could be on 
hand for repairs during holiday 
shutdowns. We had done consid- 
erable long distance phoning and 
duplicated shipments so I con- 
sidered service had been rendered. 
But did the P.A.? I asked him 
directly about arrival of the mate- 
tials during the holidays. Yes, 


everything had arrived. Then Larry and I working to- 
gether discussed the socket screws. He uses some but 
made no particular comment. Then he told me he hac 
just phoned an order in to us, and showed me the 
requisition. Well, I was relieved. He did appreciate the 
service and before we left, he said so. Things had been a 
bit hectic and strained in the days before the holidays. 
Tempers were ruffled, but now that he looked back, * 
realized we had done more than our share of the job. 

On next call, the P.A. was out and I asked for the 
shop superintendent. He came over and Larry did his 
best on the socket screws, but we had tough going. 
They had no reason to change—good screws now, good 
service, why change, got good service during the war, 
too. We pressed as far as we could. So I mentioned the 
automatic chucks and showed him literature. He was 
quite interested, promised to buy. 

Finally to a plastics co. The shop foreman came out 
to see us. He was interested in Larry’s sample screws and 
we got a small order. I will follow up—they have been 
using competitive screws. 


Monday, Jan. 19 . . . Arrived at office 8:20; checked 
orders, inquiries, and mail. There was a particularly nice 
one from a chemical co. and I phoned thanks which 
elicited another one. Made up quotations to deliver 
personally. 

Called on a very large manufacturing company, a won- 
derful potential customer, but so far, that’s all. I have 
called here for two years and have gotten but one order. 
The P. A. has many friends—most of the salesmen from 
whom he buys are the old school and he has purchased 
from them for years. I think he likes me, but he can’t 
bring himself to forsake his old sources. So each visit 
I discuss something which is more or less exclusive, if 
possible, with our selves or scarce items which we have 
on the shelf. Today was opportune for electric tools. Our 
stock is excellent. He was pleased—he likes the brand 
we handle and I was the first to give him the new 
catalog. He asked for three extra copies for the shop and 
promised to send any orders that might result. I talked 
about the new plastic mallets we have, the gate guard 
had confirmed my belief that they use many. He is inter- 
ested and I am to bring a sample next time. 

I next went to a railroad. This is the boss’ account of 
long standing. He left for Florida last Saturday, and I 
am making some of his calls. I called on five assistant 
purchasing agents, each in charge of a different class of 
items and six different buyers or requisition clerks. 
The boss has left the development of reflectorized signs to 
me and I carried out a complete demonstration using 

samples of the materials and hav- 
ing interested men view it, using 
my flashlight. We gathered quite 
a crowd. F lett samples, complete 
catalogs and price information. | 
am to contact the engineering and 
maintenance of ways department 
next week. 

Next to shop of transportation 
co. Last week, the P.A. had directed me to the signal 
superintendent for demonstration of the reflectorized 
signs. I carried out the demonstration mentioned above 
and he was impressed to the extent of preparing a requi- 
sition for six trial signs. Discussed signal lanterns, lenses, 
etc. He wants to see samples, 

Next to my railroad—the cutting tool inquiry I fol- 
lowed up last week had not come through. Sad to relate, 
I found that a later quotation direct from a manufacturer 
had undercut our price considerably. I will take this up 
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the very next time I see our supplier. 

Then to an oil co. to follow up with the P.A. on 
the demonstration of the “Util-a-tool” which I made at 
the refinery last week. He had received the requisition; 
converted this to an order. ‘Told him of the interest in 
our plastic mallets and left full information. 

Went to a refining co. We had received a call from 
their refinery inquiring on hydraulic pipe benders. I went 
over these items and left full information as to types, 
price and delivery. 

Finally, I went out to the shops of a transportation 
company as arranged last week with the purchasing 
department. We went over the reflectorized sign literature 
and I demonstrated the high reflectivity of the material, 
utilizing the samples and flashlight. He will review possible 
spots for trial signs and I’ll contact him in two wecks. 


Tuesday, Jan. 20 At the office this morning, 
I went over the list of inquiries, follow-ups and orders 
with Ray Bruton, our office supervisor and “‘inside sales- 


First call was to .... Chemical 
Co. Took in a miniature screw jack, 
he has jack business and this may 
make not only a paperweight but 
a reminder, 
Next call was to a machine co. 
The replacement for erroneous 
shipment had arrived safely. I 
asked his opinion of the automatic 
chucks we recently added and received favorable com- 
ment. 

Went to lunch with the P.A. of a large electrical 
equipment manufacturing concern. I had previously 
supplied the shop superintendent with some of our 
blue oxided taps for test. 1 was quite embarrassed when 
the P. A. showed me a note that they had not performed 
as well as those now in use. I explained that such things 
as difference in rake angle or slight differences in steel 
composition or heat treatment might give some variation 
in tap life. I still wanted to submit a new watch, if for no 
other reason than to confirm their first findings. He 
approved. Went back and waited 45 min. for the shop 
superintendent to get out of a meeting. He agreed to try 
second batch of taps. I had a new cutting tool catalo 
with his name embossed on the front. He nator. 
this and agreed to send us some orders for other items 
which he had previously used. I asked him about other 

items and found that he uses our 

brand of files. “Would he like to 

try the new Die File—a new coarse 

cut for rapid metal removal?” 

f) phy “Yes!” So I'll take it next week. 

U zyme ‘This call was progress. Took time 
but was worth it. If opportunity 

knocks, let him in say I. 

The next call could be classed 
under the Department of Truth is Stranger than Fiction. 
This company builds special machinery, so I asked about 
the automatic chucks and tappers. He buys this type 
already. Well, why not through us? Because he buys 
direct. Then came the payoff. There was a letter on 
the top of the basket. He picked it up and it was from 
the company in question asking for a rebate of less than 
a dollar on his ‘hast purchase since he had gone past 
the ten-day period and was not entitled to terms of 2 
percent. From now on, he will buy these items through 
us. We always extend him terms of 2 percent 10th prox- 
imo since that is the way their books are kept. 

Finally to Mfg. Co. I had previously demon- 
strated my plastic tapped mallets here and urged them to 


try them in place of a short lived type they were using. 
Had gotten a trial order. I asked to talk with the depart- 
ment superintendent where the mallets were being used. 
He informed me that, as I expected, the mallets worked 
out fine. He is sending through an order for more. He 
needed some roller chain badly and I phoned the office 
and asked Bruton if we had any. None in stock, but he 
thought he could locate some. I discussed our line of pre- 
cision tools with Mr. S.S. while waiting for Bruton’s 
return call. He called—had the material—before I left he 
wrote up a requisition for precision tools, too. 


Wednesday, Jan. 21 . . . After considerable detail work, 
including handling four phone orders, phoning the P. A. 
of the Gear Co. for a lunch date, and preparing 
my hot plastic demonstrator kit for demonstration, I left 
the office at 11 a.m. The strippable plastic, in some cases, 
had not been transparent enough to allow ready reading 
of part numbers through the coating so I had complained 
of this to the manufacturer some eight weeks ago. This 
morning ten pounds of a new almost totally transparent 
plastic of somewhat lower melting point, which had been 
developed, arrived. So I filled the melter, tried it on some 
taps and left the office, burdened down with this, litera- 
ture, two packages (rush deliveries which I was to make 
personally) and the ever-present brief of notes I carry. 

Here I want to mention the records I keep. Mr. Boyd 
has ee all of us with the advantages of keeping 
meticulous written records of progress made with every 
account. This record I keep in a large zippered notebook, 
and I record after each call the names of my contacts, 
items discussed, reactions, sales, requests for samples, 
demonstrations, and prices quoted. In laying out my 
calls, as I do each evening for the next day, [ review these 
notes which my not-too-perfect memory might not. I 
keep these records current by making entries immediately 
after each call. 

First went to Gear Works per phone request. 
Didn’t know what to expect and was extremely pleased 
since he wanted to order some end mills. For 14 months 
I have been emphasizing end mills with them and the 
P.A. knew this was a fond hope which I cherished. 
I mentioned our automatic chucks and he called in the 

shop superintendent who would 
like a demonstration next week. 
Having thus created by entree for 
the next time, I left feeling quite 
smug. 
Next I called on a P. A. I see 
only once out of every three calls 
(and that is a luncheon date). He 
has authorized me to call on the 
tool crib supervisors and certain foremen who specify 
approved suppliers. So, first to the main tool crib (I 
rotate on these) to deliver one of my rush deliveries and 
discuss our automatic chucks with the supervisor. He was 
quite interested and I named specific present users with 
whom he could check performance. He took me at m 
word and ordered two. I mentioned the plastic tipp 
mallets for next trip, and he is interested. Then went to 
the maintenance supervisor and presented the new electric 
tool catalog. 

On the next call I delivered my other “rush delivery.” 
Delivered directly to the tool room—via receiving depart- 
ment, a service which, when performed with a flourish, 
never fails to elicit some acclaim. Went over automatic 
chuck, electric tools and got a drill order. Mentioned our 


‘ new clear strippable plastic and was invited to demonstrate 


next week. 


(Continued on page 166) 
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DOOR-OPENERS CREATE INTEREST, Salesman 
Harper says. He urges eliminating dangerous, slippery floors 
and he knows .. . 


A DEMONSTRATION CONVINCES buyers he has their 
interests at heart. This, he says, leads to other sales. 


Try The “Door-Opener” Approach 


By H. E. HARPER, SALESMAN, Barrett Hardware Co., Joliet, Ill. 


Plan your calls around a “leader” and you'll 
sell other products too, this salesman says; 
your first few words are all-important, select 


them carefully and you'll have an audience 


A FEW DISTRIBUTOR salesmen I know, when making their 
first call on a prospective customer, lay a “king size 
catalog on the purchasing agent’s desk and attempt to 
deliver a sales talk on 25 or 30 major lines. . Still others 
sell on the reputation of the firm they represent: “It’s 
a good house.” “We were founded in 1900.” “Our cus- 
tomers get good service.” “I’d like to have your indus- 
trial supply business.” 

Not for me. When trying to open new accounts these 
selling methods are poor sales producers and no booster 
for the salesman nor the firm he represents. The first, 
(showing the buyer the full line in the catalog) is not 
only confusing to the purchasing agent, but boresome as 
well. The second is only a bragging presentation; gen- 
eral claims for the distributor’s ability to give customers 
good service. No facts or reasons are presented. 

A first call, to my way of thinking, should be a care- 
fully planned presentation styled to fit the prospective 
customer’s need. I confront him with only one product, 
a “door-opener” or “leader”. A product with enough 
sales appeal to carry me into the customer’s shop. There 
I can see uses for other industrial supplies and judge for 
myself the sort of distributor service I think this cus- 
tomer needs. 

The success of the initial call on a new account can 
mean the difference between a customer developing into 
a one-line or twenty-line account. For this reason I 


attach a lot of importance to the product I select as a 
“door-opener”. ‘This product must hold the answer to 
increased efficiency in the customer’s plant and must 
embody sales qualities which will: 

1. Arouse the prospect’s interest 

2. Be the subject of an effective demonstration 

3. Make friends for me in the customer’s plant 

When selling anything, interest should be aroused in 
the first words of the sales talk—the first minute of the 
interview. Words should be used which will create 
curiosity on the part of the buyer. Not just a simple 
statement telling the purchasing agent, “I have a product 
I think you can use in your plant”, but well chosen pre- 
planned words which will command an audience and 
make the purchasing agent want to know more about 
the product I am using as a “door-opener”. The first 
minute of the interview is the time when the favorable 
impression is made. I have had excellent results with 
several products and at present am using Oil-Dri, an oil 
and grease absorbent as my “door-opener’”’, but if I were to 
open my sales talk with: Mr. Purchasing Agent, I have 
a good oil-absorbent”, the purchasing agent could and 
most likely would end my interview right there, with 
just three words: “I’m not interested”. Why shouldn’t 
he? I have not given him any reason to be interested 
in my product. I have not told him in that first minute 
of the interview what the product will do for him in 
his plant. 

Purchasing agents look to and depend on the indus- 
trial supply salesman fot guidance in making the right 
purchases for their plants. They will be interested in 
a product if the benefits are presented in the first few 
words of the interview. 

The successful approach for me has been: “Mr. Pur- 
chasing Agent, how would you like to cut your cleaning 
costs in half, eliminate a serious fire hazard and ninety- 
eight percent of the slipping accidents in your plant?” 
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SHOW WORKERS how to use a product, Harper advises. 
It makes friends for you in the plant and then you can sell 


OPPORTUNITIES FOR FUTURE SALES are easy for 
Salesman Harper to observe and make note of when gets 


This approach arouses his interest because the statement 
is styled to fill a need in his plant. He wants to know 
more about a product which will do this big job in his 
plant. He is anxious to see Oil-Dri:back up the claims 
I have made for it. Then it is up to me-to-shew him. 

Demonstration is an effective selling method which 
holds a customer’s interest and creates a desire to buy. 
When the interest in the “door-opener” is established 
it is not difficult to get into the customer’s shop and 
prove my point by demonstration. I carry a few small 
sample bags in my car for this purpose. Remembering 
to keep my sales talk aimed at the customer’s interests, 
I deliver my sales story while spreading Oil-Dri on the 
floor around the base of an oil-throwing machine. In 
short time, the oily mess around the machine is soaked 
up and the mechanic has a clean working surface to 
walk on while operating his machine. Then I call the 
purchasing agent’s attention to a similar machine across 
the aisle, pointing to the unsafe, messy, oily condition 
of the floor. This presents him with a comparision and 
he can draw his own conclusions. He can see the bene- 
vo he will receive. “Seeing” is an important aid to 
selling. 

While in the shop I look around and try to observe 


more. Such demonstrations, the salesman points out, also 
keep your sales talk aimed at the interests of the customer. 


bl | MOT [3 
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into plants by employing a door-opener. Associating with 
shop men also gives him knowledge of their problems. 


opportunities for future sales. Being in the shop where 
the customer’s production problems originate puts me 
where I can study his problems and effect remedies by 
suggesting the use of more modern tools and methods. 
Then, too, I develop a friendly association with the shop 
personnel. 

Somewhere I remember reading: “If your sales story 
is worth telling, tell it to everybody you meet”. This is 
not hard to do with my “door-opener” because the bene- 
fits are felt by most of the plant personnel—the purchas- 
ing agent, plant superintendant, safety engineer, shop 
foreman, mechanic and even the cleaning porter. 

Sales depend on good customer relations and good 
customer relations depend upon satisfaction after the sale. 
A product well sold generates such satisfaction but only 
if the selling job is carried through to the finish. It 
doesn’t stop with the signing of the order. I like to 
complete the job by cotihiog the various workers in the 
proper use of Oil-Dri. In doing this I make friends and 
it helps me to talk the mechanic’s language, know his 
likes and dislikes for the tools he uses. Such associa- 
tions have been responsible for a good many sales. They 
look to me for new developments in tools; suggestions 
on how to do their job better and increase production. 
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FLOOR DISPLAY shows equipment to advantage. Note broad aisles 
leading around island in center, how aisles are flanked by neat arrange- 
ment of other items around perimeter, and discreet, effective use of 
signs. Good lighting completes picture. 


SERVICEABILITY and distinction are reflected 
in industrial supply counter. Small equipment and 
folder rack for manufacturer’s literature do not 






interfere with sales service. 


Put Your Business On Display 


Rochester, N. Y. distributor makes entire sales, counter floor 


one large display to advertise products and firm’s serviceability 


Cuaprin-Owen Co., Rochester, N. Y., 
has always been strong for display, 
according to George L. Huber, man- 
ager of the industrial supply depart- 
ment, but the recent renovation of its 
building stresses this phase of merch- 
andising more than ever. The depart- 
ment has benefited greatly by the 
redistribution of display space made 
, by the remodeling, and Mr. 

uber is confident that sales resulting 
from such merchandising justify the 
allotment. 

In remodeling the building to pro- 
vide better facilities for working and 
merchandising, Mr. Huber pointed 
out, the firm was merely keeping up 
with evident trends in the industry. 
Progressive companies show a ten- 
dency to gain more prominence and 
standing in their respective business 
communities and one way to do this 
is to occupy distinctive quarters. 
Whether the supply firms move out 
to industrial suburbs, or remodel old 
plants in congested business areas, 
they are aware of the advertising value 
of a building reflecting progress and 
efficiency. 


In such quarters, Mr. Huber added, 
distributors have an opportunity to 
present more effective displays than 
they had been able to in the past. 
That was the theory on which Chapin- 
Owen acted in remodeling its quar- 
ters. Increased sales are evidence that 
the theory has some merit. 





GEORGE L. HUBER, manager of 
mill supplies, is convinced displays in- 
spire and create sales and is quite happy 
over Chapin-Owen’s new facilities. 
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Chapin-Owen is a wholesale house 
with several departments. Industrial 
supplies shares one of the two large 
stores used for display, sales and serv- 
ice, with automotive supplies. The 
reason for this pairing is that the two 
departments have more items in com- 
mon with each other than any others 
in the firm, and it makes it more efh- 
cient to have common stocks of mar- 
ginal items. 

In its display techniques, the com- 

any seeks orderliness, ample space 
or customers to view displays, and 
general effect of efficiency and service- 
ability. 

A large area in front of the store, 
and to the right, looking in at the 
entrance, is reserved for floor displays 
of equipment items. Most of these 
items are marginal equipment which 
could be sold either as automotive, or 
mill supplies. This includes such items 
as lubrication equipment and devices, 
welders, tanks, compressors, etc. 

A display island, consisting of an 
orderly arrangement of large items, is 
located in the center of the display 
floor. Automotive supply displays are 
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ranged along the wall at the right and 
industrial items are aligned along the 
display windows at the left, leaving 
two main aisles branching out from 
the entrance. One of the aisles leads to 
the automotive counter, and the other 
to the industrial supply counter. A 
third aisle runs para fe to the win- 
dows toward the right, then cuts back 
along the right wall to the automo- 
tive counter. The aisles are broad and 
plenty of space is left between items 
on display to facilitate and encourage 
customers to walk around and inspect 
the products on the floor. 

Since the display windows range 
the full width of the store and do not 
have backgrounds, the entire interior 
is visible con the street. Under the 
circumstances, the entire store consti- 
tutes a display and company officials 
make full use of such display oppor- 
tunities. Counters, shelves and dis- 
play accessories such as wall boards, 
signs and other equipment were de- 
signed, or placed, to appear distinc- 
tive, efficient and business-like. 


Follow Wall Contour 


The left wall of the store, from 
which the industrial supply counter 
extends, juts out at a right angle about 
15 ft. from the windows. The wall 
then runs about 12 ft., and angles 
again, straight toward the rear of the 
building. The counter was constructed 
to conform to the contour of the wall 
at this point. After running about six 
ft. towards the rear, however, the coun- 
ter makes another angle and runs 
parallel to the windows again for about 


ROTARY SANDER and home workshop lathe on less frequented por- 
tion of counter catches visitor's eye and invites closer inspection. 
Anthony G. Cook, counter salesman, stands by ready to answer ques- 
tions but keeps an eye out for other callers. 


15 ft. This provides more room for 
callers and for counter displays. 

The counter is faced with glass 
brick, trimmed with plastic and metal. 
The tops are of smooth plastic, easy 
to write upon, and easy to a clean. 
A small portion of open shelving is 
located behind the center part of the 
counter which runs from front to rear. 
This shelving is made of steel and con- 
tains fast-moving small items. Pack- 
ages on these shelves are arranged 
neatly at all times since they are visi- 
ble from street and floor. Neat ar- 
rangement also promotes easy location 
of sizes and types. 


Utilize Shelf Ends 


Behind that portion of the counter 
nearest to the side-wall before it juts 
out, there is a blank wall which will 
be utilized for special wall displays. 
Behind the recessed portion of t e 
counter, are stock shelves running 
from the counter to the rear. The 
ends of the shelves are faced with a 
plywood cabinet to enhance the ap- 
pearance of the place. The cabinet is 
made to contribute to display, how- 
ever, since there is a round hole cut in 
the face just above eye level. Within 
this hole is space for two display 
shelves for special items to be featured 
periodically. The recess is backed by 
a mirror, making the little stage a dis- 
tinctive and eye-catching display spot. 

Although the top of the counter is 
used as additional display space, care 
is taken not to clutter it with too 
many devices and thereby make it im- 
possible to carry on business over the 


MILL SUPPLIES © MARCH, 1948 


A STAGE FOR ITEMS featured in sales cam- 
paigns is provided by a plywood facade for ends of 
shelving. William Lester looks it over and ag 
pares to find a suitable place for display board. 


counter. Small equipment pieces are 
displayed on the counter nearest to 
the left side of the store because this 
is the least used portion. Display 
boards and other advertising devices 
such as folder trays, signs, samples, 
etc., are distributed at suitable dis- 
tances from each other over the rest of 
the counter space. 

William Lester and Anthony G. 
Cook, veteran members of the 
Chapin-Owen staff, man the counter 
and report enthusiastically on the im- 
provements. One of the most effective 
displays, according to Mr. Cook is 
that of small home workshop equip- 
ment. These items virtually sell them- 
selves. They encourage close inspec- 
tion and Mr. Cook has found that all 
he has had to do was to answer ques- 
tions about the products, how they are 
made, who makes them, what they can 
do, what they can’t do, etc. 


Arrangement Counts 


The efficient arrangement of stock 
shelves, with fast moving items near 
the counter makes servicing counter 
trade faster. Many of the items on 
display on the floor, remind many 
callers of supplies for similar products 
in their plants. Displayed items in- 
spire many inquiries and often pro- 
duce leads for salesmen. 

Last, but not least, according to Mr. 
Lester, the pleasure of working in 
clean, uncluttered surroundings con- 
tributes to greater accuracy in filling 
out orders and pricing. The effect on 
morale is beneficial and this is reflected 
in better salesmanship. 
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MANUFACTURERS’ PANEL presents sales ideas: W. W. 
French, Dodge Mfg. Corp.; Robert Wier, Jr., The Osborn 
Mfg. Co.; Ralph Johnson (standing), chairman of the meet- 
ing, The Norton Co.; R. P. Melius, The Delta Mfg. Co.; 
and G. H. Boucher, Pyrene Mfg. Co. 


Joint Meeting in Boston Draws 250 





DISCUSSION LEADERS stimulate questions and answers: 
George L. Abbott, Warren Belting Co., and Henry E. John- 
son, Charles A. Templeton, Inc., Waterbury, Conn. 





DISTRIBUTORS ATTENDED from all parts of New 
England: W. J. Garin, Sullivan Tool & Supp y, Inc., Hart- 
ford, Conn.; Fred Knowles, Nicholson File Co.; H. S. 
Ramsdell, Ramsdell Industrial Supply Co., Worcester, Mass.; 
W. T. Ryan, Cutter, Wood & Sanderson, Cambridge, 
Mass.; and E. C, Sullivan, Sullivan Tool & Supply, Inc. 
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DISTRIBUTORS’ VIEWPOINT stated by panel: P. W. 
Evans, Beals, McCarthy & Rogers, Inc., Buffalo; A. G. 
Carey, Rudel, Carey & Briggs, Inc., New York; L. C. Allen, 
J. Russell & Co., Inc., Holyoke, Mass., and R. H. Bart, 
Reilly Bros. & Raub, Inc., Lancaster, Pa. 








DISTRIBUTORS GET CHANCE TO TELL manufac- 


turers: Stanley Sheldon, Chase Parker & Co., Boston, Mass., 


and Hyman Goldburg, Parker-Kalon Corp. 


TALKS CONTINUE AT LUNCHEON: Harty R. Rine- 
hart, Secy.-Treas., National Association; A. G. Lindquist, 
Lindquist Hardware Co., Bridgeport; Samuel R. Dodge, 
H. J. Behn & Co., Bridgeport; E. G. Paddock; H. J. Behn, 
Behn & Co.; F. Marsena Butts, Butts & Ordway Co., Cam- 
bridge; J. R. Kelley, Manning, Maxwell & Moore. 
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Salt Lake City distributor 
says you can look to radiant 
heating to increase the sale 
of such items as pipe, fittings, 


pumps, packing valves, gages. 


THE INCREASING POPULARI':Y Of fa- 
diant heating systems, both hot water 
and electrical, but particularly the 
former, has led many industrial dis- 
tributors to take cognizance of the 
development. Several believe radiant 
heating will mean somewhat of a 
revolution in heating methods in com- 
mercial and industrial buildings as 
well as in residences. For distributors, 
the questions are: What materials and 
supplies are required for such installa- 
tion? Who supplies these materials 
or, in other words, who sells whom? 
What is the volume likely to be? 
The answers vary with localities, 
naturally. But take one that might 
represent an average climate, Salt Lake 
City, plenty cold at times but not 
having excessively cold, long winters. 
One of the distributors there is the 
N. O. Nelson Co., branch of the St. 
Louis firm. It is a plumbing and 


heating wholesale house with an in- 
dustrial supply department. 
-_ > branch manager, said: 
“There is no doubt that radiant 
heating, and I now have reference to 
the hot-water type in floor slab wall 


G. F. 
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SALES OPPORTUNITIES are plentiful in h 
Shaw says. The pipe is on a gravel bed under reinforced concrete. 
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eating installations such as thi 





TURN ON THE HEAT 


or ceiling panels, will furnish a sub- 
stantial market for certain types of 
industrial supplies, and, in our ex- 
perience, it already has, through our 
industrial department. There is a cer- 


tain segment of the business—the in- 
dustrial plant business—that may be 
presumed to pass through the hands 
of the industrial distributor, if he will 
make a fair amount of effort to secure 
it, whether he has any plumbing and 
heating affiliations or not. Here are 
some of the major items needed: 
“Pipe (copper or iron), fittings, 
welding fittings, bends, boilers, aller 
supplies, circulating pumps, electrical 








C, P. SHAW, heating engineer, says 
“It’s well worth salesmen’s time to 
cultivate customers for radiant heating 
systegs.” 
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CUSTOMERS MAY CHOOSE to 
install acetylene welded pipe. 


temperature controls, boiler water con- 
trols, three-way valves, reinforcing wire 
and mesh, balancing cocks, pressure 
reducing valves, packing, tools, gages, 
welding equipment, pipe benders and 
supplies, etc. 

“How to secure business on such 
items, which are already in the ware- 
houses of most industrial distributors, 
rests with the individual distributor. 
In our case, we believe in having the 
activity headed up by a heating engi- 
neer or specialist who is capable of 
designing a complete radiant heating 
system for any type of building. Ra- 
diant heating is comparatively new, 
and not just any boiler or furnace man 
or building contractor can go ahead 
with it off-hand as with old, standard 
systems. Therefore, to sell the idea, 
we believe that a specialist or sales 
engineer is necessary, who in turn 
will coach salesmen. They are the 
ones who will discuss radiant heating 
in a general way with all the indus- 
trial people in their territories. When a 
customer is interested in a radiant heat- 
ing system for either new or remodeled 
quarters, the specialist goes in to help 
sell the owner and his architect. The 
ye furnishes complete plans for 
the job temperatures, heat losses of 
radiation in different areas of the 
building, materials required, installa- 
tion details, costs, etc. are all in- 
cluded. That this new type of busi- 
ness may require a specialist does not, 
however, set it off particularly from 
many other distributor lines where it 

(Continued on page 178) 
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In recognition of his assist- 
ance and cooperation, the 
editor of MILL SUPPLIES 
was presented with the in- 
scribed Towle sterling sil- 


ver plate shown opposite. 








Ir is NOT OFTEN a member of the staff of MILL SUP- 
PLIES finds himself speechless. On the whole, words 
flow easily from relaxed vocal cords. An exception to the 
tule was noted at the recent mecting of the Southern 
Supply and Machinery Distributors’ Association held in 
Biloxi. Walter Crowder, editor of MILL SUPPLIES, 
was called upon to accept a presentation from the mem- 
bers of the Southern Association. This was surprise 
enough, but, Walter had received placques before in 
connection with editorial achievements and retained 
control of knees and voice. In this case, however, it was 
not the usual plaque with citation. What met his eye, 
as Richard Alcott placed it in his hands, had the same 
effect upon his emotions as occurs to a blushing maiden 
receiving a diamond ring. As a matter of fact, Walter was 
still having emotional reactions three days later when he 
told me about it. 

The accompanying photograph of the sterling silver 
plate given him does not do it justice. But it does give 
you an idea why Walter’s heart jumped into his throat 
and left him speechless. It’s up to our editor to express 
his own appreciation for this truly marvelous expression of 
confidence and friendship from the members of the 
Southern Association. This he could only partly do at 
Biloxi which is quite understandable. 

However, I want to say what is in my heart as I con- 
template this i ang honor that has come to him. The 
planning and labor that goes into the editorial pages of 
MILL SUPPLIES can only be appreciated by one who 
sees this work go on month in and month out. It is an 
endless job of careful selection of subjects, research, out- 
lining of material and writing into finished form. Then 
there is the balancing of subject material into an issue 
that must fit pomerere into both the short and long term 
editorial plan. 

It seems to me that the Southern Association’s presen- 


Richard Alcott (right), chairman, Planning and Development 
Committee of the Southern Association presents Walter F. 
Crowder, editor of MILL SUPPLIES, with silver plate. 


tation to Walter supplies real evidence of the fine job our 
editors are doing and that they can all take pride in the 
generous expression of the Southern members who have 
said in effect:—“Good work and thank you.” 

All of us on MILL SUPPLIES are proud of Walter 
and the job he and his staff are doing. We are particu- 
larly proud and happy that the Southern Association holds 
him in such high esteem, and, knowing him as we do, 
can assure our Southern friends that he will always live 
up to the confidence they have placed in him. 

—Arch Morris 
° Publisher 
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EDITORIAL 


Thanks 


Y OUR editor was completely knocked off his 

feet at the mid-year meeting of the Southern 
Supply and Machinery Distributors’ Association 
held in Biloxi in early January. A sterling-silver 
plate with inscription (see opposite page) was 
presented by members of the association, and I 
want to take this opportunity to thank each and 
everyone of them for this fine honor they have 
paid me. 


Third Anniversary 


This March issue of Mitt. Suppiies marks the 
third anniversary of my joining the magazine. 
My job is more rewarding in intangibles than 
that of the editor of almost any magazine I know. 
This is a friendly, personal business and in the 
past three years I have built up a host of friends 
in the field—manufacturers, distributors and sales- 
men. That makes the work interesting and stimu- 
lating because you know so many of the people 
who will be reading what you have to say. Con- 
trast that with the position of an editor who 
knows only a handful of his readers personally. 

As I look back over the past three years, | 
cannot help but be impressed by the running start 
which any editor of Muti. Suppiies would have 
in taking over the job. ‘The wonderful acceptance 
which Mitt Supp.ies enjoys in the field was not 
built up in a day. The job done by the editors who 
preceded me made my work a lot easier. In the 
thirty-eight years of its existence, Mitt Suppiies 
has had only seven editors. The names of my 
predecessors are well remembered and respected 
in the industry—Elmer Crawford, Clay Cooper, 
Al Paxton, Jimmy Channon, Ed McOsker and 
John Welch. 


Big Business 


On this third anniversary, it is also a good time 
to say a word about our industry. Coming into it 
from the outside, and with a background in other 
distributive industries, certain things impress you 
that those intimately associated with the field for 
years may tend to overlook. One thing that struck 
me particularly was the fact that so few in the 
industry——either distributors or manufacturers—— 


realize that this is really a big industry. To be 
sure, the units are small as compared with the cor- 
porate giants which dominate the steel, oil or auto- 
motive industries. But in the aggregate, these 
many units do a truly substantial dollar volume. 
On page 81 and following, we present the results 
of a survey of distributor operations in 1947. The 
figures reveal that distributor sales were in excess 
of $2.8 billion in 1947, That is a lot of sales. That 
is big business. 


By Comparison 


Although we are gradually becoming accustomed 
to talk in terms of billions through our exposure 
to Federal budget manipulations, figures of this 
size tend to lose meaning except by comparison. 
Here are some industry figures that may help us 
see how big the supply and equipment business 
really is. Gross revenues of the U. S. postal sys- 
tem in 1945 were $1.3 billion. The capital stock 
of all national, state and private banks in the U. S. 
was a little over $3 billion in 1945. Sales of all 
jewelry stores in the U. S. were $1.3 billion in 
1947 and sales of all filling stations were $5.4 
billion. The total value of all crude petroleum 
flowing from oil wells in the U. S. was $2.1 billion 
in 1945 and the dollar value of all bituminous 
coal mined in the U. S. was $1.8 billion in the 
same year. Or again, the passenger revenue of all 
steam railroads in the U. S. was $1.7 billion in 
1945. We stack up very favorably with some 
tremendous industries. 

Yes, it’s a good industry in which to work. It’s 
big and it’s growing. And, perhaps more impor- 
tant, it’s a friendly industry. So again, I say, 
thanks, to the members of the Southern Associa- 
tion for their nice “pat on the back” for the job 
we are trying to do. And my thanks also to all 
in the industry for three pleasant years. Let’s 
hope there'll be many more. 


Rall, A Eowdbr 
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Sales Tips From Salesmen ... . iknow wha: 


needed . . . keep close “follow-up” . . . technical background a salesman’s “must.” 
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M. N. THACKABERRY ... 


Closer Follow-Up 
Today’s Big Need 


Ways of getting business vary with 
the times, according to Ed Martin, 
one of the M. N. Thackaberry, Los 
Angeles, Calif. line salesmen. “Some 
years back we got it by ‘expediting’— 
servicing war accounts. Later, we got 
business by being ‘allocationists’ of 
critical materials; that is, we became 
expert at tossing a thousand merchan- 
dise calories here and another thou- 
sand there, with a few vitamins thrown 
in, to keep the greatest number pos- 
sible of our husky, hungry customers 
from starving to death. 

“But as I say, times have changed 
and, today, if I had a young brother 
starting out in our field of selling,— 
and he was interested enough in his 
job to ask me—I’d be inclined to tell 
him that of all the fundamentals of 
selling “follow-up” is the one that 
should be stressed in particular at the 
present time. I don’t know but what 
I’d go further and say it’s something 
that might be stressed all the time, 
every time. 

“T figure it this way: as more mate- 
rials become available, conditions 
show a tendency to get back to what 
used to be spoken of as ‘a competi- 
tive market.’ That kind of a market 
calls for the salesman to be up on his 
toes at all times to get his share of 
the breaks. 

“You take the ordinary Venetian 
blind business in this area as an exam- 
ple. It’s been down in the deep for 
some time, and it would be so easy 
to say ‘lay off the blind people. They’re 
not doing much anyway.’ I was turn- 
ing that very thought over in my 
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mind, a while back, but I dropped it 
fast when, at the first place of that 
kind I called on that day, the owner 
of the business told me how some- 
body had put him next to the idea of 
selling the trailer manufacturers on 
putting small blinds on trailers. Well, 
I followed it up with him and he ob- 
tained several thousand, easily too, 
and who do you think he asked to 
supply him with the necessary new 
machines? That’s right, yours truly. 
“T’d say that if closer ‘follow-up’ on 
all customers and prospects means 
more frequent calls—and, therefore, a 
greater total number of calls in the 
month—by all means make them, 
even at the expense of spending a 
little less‘ time with each customer.” 





HAROLD T. KENDALL... 


Technical, Selling 
Experience Pave Road 


A technical background is a desirable 
asset in undertaking to sell industrial 
supplies but, when combined with 
some selling experience, it becomes a 
potent factor in the beginning indus- 
trial supply salesman’s progress. These 
are the conclusions reached by Harold 
T. Kendall, after a year of selling sup- 
plies for A. V. Wiggins & Co., Syra- 
cuse, N. Y. 

Mr. Kendall already has the assur- 
ance of a veteran in calling on the 
trade. He likes selling industrial sup- 
plies and intends to make a career of 
it. Mr. Kendall attributes his confi- 
dence to the fact that he has the tech- 
nical background to understand the 
products he sells and their applica- 
tions, and that he had had some pre- 
vious selling experience which gave 
him an understanding of buyers, even 
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though this experience was in a some- 
what different field. 





JOHN TRAGESER ... 


Knowing What’s Needed 
Sells Fire Equipment 


Selling fire extinguishers and other 
similar equipment is merely knowing 
what is needed in a plant for proper 
protection, is the way John Trageser, 
salesman for Equipment & Supplies, 
Inc., Baltimore, Md., puts it. Mr. 
Trageser specializes in selling fire pre- 
vention equipment and supplies and 
comes about it quite naturally. Prior 
to becoming an industrial supply sales- 
man, he spent 31 years as a member 
of the Baltimore Fire Department in 
which he reached the rank of lieuten- 
ant, before retirement. 

What helps Mr. Trageser most in 
selling his specialty, are: (1) knowl- 
edge of what constitutes industrial 
fire hazards; (2) how to minimize the 
dangers from these hazards; (3) what 
minimum equipment is needed in each 
particular plant, and (4) knowledge 
of plants and commercial buildings. 

As a fireman, Mr. Trageser was re- 
quired to study and analyze fire causes 
as well as put out fires. This experi- 
ence enables him to spot numerous 
sales opportunities by comparing what 
plants have in the nature of fire equip- 
ment and what he knows they should 
have. 

Mr. Trageser checks equipment in 
his customers’ plants to see if it is in 
good working order. Customers ap- 
preciate this service. It is the simplest 
thing in the world to forget about 
items seldom used but important. 
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(OS BORN BRUSHES 
WHISK AWAY WELD SCALE IN 40 SECONDS 


Automatic brushing operation processes re- 
frigerator compressor heads in record time. 


T’S a production job—cleaning weld 

scale from both ends of a refrigerator 
compressor head. It’s an important job 
—trouble free, precision performance 
demands that every trace of this scale be 
removed. 


Here’s how it’s done—fast, economically, 
thoroughly—in 40 seconds. The com- 
pressor head is first attached to a rotating 
fixture. Then two power driven Osborn 
Master Wire Wheel Brushes are lowered 
automatically into just the proper brushing 
position. Head revolves, wheels revolve 
and in 40 seconds a unit free from all 
weld scale is on its way to the next 
assembly station. 


Simple? Sure. Just a matter of combining 
a little ingenuity with the right type of 
brush and the savings are all yours. Mod- 
ern power brushing is piling up profits 
on dozens of jobs — cleaning, roughing, 
removing burrs, finishing, polishing. 





Osborn’s 56 years experience means 
more than just “know how” in building 
better brushes. There’s a wealth of prac- 
tical application ideas that are yours for 
the asking. An Osborn sales engineer will 
be glad to show you why brushes are one 
of today’s most modern production tools. 
Write or call— 


THE OSBORN MANUFACTURING COMPANY 
5401 Hamilton Avenue Cleveland, Ohio 














WORLD'S LARGEST MANUFACTURERS OF BRUSHES FOR INDUSTRY 
POWER DRIVEN BRUSHES ¢ PAINT BRUSHES * MAINTENANCE BRUSHES 
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THE SALES INDICATOR-—Supply sales rose above November, and 14.2 percent above November, 1946. Sales 
in December to 361 on the Index; 11.6 percent through December were 20 percent above sales for the year 1946. 


Supply Sales Trends 
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ORDERS PER WORKING DAY—Were 109 for 
December, equal to the November figure. Orders per 
salesman per day were 15; no change. December had 
26 working days, 2 more than November. 
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REGIONAL TRENDS—All areas gained on the re- a 
ional index except in the Western grouping, which oe oe 

ell off 75 points. Gains by other regions ranged from SIZE OF AVERAGE ORDER—Was $39.00, about 
8 points on the Pacific Coast, to the 59 point recovery the same as for November. Volume per salesman was 
of the North Atlantic region. up, however, from $15,100 to $16,000 in December. 
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The “Bend” means Business 


‘“ 
A BEND CAN'T BALK THE JOB \ 


lts Versatility Assures Its Popularity 


Make a note of this, Mr. Distributor's 
Salesman: Oster "ROTARY" machines 
can thread BENT pipe as easily as straight 
pipe. That quick-opening, fully adjust- 
able, "ROTARY" die-head and open 
type vise make it easy to thread a lot 
of different types of work—long or short 
and either bent or straight pipe, nipples, 
rods, studs or bolts. 


Full control of the threading dies is made 
possible by the lever-operated die-head. 


Quick and easy adjustment of chasers 
for deep or shallow threads is a time- 
saving feature. Built-in cut-off guides 
are adjustable for all sizes of pipe 
within the range of each machine. 


Oster "ROTARY" machines are made in 
two standard models, each covering a 
wide range of pipe and bolt sizes. You'll 
find illustrated catalog "LIST NO. 12-A" 
a real help in selling these machines, 


Send for a copy. 


THE OSTER MANUFACTURING COMPANY 


2041 East 6ist Street ° 


CCK 
‘ 


Cleveland 3, Ohio, U.S.A. 


GENERAL PURPOSE THREADING MACHINES 
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Corporate Sales and Profits Before and After Taxes, 


Second and Third Quarters of 1947 








Expenditures on New Plant and Equipment by U. S. 




















Business 
[Million of dollars] 
1947 1948 
Total 
Jan.- | Apr.- | July- | Oct.- Jan.- 


Mar. | June | Sept. | Dec. | Total | Mar. 























[Millions of dollars] 
ite sales prof- | Corporate prof- 
— oldies inte] testdae tees 
Industrial group 
Second | Third | Second | Third | Second | Third 
quarter |quarter |quarter |quarter |quarter |quarter 
Manufacturing. ..... 
All industries, total.| 73,641] 75,301] 6,874) 6,888] 4,158} 4,173 Mining. cise sese's 
0 VS ee aae 1,528] 1,655} 196) 1 141; 144 Other transportation 
M acturing......... 40, 40,969} 4,110) 4,144) 2,461] 2,494 SD, cescdek dues 
Metal industries!....| 14,256) 13,724 ,364) 1,355 796) 791 Miscellaneous... .... 
Other manufacturing..| 26,307] 27,245) 2,746) 2,789) 1,665) 1,703 
Wholesale and retail. ...| 22,229) 22,955; 1,161) 1,14 685 676 Total: Actual 
Finance, insurance, etc..|.......|....+++ 463 475 289 296 
Transportation......... 3,506) 3,570 277 169 161 estimate..... 
Public Utilities......... 2,085; 2,168 312) 270 190 165 First estimate....... 
All other industries... .. 3 = a 355 223} 237 
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560} 150 1 0} 170 


80 
570} 160) 220) 230) 370 980; 360 
660} 180) 230) 200 
1,040} 330) 450) 500) 550) 1,820) 490 
3,300) 900) 1,030) 1,160) 1,100} 4,190) 1,080 














«| 12,040) 3,160) 3,940) 4,140)......)......-]--+e0+ 








11, 3,440] 3,670| 4,070] 4,440) 15,680 
11:020| 3,640] 3,560] 3,770| 4,020] 15,180] 4,100 

















1 Metal industries.comprise iron and steel, nonferrous metals, machinery 


Consent electrical), electrical machinery, transportation equipment (except auto- mission. 
m Ps, 


). and automobiles. 


Note.— Figures are rounded and will not necessarily add to 
Source: U.S. Department of Commerce 


totals. 
e and Securities and Exchange Com- 


Keeping Up With Business 


Reserve Board Seeks 
Curbs On Inflation 


Further inflation and still higher 
prices are inevitable, according to a 
recent Federal Reserve Board analysis, 
unless controls of one kind and an- 
other are brought to bear on the situ- 
ation. 

Among the latter the board sug- 
gests: (a) restrain further increases in 
the total of bank loans, (b) bring back 
rationing, (c) re-establish controls on 
prices. 

The board’s analysis characterized 
the situation as one where goods and 
services are in high demand, due to 
high incomes, accumulated savings 
and easy credit. The report adds that 
there seems little likelihood that the 
supply of goods and services will be 
increased in the near. future, produc- 
tion and employment having about 
reached their ‘imit. 


A. B. A. Surveys 
Credit And Inventories 


The “safety factor” that has acted 
to keep inventories in line—first re- 
marked upon in Mitt Suppiies some 
months ago—has caught the atten- 
tion of the American Bankers Asso- 
ciation and is confirmed in a survey 
of banking opinion on credit condi- 
tions for the first half of 1948. (The 
survey, by the way, reflects the judg- 
ment of 228 leading bankers from all 
sections of the U.S.) 

The association found that the in- 
ventory situation of business shows 
“great” improvement, and indications 
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are that a more normal flow of goods 
from manufacturer to retailer is being 
achieved. 

Only one out of eight replies indi- 
cates that manufacturers are over- 
stocked. One out of five, on the other 
hand, have reported that they are un- 
derstocked. For wholesalers the per- 
centages are reversed (with one out 
of five overstocked; one out of eight 
understocked ) . 

As for bank loans: 63 percent of the 
bankers reporting in the survey are 
of the opinion that they will continue 
to increase during the first six months 


of 1948. 


N. I. C. B. Studies 
Agricultural Wealth 


The wealth and income status of 
agriculture is much more favorable 
than it was before the war, according 
to an evaluation of the farmer’s eco- 
nomic position just completed by the 
National Industrial Conference Board. 
The analysis, second in a series en- 
titled, “Economic Fact or Fiction,” 
points out “significant improvements” 
in the wealth structure of American 
agriculture. 

Among the facts developed by the 
board’s report are that: 

1. The assets of farmers increased 
from about $54 billion in 1940, to 
$111 billion currently. Meanwhile, 
their liabilities decreased slightly. As 
a result, proprietors’ “equities” or the 
total “surplus” of farmers advanced 
by fully $59 billion. 

2. The savings or financial assets 
of farmers rose from about $5 billion 
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at the start of 1940, to about $22 
billion as of January, 1947. 

3. The value of furnishings and 
equipment in farm households was 
$4.3 billion in 1940. During 1946, the 
average value of furnishings and equip- 
ment per farm family increased to 
$700; which would be $102 greater 
per farm family than on January 1, 
1940. 


BRIEFS: 


. . . Canada’s exports, during 1947, 
totaled $2,775,000,000. That would 
be more than three times the average 
of the pre-war years (1935-39), and 
20 percent greater than in 1946. 

. . . World production of steel in 
1947 (ingots and castings) is esti- 
mated at 140,125,000 gross tons, with 
50 percent of the total produced in 
this country. 

. . . Preliminary figures indicate busi- 
ness and industry will spend about 
$4 billions during this first quarter of 
1948 on plant expansion and new 
equipment. That compares with al- 
most $44 billions for the last quarter 
of 47. (See Table Above, Right) 

. . . Second largest conveyor system 
ever made will Se built at the Bull 
Shoals Dam in Arkansas to carry raw 
materials for the dam. The belt will 
be seven miles long. 

. . . Fire losses of $692,635,000 in 
1947—the greatest in American his- 
tory, are reported by the National 
Board of Fire Underwriters. 

. . » Lumber costs have risen nearly 
55 percent since the beginning of 
1947. Current prices are 215 percent 
above 1939 figures. 











James McGraw, Inc., of Richmond, Va., the distributor 
who sold these traps, finds that with the Yarway Impulse 
Steam Trap, sa/es got hotter, too! 


Their customer, Richmond Piece Dye Works, where more 
than 35 Yarway Impulse Steam Traps are on the job, says: 


“Because Yarway Traps discharge continuously on heavy 
condensate loads, they bring our big dryer up to desired 
temperature quickly, and their intermittent discharge on 
lighter loads keeps it hot—improves efficiency.” 


Yarway'’s acceptance is growing by leaps and bounds. 
More than 525,000 have been purchased in the few years 
since their introduction. 


Yarway'’s sound Sales Policy of Selective Distribution 
makes sales territories secure— powerful advertising makes 
selling easy. 


YARNALL-WARING CO., 111 Mermaid Ave., Phila. 18, Pa. 


Ask about the Yarwav 30-minute color and sound motion picture :vith Lowell 
Thomas speaking—available for group showings. 


| YARWAY IMPULSE STEAM TRAP 
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INDUSTRIAL PRODUCTION INDEX—At The Roof 


INDUSTRIAL PRODUCTION has _ just 
about reached the saturation point. 
Output is at capacity; spending has 
outrun production; and prices are on 


the move _. 

Disposable income for each person 
in the country rose in 1947 by about 
8 percent. Tax deductions promised 
for 1948, no matter how small they 
may be, finally, will add further to 
spendable incomes. Dividends, in 
1947, rose 18 percent. The prospects 
are that stockholders won’t do as well 
in 1948, however. 


Heavy Industries 


Except for the Christmas week dip 
to 86.6, steel still operates at and 
above the average 95-percent-of-capac- 
ity-week the industry established back 
in the last days of September 1947. 

Automobiles continue to drive off 
the production line at the rate of 
100,000 per week and higher—except 
for those odd weeks when materials 
or power shortages gum up the works. 

Construction continues at a high 
rate, despite high labor and mate- 
rials costs, and the threat they will 
soon go higher. 

Prices at wholesale, as of the end 
of January, had inched higher for the 
13th consecutive week. With the 
threat of tighter credit controls loom- 
ing ahead, inventory buying again has 
quickened; and bank loans have grown 
considerably during the last few 
months. 


Prospects For Controls 


There is a great deal of smoke, but 
little fire, behind the talk about rolling 





. Dec. 

1946 

Total Production 1 181 
Total Manufacturers .. 190 
Durable 228 8 22 210 
173 

Minerals 136 


* These figures are preliminary and sub- 
ject to minor revision on the basis of 
additional data. 





back prices or freezing them; about 
rationing; and about a new tax on 
excess profits. Congressmen seem 
willing to nibble at the edges of infla- 
tion controls, but it’s doubtful they'll 
try a big bite this election year—not 
while consumer spending is crowding 
the clouds at the yearly rate of $172,- 
000,000,000. 

On the other hand, more than a 
few signs have appeared which in- 
dicate that prices actually will go 
higher. Workers in the heavy indus- 
tries (suppliers of distributor-stocked 
products and customers of distribu- 
tors) have put in their bid for a third- 
round increase in wages—an increase 
that already seems assured to them. 
Workers in other industries, both 
durable and non-durable, can be ex- 
pected to react in kind. 


The Break-Even Point 

Undoubtedly, the increases will 
push prices upward again in reaction 
to increase costs—as they have on 
every similar occasion in the past 
under similar circumstances. 
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Speaking of prices, and of “ready 
money” in the hands of consumers, 
it is these factors and the ease or dif- 
ficulty of securing credit that bothers 
many businessmen today. More and 
more often, manufacturers and dis- 
tributors ge “the * raga 

int”, and the effect on their opera- 
fioap of even a 10 percent fal in 
prices. 

Few storm warnings have appeared 
as yet to give substance to their un- 
easiness; the conflicting opinions put 
out by economists on a recession for 
this year tending to balance each other 
out toward zero. So most distribu- 
tors have come to rely on figures put 
out by the government which detail 
the rate of inventory buying, the bank- 
loan rate, the rate of current business 
activity, the rate of national spending 
and, most recently, they have begun 
to watch the rate of current exports. 

All of these indicators have man- 
aged to hold more or less steady at 
high levels; the fall-off in exports hav- 
ing been expected for some time and 
welcomed as a healthier state of af- 
fairs in our foreign trade. 


Watch Bonds And Failures 


Other indicators of business activi 
that the distributor might study wi 
some profit show the first, prelimi- 
nary hints of disquieting things to 
come. These would be the rate of 
commercial and industrial failures 
(presently the highest since 1943 and 
still rising) and the continuing de- 
cline in prices of corporate bods (as 
indicative of the tightness of invest- 
ment capital). 
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SUBSIDIARY OF ROCKWELL MANUFACTURING CO. 
EAST CHICAGO, INDIANA 


Edward 12 in. angle non- 
return valves for fs00 1b. 
1000 F service. Left valve 
shows Equalizer running 
from above disk to outlet. 


PRESSURE SEAL 
BONNET GAINS 
IN POPULARI 


For high-pressure, 
high temperature 
service the pressure 

. seal bonnet connec- 
Internal parts of Edward tion continues to 
pressure seal connection. gain in popularity. 
At the time Edward began incor- 
porating pressure seal connections as 
an optional feature on the larger globe 
and angle stop and non-return valves, 
body contours were changed and in- 
ternal flow passages i to 
greatly reduce pressure drop. 
Another feature, in the case of non- 
return and check valves was the addi- 
tion of the EDWARD EQUALIZER, 

















bonnet connection are 


40-YEAR OLD EDWARD 6¢000-o// 
VALVES STILL IN SERVICE . . . 


More than 40 years ago, a railroad 
car builder on Chicago’s far south side 
erected a new power plant. The blow-off 
valves, like the feedline and many other 
valves on the four boilers, were Edward. 

The same blow-off valves have been 
in continuous service ever since and 
are still tight. There have been no re- 


At St. Johns, La., are these 
Edward forged steel check valves, 
typical of many used in the oil fields. 

In this case, Edward 2 in. Fig. 160 
valves are on lines from 14 flowing 
wells at the treater and separator 
station. Check valves prevent back 
flow to wells. 

Edward builds ball and piston 
type check valves in horizontal, 
angle and vertical patterns for pres- 
sures to 7500 lb. and temperatures 
to 1000 F. Sizes 4 in. to 16 in. 


a piping arrangement which reduces 
B ure drop and helps prevent disk 
ct 


uation in service. 
Internal parts of the a ge seal 
airly simple 


but require tool-room machining care 
to insure a tight joint. A contingent 
advantage of pressure seal corinec- 
tion is ease of disassembly after lo 
time high temperature service an 
greatly simplified reassembly. 


After 40 years 
these Edward blow- 
off valves are still 
in regular service 
and give tight clo- 
sure. Edward was 
the original builder 
of steel blow-off 
valves. 


pairs or replacements other than a few 
new type seats and disks. 

Because the valves are subjected to 
frequent and sudden temperature 
changes and the erosive action of scale 
and abrasive material blown through 
at high velocities, blow-off service is 
exceptionally severe. 


Torque Meter Stops 


Bolting Guesswork 


All torque wrenches in the Edward 
plant are regularly calibrated on torque 
meters, before each valve production 
run, to be sure that wrenches measure 
correctly. Valve assemblers are thus 
certain that correct tightening stresses 
are applied to threaded valve parts. 


Equal stressing or stud bolts is im- 

rtant in proper assembly of bolted 

mnet valves. Properly tightened 
screwed-in valve seats and bonnet 
bushings assure leak-proof valve trim. 
Evenly stressed threaded parts mean 
tight joints, less effect on bolting from 
extreme temperatures, and easier re- 
make if a joint is ever broken. 

Body-bonnet bolting on large valves 
is stressed to exact micrometer mea- 
surement during assembly. 


EDWARD BUILDS cast and forged steel globe and angle stop, gate, non-return, blow-off, feedline stop-check, Intex (integral seat), integraj 
bonnet Univalves, relief, hydraulic, gage valves and strainers for power, petroleum, marine, industrial and technological services. 
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» How they... 


... simplify forged steel valve order-filling 


Any company that has had to stock 
forged steel valves will tell you that 
it has always been a problem to find 
enough space within the plant to lay 
out a neat, accessible design for stock- 
ing racks. And the racks must be not 
only neat and accessible, but have 
enough capacity to permit a large va- 
riety of kind and sizes to be put on 
display. 

The Maintenance Enginecring 
Corp., of Houston, Texas, found it- 
self in that dilemma recently and set 
to work to devise a method of stock- 
ing forged steel valves that would in- 
clude all the facilities mentioned and, 
more important, would simplify things 
when it came to filling orders received 
for the valves. 

They devised racks of pipe, standing 
upri t on channel iron bases, the 
whole of welded construction. The 
racks have a “full load” capacity of 48 
valves, hung by their wheels from pegs 
on the cross-pieces. Presently the com- 
pany has three of these racks that 
stand about waist high, and beyond 
them two others at chest height, on 
which are stored the smaller sizes of 
valves. 





Non-damaging and space saving are these steel valve stocking racks at Maintenance 


Engineering Corp., Houston, Tex. 


... save storage space with swinging shelves 


With the arrival of some new steel 
shelving to be used for the storage of 
heavy items, Graft-Pelle Co., Louis- 
ville, Ky., had a shelf rearrangement 
problem to solve. In the space against 
the wall where the new shelving was 
to be placed were a small shelf stand 
and a small shelf cabinet used for 
storing small items such as tube fit- 
tings. Since there is no surplus wall 
space in Graft-Pelle’s establishment 
and tube fittings are a fast moving 
item, the problem was where to locate 
the two small-item shelves. 

Oscar P. Stocker, president of Graft- 
Pelle Co., finally selected the ends of 
the center of floor shelves as the place 
to back one of the small item shelves. 
To place the other small shelf cabinet 
at the other end of the shelf aisle, 
however, would have meant loss of 


12 





Oscar P. Stocker pushes fronting small- 
item. cabinet to obtain fittings from 
rear shelf. 
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time in hunting for various sizes of 
fittings which are kept in glass jars. 
Failure to locate a size on one shelf 
would mean walking down the aisle 
to the other end of the center-of-floor 
shelving and looking for it there. 

The problem of where to locate the 
second small item cabinet was solved 
with a recollection of how a manufac- 
turer of a refrigerator solved a similar 
question. Mr. Stocker decided to place 
it in front and against the first small 
item shelf, in other words, doubling 
them up on one end of the center-floor 
shelving. A pair of hinges and a couple 
of casters attached to the bottom of 
the cabinet permitted swinging it out- 
ward like a door. Thus both small item 
shelves occupy the minimum space as 
one unit. The required fittings are 
secured easily and quickly. 


















Threadwell Screwplates 


are in active demand wherever there are threading jobs 
to do. Anyone can cut straight threads because each die 
has its own pressed steel guide to keep it lined up right 
in the stock. You can sell a lot of them. For complete infor- 
mation and prices, write for Bulletin No. 432. 
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Threadwell High Speed 
Counterbore Sets 


make it easy to counterbore for 
any size fillister head screw or spot 
face for hexagon heads or square 
nuts, Two ——e lips with spiral 
flutes give ampie clearance and 
strength, They cut like a drill, with 
no chatter. Easily sharpened. Lots 
of your customers want ’em. Write 
for Bulletin No. 433. 


| 
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HAND TAPS MACHINE SCREW TAPS PIPE TAPS 


THREADWELL “TAPS OF DISTINCTION” 


are available in all sizes and styles in carbon steel and 
high speed steel. They are noted for accuracy and 
long life. Threadwell High Speed Hand Taps have the 
exclusive Threadwell ‘‘i-dot-ification” feature—red 
dot on the shank for cut thread, white dot for com- 
mercial ground thread, b/we dot for precision ground 
thread. 


THREADWELL MACHINE SCREW TAPS 
and THREADWELL PIPE TAPS 
ate made to meet equally high standards of quality 





THREACWERL BARD OPERATEO ACY War cuTTEas 











and precision. Their performance has won the recog: Threadwell Keyway Cutter Sets 
nition and acceptance of tap users everywhere. Write make it easy to cut any standard width, any depth 
for Bulletin No. 431. keyway in gears, cutters, couplings, pulley hubs, etc. 
Sixty seconds does the job. Quickly pays for itself 
THREADWELL in any shop. Threadwell Arbor Presses have many 
ADJUSTABLE ROUND ase a — to keyway cutting. Write for Bulletin 
SPLIT DIES 
come in fractional machine —— 
screw and pipe sizes. They 
may be recommended as the 
standard for accuracy and de- 
pendability. Write for Bulle- 
i . 432. fs 
ee “TOOLS OF DISTINCTION 





THREA Wy WELL TAP AND DIE COMPANY ~- GREENFIELD, MASSACHUSETTS, US.A 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE. LOS ANGELES 21 
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Louisville Firm 
Changes Name 


Fred G. Burdorf, president, an- 
nounced that the Laib Co., Louisville, 
Ky. distributor of plumbing, heating 
and industrial supplies, has changed 
its name and will now be known as 
United Plumbing & Mill Suppliers, 
Inc. 

Commenting on the reasons for the 
change, Mr. Burdorf said, “Ours is es- 
sentially a revitalized organization, 
with many years of valuable experi- 
ence behind us. We have adopted 
new policies and new methods, and 
have streamlined our business along 
modern lines for greater efficiency, 
yet have retained all department heads 
and employees who have the required 

ualifications.” 

“The old Laib Co.,” Mr. Burdorf 
added, “has been known for many 
years principally as distributors of 
plumbing fixtures and materials, and 
we felt that continued use of the 
name might handicap us in the devel- 
opment of our Mill and Industrial 
Supplies Division. As a matter of fact, 
nearly half of our entire volume of 
business today is in distributing mill 
and industrial supplies.” 

Mr. Burdorf said that the capital 
has been increased materially. e 
firm now owns its own office and 
warehouse buildings, which have been 
improved and enlarged. Radical im- 
provements have been made in inter- 
nal management, inventory controls, 
customer relations and technical de- 
velopments. The volume of business 
has increased and the staff has been 
augmented. 

Other officers of the United are 
George E. Schlegel, vice-president; 
M. E. Phelan,  secretary-treasurer; 
George A. Schmitt, mill and industrial 
department; C. C. Stauss, plumbing 
department; R. A. Striepe, heating de- 
partment; William J. O'Connell, in- 
dustrial sales promotion; C. L. Striepe, 
plumbing sales promotion. 
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George J. Zimmerman 


Zimmerman Retires At 
Strong, Carlisie & Hammond 


George J. Zimmerman, who has 
been associated with Strong, Carlisle 
& Hammond, Cleveland distributors, 
for the past 46 years, retired recently 
as president of the company. At the 
same time, Mr. Zimmerman resigned 
as manager of the firm’s machine tool 
division. 

Edward L. Mack, assistant manager 
of the machine tool division of the 
company for the past year, succeeds 
Mr. Zimmerman as manager. 

Also retired is Harry W. Smith, 
manager of the distributor firm’s Mac- 
it division, and the company’s oldest 
employee in point of service—52 years. 
He is succeeded by Stanton C. Gun- 
nett, formerly Mr. Smith’s assistant. 


Republic of California 
Adds 15th Branch 


Fifteen branches now comprise the 
distributor “family” of the Republic 
Supply Co. of California, with head- 
quarters in Los eS Latest off- 
spring is its new building in San Jose, 

alif., of special construction and 
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Harry H. Smith 





patterned after the branch opened in 


Fresno en, the past year. 


The new facilities, under the man- 
agership of R. A. Ohman, are the same 
size as the Fresno branch, and are 
similarly equipped. Mr. Ohman di- 
tects the activities of three outside 
salesmen, and four salesmen inside. 


Electric Tool & Supply 


Increases Sales Force 


Four new men have been added 
to the sales department of the Electric 
Tool & Supply Co., Los Angeles, under 
A. R. Williams, manager. 

Howard Langhans, hoisting engi- 
neer specialist will plan and sell in- 
stallations of hoisting equipment. He 
was brought out from the Detroit 
office of Manning, Maxwell & Moore. 

Otto Seeman and John West, both 
trained within the organization, have 
been put out in Los Angeles city terri- 
tory as sales engineers. 

Ray McEwan has been made resi- 
dent salesman in the San Fernando 
Valley, and Jack Bedard, as resident 
salesman, now is opening a new terti- 
tory along the coast, 
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USE THEM WITH BENCH ORINDERS —Whirtwind Wire TH EY’RE SELL THEM FOR PORTABLE GRINDERS—Whirlwind Wire 
Wheel Brushes come in six wheel sizes from 4” to 12”) Wheel Brushes come in 4” to 8” wheel sizes; made of 
in 1, 2 or 3 sections; and in .014”, .0118" and .005” -014” wire for rough cleaning, .0118” wire for high- 
wire. Adaptors fit them to almost any arbor or spindle. CLEANING speed buffing, .005” wire for fine finishing and 


METAL 





Wire Cup Brushes come in SELL THEM FOR ELECTRIC DRILLS—Smoll Whirlwind Cleaning Brushes are 
4’, 8° end 6” diem, made of BES’ wive ter tough deentig ibe. Grab ideal for work in close quarters. Available in several shapes, fitting angles, 
hes 59”, 11-thread bushing; threads on Sander spindie. cavities and grooves. 


SELL THEM WHIRLWINDS* 


for Better Brushing at Top Speed 


You'll find plenty of places to make profitable sales of Black & 
Decker Whirlwind Wire Brushes . . . because they save money, 
muscle and man-hours on so many tough jobs! (1) They speedily 
remove rust, scale, old paint, light weld spatter. (2) Clean machinery, 
parts, castings, tanks, structural metal. (3) Prepare surfaces for 
welding. (4) Do high-speed buffing and fine burnishing or finishing. 
You can use them on practically any spindle . . . and particularly 
on Black & Decker Electric Bench Grinders, Portable Grinders, 
Sanders and Drills. They’re built right in our own plant, on special 
machinery, for extra toughness, extra life, extra performance! We’re 
advertising Whirlwinds in the March 20th issue of The Saturday 
Evening Post and this month’s leading trade papers. So put some 
extra push behind this profitable repeat item now! The Black & 
Decker Mfg. Co., 617 Pennsylvania Ave., Towson 4, Maryland. 
*Trade Mark Reg, U. 8. Pat, Off. 
LEADING DISTRIBUTORS EVERYWHERE SELL 


Via HW 


PORTABLE ELECTRIC TOOLS 
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products hy caRBORUNDUM 


When a customer runs into a tough problem 
on an abrasive application or operation, it is 
only natural to look to the CARBORUNDUM 
distributor for assistance. Supplied by The 
Carborundum Company with a steady flow of 
technical information, our distributor’s men in 
the field are furnished practical training in the 
handling of a variety of abrasive problems. 
Combined with on-the-job experience, this 
guidance enables them to step in on complicated 
situations. Their confidence is strengthened by 
knowledge that behind them is the experienced 
counsel of specialists in the field of abrasives. 


TRADE MARK 





‘ 


ficult nr ahlems 





It is this type of cooperation that helps distrib- 
utors of products by CARBORUNDUM build 
and maintain a reputation for intelligent serv- 
icing of their accounts. With a complete line of 
well known abrasives, tremendous trade adver- 
tising in leading publications, planned promo- 
tions and the close support of The Carborundum 
Company, it is logical to expect the industrial 
supply distributor to cash in on the large volume 
demand for abrasives by CARBORUNDUM. It’s 
a program that asks only that you talk up these 
products in your territory. The Carborundum 
Company, Niagara Falls, New York. 


Abrasives by 
CARBORUNDUM 


TRADE 


MARK 
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National Screw & Mfg. Co. 
Buys Chester Hoist Co. 


The National Screw & Mfg. Co., of 
Cleveland, Ohio, has purchased the 
Chester Hoist Co. of Lisbon, Ohio, 
uniting one of the largest makers of 
nuts, bolts, and screws with an organi- 
zation that manufactures a complete 
line of spur gear hoists and trolleys, 
and a complete line of differential 
hoists. The move is expected to 
broaden National’s line in the hard- 
ware and mill supply trade. 

George Nielson Bolton has been 
named manager. Hal F. Wright, for- 
mer president and principal owner of 
the Chester Hoist Co., will remain 
with the organization for a period. 

The Lisbon plant will be known as 
the Chester Hoist Division of The 
National Screw & Mfg. Co. 


Whitman & Barnes 
Celebrates 100 Years 


Whitman & Barnes currently is 
celebrating its One Hundredth An- 
niversary in business—a century of 
uninterrupted and eventful service to 
the country and to the world. 

The history of the company dates 
back to the year 1848, when at Fitch 
burg, Mass., Albert Page set up in 
business to manufacture knives an 
other cutting tools for the nat 
vast and growing agricultural 
try. Six years later he was jou 
Augustus Whitman to form a_part 
nership of Page, Whitman & Co 
which later became known \\ 
man & Miles Mfg. Co. In 
merger was formed with G 
Barnes & Co. of Syracuse, New 
It was then that the names of \\ 
man & Barnes were first 
together as the Whitman & Bam 
Mfg. Co. 

In 1926, Whitman & Barnes Mfg. 
Co.—which had moved to Akron 
meanwhile—and the Detroit Twist 
Drill Co. concluded a consolidation, 
and all manufacturing facilities were 
then centered at Detroit, which con- 
tinues as the company’s present home 
and manufacturing site. In 1933 the 
company was further strengthened by 
the acquisition of Latrobe Tool Co.— 
a step which brought not only larger 
productive facilities, but added new 
men with new ideas and new vitality 
to the organization. 


McLeod To Head Sales 
For Dillon Supply Co. 

D. G. McLeod, vice-president of 
Dillon Supply Co., Raleigh, N. C., 
has been appointed vice-president and 


sales manager to succeed the late 
P. M. Grubbs. 
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That lantern slide machine, left, was an important element in the sales meeting con- 


ducted recently by Charles Pfisterer, Chicago branch manager for Manheim 


fg. & 


Belting Co. in the industrial sales office of his distributor, Electrical Engineering & 
Equipment Co., Des Moines, Iowa. On hand to hear the Veelos V-belt story were: 
(standing, left) Harold Boyenga, outside salesman; C. A. Pfisterer, Manheim branch 
manager; William Spry and George Lamberti, outside salesmen; Dick Hearn, pur- 
chasing agent; Merton Snapp, inside salesman; Gordon Stewart, manager, counter 
sales; Marvin Piper, inside salesmian; Q. C. Teach, manager; and Tom Ramsey, out- 
side salesman. Seated: Wayne Beatty, outside salesman; T. R. Randolph, inside sales- 


man; R. B. Meyers, \ 


Herbert Darragh, out salesman, 


president; Lloyd Houvenagle, assistant sales manager and 





Prior to January 1947, Mr. McLeod 
vas manager of this firm’s Rocky 
Mount branch. He has been with Dil- 
lon Supply Co. for twelve vears, and 

f the | niversity of 

la 1934. Mr. 

ciated with 
er & Light Co. 

appointments in- 

L.. P. Kendrick, as outside 

esman with headquarters in Flor- 

ence, S. C. 

Harold Ernst, new manager of ware- 
house operations and John Miravalle, 
formerly city salesman, now in the 
office of sales department. 

As a stimulus to sales, the firm is 
holding two sales meetings a month 
for all outside salesmen. Factory rep- 
resentatives are invited to address the 
meetings and give specialized informa- 
tion and selling aids. 

A new Dillon Supply Co. catalog, to 
be completed in the Spring, is esti- 
mated to carry over 35,000 items. 


John H. Collier Retires 
At Nicholson File Co. 


John H. Collier, sales manager at 
Nicholson File Co. of Providence, 
R. I., retired from active participation 
in the company last December 31st. 
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Mr. Collier’s duties will be reassigned 
by Harry L. Whitney, who succeeded 
Wallace L. Pond as director of sales 
when the latter retired in Nov. 1945. 

Mr. Collier joined the company in 
1906, directly after his graduation 
from Brown University. He traveled 
for the firm in a number of territories, 
including the South, Southwest and 
New England. In 1915 he was brought 
to the home office as assistant sales 
manager, a position which he held un- 
til 1942 when he was appointed sales 
manager. 





John H. Collier 
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New Hewitt Glass Fiber Steam Hose 
withstands high pressure of 


saturated and superheated steam 


Until now, the extreme temperatures 
of saturated and superheated steam 
often caused steam hose to crack 
up after less than a day’s use! 


But that’s all c . 
thanks to new Hewitt Glass Fiber 
Reinforced Steam Hose. This re- 
markable new development is made 
with braids of glass fiber cords 
specially treated and designed to 
withstand the high temperature 
generated by up to 200 pounds pres- 
sure of saturated and superheated 
steam. 


It’s able to do this because Hewitt- 
Robins engineers have discovered 
an entirely new way to treat glass 
fiber cords to make them adhere to 
rubber . . . impervious to moisture 

. kink burst-resistant. And last 
but not least, they have developed the 
most durable heat-resisting rubber- 
compounded tube and cover yet known! 


HEWITT RUBBER DIVISION, HEWITT-ROBINS INCORPORATED 





High pressure is duck soup 
for this steam hose! 


Hewitt Glass Fiber Steam Hose has 
been tested for your customers on 
the toughest steam-handling jobs. 
And it has proved that it can take it. 


Let your customers know about the 
many advantages of this unique 
Hewitt development. No matter 
what their requirements may be, 
there is a Hewitt hose to meet their 
exact needs. For further informa- 
tion, write Hewitt Rubber Division, 
240 Kensington Avenue, Buffalo 5, 
New York. 


HEWITT 


GLASS FIBER 
STEAM HOSE 





0 
+ 
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Why New Hewitt 
Steam Hose 
Meets Your Needs 


Glass fiber carcass maintains 
maximum resistance to high 
steam pressures . . . does not kink 
or rupture through flexing. 


The tube and cover retain their 
original resiliency and strength 
even under high temperatures 
over long peri 


Special treatment of the glass 
fiber cords is responsible for ex- 
treme flexibility and ability to 
withstand constant flexing and 
sharp kinking. 


Glass fiber cords are many times 
stronger than any other cord— 
resulting in a high safety factor 
of working pressure to burst— 
yet lighter in weight per foot than 





any other cord reinforcement. 


. MAKERS OF INDUSTRIAL HOSE e BELTING ¢ PACKING 


































THE EXECUTIVE COMMITTEE 
of the American Association, and the 
Blackhawk Mfg. Co., have lost Burt 
Hotvedt to “Motor Age”, well-known 
magazine of the industry. 


SINCE JACK MANILDI bought out 
Mell O. Haldeman Corp. of Los An- 
geles, a short 18 months ago, personnel 
and facilities of the company have 
grown 200 percent. 


FATHER RUSSELL F. PRATT, president of the TEN PERCENT of a year’s salary (a $16,500 bonus) went recently 
General Machinery & Supply Co., San Francisco, to these salesmen and other employes of Lewis Supply Co., Mem- 
consults with son Russell A. Pratt, vice-president phis, Tenn. and Helena, Ark., along with a general 10 percent in- 


and manager. crease in salary. 


CONTINUOUS SERVICE for 28 years is the ~ THE ENTIRE BILLING department of Riechman-Crosby Co., 
record of shipping department head J. B. Young, Memphis, Tenn., are southpaws, a fact that went unnoticed until 
shown with John S. Hall Jr. of Dillon Supply Co., C. W. Moore, treasurer, remarked on the left-handers busy at their 
Raleigh, N. C. various machines. 
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1949 — 


Can Be a Good Year Too 


You can expect good business to run on 
well through 1948. 


But old-time competition is close upon 
us. 


And 1949 will be a critical year for all of 
us — making lower taxation imperative 
NOW. 


These are the main conclusions drawn from a na- 
tion-wide survey of industry’s plans for new plants 
and equipment which McGraw-Hill has just com- 
pleted. Here are the major findings: 


1. Capital expenditures in 1948 may be a little 
lower — but at the most only 8% lower — than 
in 1947. 


2. In 1949 capital expenditures may decline. 1949 
plans are still fluid. However, those which have 
been projected now show a falling off. (Wash- 
ington planners, please note: Current official 
attempts to discourage capital expansion may 
turn out to be superfluous — or downright 
dangerous.) 

3. Industry’s initial postwar rebuilding will be 
85% complete at the end of 1948. When this first 
wave of deferred maintenance and expansion 
is finished, American industry will have more 
than half again the capacity it had in 1939. This 
does not mean the end of needed capital expen- 
ditures. Business will need to invest much more. 
(President Truman sets an investment goal im- 
mediately ahead of $50 billion.) But it does 
mean that tough competition is returning fast. 








e IF YOU WANT full details of the McGraw-Hill sur- 
vey of Capital Expenditures, which is summarized in 
this editorial, write to the Economics Department, 
McGraw-Hill Publishing Company, 330 West 42nd 
Street, New York 18, N.Y. 











These are solid facts, based on plans which are firm- 
ly made by a broad cross-section of American indus- 
try and which the McGraw-Hill survey revealed. 

The greatest contribution of this survey is the 
information it supplies on business plans for the pur- 
chase of new plants and equipment. What business 
planned to do about such expenditures was by far the 
biggest unknown element in the 1948 outlook. For, if 
business planned to slash its outlays for plants and 
equipment this year, that fact alone could bring a 
sharp downturn in business. 

In making this survey, McGraw-Hill researchers 
all over the nation personally interviewed top execu- 
tives of companies selected to make up a scientific 
cross-section of industry. Each executive was asked 
to give, not his opinion about general business trends, 
but factual details about his company’s plans for 
1948. By adding together the plans of the companies 
interviewed, McGraw-Hill has secured, for the first 
time, a reliable picture of what business plans to do 
in the months ahead. 

Here are plans for 1948 and 1949, as revealed by 
the survey: 


1. Industry still needs more than a year 
to finish its initial postwar maintenance 
and rehabilitation program. 


Among manufacturing industries, top executives 
report that 64% of their program for the immediate 
postwar period is now complete. According to present 
plans, 85% will be installed by the end of this year 
even though some manufacturing industries still 
have a long way to go. For instance, oil companies 
will complete only three-quarters of their presently 
planned expansion program by the end of 1948. 


2. Business may spend less on new plants 
and equipment this year than the record 
$16.1 billion spent last year. But the decline 





probably will be negligible and certainly 
will not be great enough to bring on a busi- 
ness recession. 


At the time McGraw-Hill interviewed top execu- 
tives, some companies had not yet approved their 
1948 capital budgets. Under the extreme assumption 
that those particular companies will make no capital 
expenditures in 1948, industry’s 1948 bill for new 
plants and equipment will run to $14.9 billion, or 8% 
below last year’s record figure. Under the more real- 
istic assumption that those companies will cut their 
capital investment only as much as the companies 
which had already drawn up their plans for 1948, in- 
dustry’s 1948 capital budget will run to almost $15.8 
billion, a decline of only $300 million from 1947. 

Thus the over-all conclusion of the McGraw-Hill 
survey is that capital expenditures by business will 
be only slightly lower this year than last. 


3. Business executives will not slash their 
1948 capital budgets unless they are con- 
vinced that a real slump is in the offing — 
and they are not convinced now. 


Almost two-thirds of all manufacturing companies 
say they would not cut capital budgets sharply even 
if business activity declined 20%. What is more, even 
a 15-20% boost in wage rates would have little effect 
on projected capital budgets. If wages go up, 57% of 
manufacturing companies would not change their 
capital budgets, 26% would increase them, and 17% 
would cut them. 


4. Most executives look for an increase in 
their company’s sales this year. 


More than half of all manufacturing companies are 
planning on a sales increase over last year of 10% or 
more. A third of them say sales will be about the same 
as in 1947. And fewer than 10% look for lower sales. 


5. Manufacturing companies will finance 
much of their purchases of new plants and 
equipment in 1948 from funds set aside out 
of past or current earnings. 


Utilities and railroads, on the other hand, must go 
to the securities markets or commercial banks to 
finance most capital expenditures. 

Although manufacturing companies say they can 


finance this year’s capital expenditures in large part 
from current profits and past savings, all evidence 
indicates that, to do so, they will use up most of the 
funds they earmarked during the war for this pur- 
pose. So in 1949, industry must go to the capital mar- 
kets or to the commercial banks if it is to continue 
to spend for capital purposes. If the securities markets 
continue to lie in the doldrums, as they will under 
present tax laws, only companies with triple A credit 
ratings will be able to raise funds that way. 


6. Purchases of new plants and equipment 
may fall off in 1949. 


The McGraw-Hill survey collected all available 
evidence on plans for 1949 capital budgets. Fewer 
than 40% of all manufacturing companies now have 
definite plans for 1949. Of those that have plans, 45% 
intend to spend less than in 1948, 30% plan to spend 
the same amount, and a quarter expect to spend more. 
These preliminary decisions would seem to indicate 
that capital investment may fall off in 1949. 


7. Industry’s production capacity in 1949 
will be far above prewar. 


Manufacturing capacity will be more than 50% 
greater than in 1939 once the present wave of postwar 
building is complete. Almost a third of all manufac- 
turing companies report that their capacity will be 
double or more than double the prewar figure. Thus, 
1949 may see a huge increase in production of many 
things that now are hard to buy. 

The last two points in this summary mean that 
1949 will be a critical year. We must forestall a sud- 
den drying up of capital expenditures in that year. 
We must be able also to absorb a great outpouring of 
production both of capital and consumer goods. 

What will happen to business in 1949, therefore, 
will depend on how successful we are this year in 
dealing with such momentous problems as taxation, 
foreign aid and prices. But 1949 can be a good year 
too. 

The next editorial in this series will discuss the 
pivotal problem of taxes. 


President, McGraw-Hiil Publishing Company, Ine. 
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WHEN YOU SELL THE HOIST 
THAT’S IN DEMAND...... 


YALE 


CABLE KING 


WIRE ROPE ELECTRIC HOIST 


1—YOUR CUSTOMER PROFITS — 
Because he gets a simple, easy -to-oper- 
ate hoist that lifts faster, does more 
work per day, speeds the handling of 
material, cuts his cost. 


2—YOU PROFIT— Because The Yale 
Cable King gives you the following 
outstanding sales advantages: it is the 
only hoist equipped with a load brake 
with positive iubrication, exclusive air- 
cooling design. Rugged power. Comes 
in capacities from 14 to 12 tons. 
And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Midget King Electric 
Hoist and the portable Pul-Lift, “in- 
dispensable tool of industry.” Keep 
yourself informed about the “hoists 
ge that are in demand.” Address: The 
SALES nee SUM Yale & Towne Mfg. Co., 4530 Tacony 


Cvelable Threugh 


Distisbute Street, Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


INDUSTRIAL SCALES *« HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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ro set Eleetrie Tools, vou NEED THE ANSWERS 





Losing voltage on your 


sales 


of portable electric 
tools? Feeling out of phase 
and worn down? Turn on the 
current with these 16 ques- 
tions, then switch to Page 


174 for the answers. 


Questions: 


1.Match the following terms for 
portable electric drill parts: 
(a) End handle 
(b) Side handle 
(c) Spade handle 
(d) Pipe handle 
with the terms below which 
each most closely matches. 
(] for heavy drilling and wood 
auger work 
QO for medium and large drills 
Q) for drills 3-in. and under 
C) breast-plate handle for increas- 
ing operating pressure 
2. When a tool fails to operate, check 
for: 
0) brushes not making contact 
QO broken motor lead 
() broken cable 
QO) switch not making contact 
Q) open circuit in the armature 
QO) open circuit in field coil 
3. “Universal” motors are designed 
for operation on: 
0 only direct current (DC) 
0 only alternating current (AC) 
O On either DC or on AC 
4. Outside limit for satisfactory oper- 
ation of electric drills is: 
(1) 25 percent over voltage speci- 
fied 
C 10 per cent over voltage speci- 
fied 
0 5 percent over voltage specified 
5. The term “hogging the drill” 
means: 
C) to take big bites with the drill 
in soft materials 
(] to prevent other people using 
the drill 
0 to force the drill beyond its 
capacity 
C) to use the drill on hard mate- 
rials 
6.When a customer would clean 
commutators of his electric drill 
motor, tell him to: 
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use emery cloth 
bathe them with thin oil so- 
lution 
clean lightly and smooth with 
sandpaper (very fine grade) 
(J) wash them with a salt water 
solution 
7. Keep the drill’s ventilating system 
clear: 
C) by a frequent oil bath of the 
fans 
() by blowing compressed air 
through the tool 
C) by scraping the fans clean with 
a sharp penknife inserted in 
the ventilating holes 
() by a carbon-tetrachloride spray 
8. One of your customer’s drills lacks 
power, will not operate at normal 
speed, and heats up quickly, proba- 
bly because: 
(] the drill is operating without 
proper ground 
(] the drill is being used on too 
high a line voltage 
(] the drill is being used on too 
low a line voltage 
9. Most modern portable electric tools 
are equipped with: 
C) one wire and a ground 
CL] two wires and a ground 
() two wires and no ground 
C) no wires and two grounds 
10. Portable electric drills may also be 
used, with proper tool attach- 
ments, for: 
L) reaming 
C) turning 
counter-boring 
broaching 
external pipe threading 
sawing holes 
screw driving 
light grinding 
. It is said that fully 75 percent of 
portable electric tool failure is duc 
to lack of attention to one of the 
following. Which do you think is 
the most common fault? 
C] shorted wiring 
(] bearing wear 
() carbon brushes 
() weak brush springs 
(] poor soldered connections 
12. Brushes should not be worn down 
beyond: 
C] 4 their original length before 
replacement 
C) 4 their original length 
C) 4 their original length 
13. Electric hammers are of two gen- 


eral types: 


O OO 


OOOO0O00 


— 
— 
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[1 one in which mechanical 
mechanism converts rotary 
motion of motor to sharp 
hammer blows 

(J one in which rotor reacts 
against stator impulses to de- 
liver impact 

C1) one in which hammer is actu- 
ated by free piston action of 
an electric solenoid 


14. Tell which of the following state- 
ments about portable electric tools 
is true, which false. 

(a) The smaller the shank of a 
portable electric hammer, the 
more blows per minute it will 
deliver. O True. O False. 

(b) The electric saw, by test, has 
been found to be about five 
times as fast on production 
jobs as the hand saw. (0 True. 
QO) False. 

(c) Stone and similar materials 
may be cut with an electric 
saw in combination with an 
abrasive disc. OO True. 
O False. 

(d) The size of the wire running 
to the power source will be 
determined by length of the 
extension and size of the tool 
used. O True. O False. 

(e) With proper adjustment, a 
110-volt power tool may be 
run effectively on a 220-volt 
line. O True. 0 False. 

(f) Electric sanders are most com- 
monly used with abrasive discs 
for preparing metal surfaces 
for painting, or other surface 
treatment. 0 True. 0 False. 


15.Electric sanders also can be 

equipped with: 

QO] wire cup brushes for cleaning 

operations 

wood augers for cutting holes 

in timbers 

1 rubbing pads and planer heads 
for surfacing and _ shaping 
timbers and other wood sur- 
faces 

O) saucer grinding wheel for 
metal grinding operations 


| 
| a | 


16. The specification for an electric 

nut-runner as “%-in.” means: 

[] it will take machine screws and 
nuts up to that dia. 

OQ it is equipped with a shank 
of that dia. 

2 its chuck will also accommo- 
date drills of that dia. 
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YES, NAPOLEON— 
HARD-HITTING CONSUMER 
ADS, DIRECT MAIL, DISPLAYS, 
STREAMERS, ETC. 
BOOST JOBBER SALES! 


MONTHLY TRADE PAPER PUOLIED 


a ’ \ 

| i ; 520 N. MICHIGAN AVE \ 

Oi -Dri Corporation CHICAGO 11, ILLINOIS \ if 
OF AMERICA 


Member of Notional Safety Council iN \\ A\ 
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The material being cut was 1%”’ mild boiler plate (5.2 Brinell). 
Using a %’’, 10-tooth blade, it took 1% hours to saw out a 
complete unit and only one unit could be cut per blade. 
Since other operations were performed faster, a bottleneck 
resulted and highly paid workers were kept idle while waiting 
for the units to come througn. 


The Disstoneer* recognized a condition often met before . 
one that is frequently overlooked. The blade in size and 
number of teeth to the inch was not suited to the work. He 
recommended a Disston Hard Edge Flexible Back Band Saw 
Blade of a narrower width and a coarser tooth spacing. It 
was as simple as that... simple to the Disstoneer because he 
could draw from a long experience with metal-cutting opera- 
tions of every kind. And the results . . . 


Four complete units are now being cut with one blade—2 per 


Cutting semi-circular 
units of 1%" boiler plate 
steel with Disston Hard 
Edge Flexible Back Band 


lade. 


hour, three times the production of the discarded blade. 
Wider tooth spacing provided more gullet room for chi 
clearance, permitting faster speeds and feeds. The bortlenec 
was eliminated. The narrower blade made cutting of the 
radius easier. Production costs and blade costs were reduced. 


The Disstoneer may be able to do as much for you. His 
services are available without cost or obligation. 


For further particulars, write direct or get in touch with your local 
Disston Industrial Distributor. 

*DISSTONEER—a man who combines the experience of 
umema. Disston leadership and sound engineering knowl- 
“tt edge, to find the right tool for you—to cut wood, 
\ to cut metal and other materials—and TO CUT 
ut YOUR COST OF PRODUCTION—xnot only on 


» Special work, but on ordinary johs as well. 


\ 








THE DISSTONEER WILL 


He will be glad to work with you in solving 
your customers’ cutting problems... and in 
developing new business for you . . . just as he 
is doing for many other Industrial Distributors 
throughout the country. And Disstoneer service 
is available to you without charge or obligation. 


OPEN DOORS FOR YOU 


Write for full particulars. Learn how the 
Disstoneer can help you increase sales... not 
only for Disston products but also for the other 
goods you sell. Address the nearest branch or 


factory ... or write to us direct. 








HENRY DISSTON & SONS, INC., 323 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., 
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San Francisco, Vancouver, 


B.C. Canadian Factory: Toronto 1, Ont. Australian Factory: Sydney, N.S.W. 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 


























AC Welders 


Three For Industry; 
Two For Farm And Shop 


A new line of AC welders includes 
three models for industrial uses—200, 
300 and 400 amps.,—and two models 
for farm and general shop use—130 
and 180 amps. All models are NEMA 
rated, with the two farm models meet- 
ing the requirements of rural utilities 
and REA. Notable features of all mod- 
els include: patented electrical and 
magnetic circuits offer instant starting, 
smooth and stable arc at all amperage 
settings; high power factor; reduction 
of “noload” losses; unusual compact- 
ness, due to the fact that the movable 
core on all models travels less than 
l-in. to cover the entire range of step- 
less amperage control; absence of ro- 
tary parts; efficiently cooled; carriages 
are welded steel tubing, equipped with 
large dia. wide rim, cast aluminum 
wheels as standard.—John A. Kern 
Co., Chicago 7, IIl.—Mill Supplies, 
March 1948. 


Lock Washer 
Aluminum Spring Type, 
It Resists Corrosion 


A new, aluminum spring lock washer 
is designed for use in all types of light 
metal aad light metal assemblies. The 
new “Diamond G” aluminum washer 
has light weight, is corrosion resistant, 


and has equal strength and spring ten- 
sion with the bronze or stainless types. 
Manufactured in all standard and spe- 
cial sizes, the new washer is said to 
supply the long need of design and 
production engineers for a light metal 
lock washer to be used in conjunction 
with other light metal manufactures. 
—George K. Garrett Co., Philadel- 
phia, Pa.—Mill Supplies, March 1948. 


Drill Press 


Bench And Floor Models 
Drill 2-In. In Iron Or Steel 


A new precision drill press, available 
in both bench and floor models, has a 
capacity to drill 4-in. in iron or steel 
at the center of a 14-in. circle. (The 
drill press is a departure for the com- 
pany, by the way, which has manu- 
factured precision lathes exclusively 
for over 40 years.) Its features include: 
A quick-acting belt tension release 
lever which simplifies changing the 
spindle speeds and returns the vertical 
mounted motor to its original position 
after each change, maintaining the 
same belt tension for each of the four 
cone pulley steps; the free-floating 
spindle, which is spline driven, has a 
maximum travel of 4-in., with spin- 
dle speeds of 707, 1305, 2345 and 
4322 rpm; the free-floating design is 
said to prevent misalignment, side 
thrust and whip; all ball bearings, pre- 
lubricated and sealed, require no oil- 
ing; the spindle quill bearing has ad- 
justment to compensate for quill wear; 
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a full tilt type table, with 10 by 10-in. 
precision ground top surface, has slots 
for clamping fixtures or work.—South 
Bend Lathe Works, South Bend 22, 
Ind.—Mill Supplies, March 1948. 


Dowel Pins 


High-Grade Alloy Steel; 
Hard, Precision Ground 


Alloy precision ground dowel pins, 
machined to hairline tolerances, now 
are available, packaged in boxes for 
convenience and ready product identi- 
fication. Surface hardness of the pins 
is Rockwell “C” scale, 60-62; their 
core hardness, ‘““C” scale, 50-54. Sin- 
gle shear strength of the pins is 144,- 
000 to 150,000 per sq. in.; their tensile 
strength, 240,000 to 250,00 per sq. in. 
Each box holds 12 pins and is clearly 
labeled to indicate dia. size and length. 
Dias. increase by Yth from $ to 1-in. 
—Standard Pressed Steel Co., Jenkin- 
town, Pa.— Mill Supplies, March 
1948. 














Steam Trap 


Small In Size, 

It Has Large Capacity 

A new steam trap is designed for unit 
trapping installations draining steam 


heated equipment in laundry, food 
processing and similar types of plants. 


(Continued on page 128) 
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WINTER SERVICE 
HELPS YOU 
SERVE OTHERS 








The better service you give your customers 
the more profitable they are to you. Winter 
Engineers can help you give better service 
by recommending the right tap or die for 
your customer's needs. And the tool he 
recommends is quickly available from com- 
plete stocks carried at branch warehouses 
in New York, Chicago, Cleveland, San 
Francisco, and Detroit, and at Winter 
factories in Rochester, Michigan, and 


Wrentham, Massachusetts 


TAPS 


Hand Taps 

Machine Screw Taps 
Three Fluted Hand Taps 
Serial Hand Taps 

Chip Driver Taps 

Nut Taps 

Taper Pipe Taps 
Straight Pipe Taps 
Pulley Taps 

Stove Bolt Taps 

Bent Shank Tapper Taps 
Straight Shank Tapper Taps 


DIES 


Adjustable Round Split Dies Winter Brothers advertising in leading business 
Hexagon Rethreading Dies publications points out that Winter distributors 

carry a complete stock of Winter taps. Winter 
Solid Square Bolt Dies Brothers are proud of their distributors and their 
Solid Square Pipe Dies ‘ excellent record of customer service. 


“ALWAYS AT YOUR SERVICE” 


inter Brothers COMPANY » AR 


ROCHESTER, MICH. and WRENTHAM, MASS. . Distributors in Principal Cities 
A Division of the National Twist Drill and Too! Company «+ Branch Stores: San Francisco, Chicago, Detroit IN E R 
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TOOL YOUR CUSTOMER WANTS... 


The type of tool your customer 
wants is sure to be found in the 
National line, for National manufac- 
tures a complete line of standard 
rotary metal cutting tools. You are 
also able to meet your customers’ 
quantity needs promptly because 
National tools are stocked conven- 
iently near you—at New York, 
Chicago, Cleveland, San Francisco, 
and Detroit and at the factory at 
Rochester, Michigan. An extensive 
National advertising campaign in 
leading metal working magazines 
has created a ready acceptance 
for National Tools. 


Magazines advis 
distributor 


ba 
~ 
ime, 
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End Mills+-Shank Types 
Woodruff Key Seat Cutters 


Involute Geor Cutters 


HIGH SPEED STEEL ONLY 


Solid Counterbores 


HIGH SPEED awa CARBON STEEL 


Twist Drills 


Toper Shank e Straight Shank 
Jobbers © Wire 

Combined Drill and Countersink 

Jobbers Reamers 

Fluted Chucking Reamers 

Rose Chucking Reamers 

Shell Reamers 

Taper Pin Reamers 


Center Reamer 


Spline Taper Drive Counterbores 
Plain Milling Cutters 

Helical Milling Cutters 

Side Milling Cutters 

Staggered Tooth Side Milling Cutters 
Half Side Milling Cutters 

Metal Slitting Saws 

Screw Slotting Cutters 

Angular Cutters 

Shell End Mills 


Sprocket Wheel Cutters 
Concave, Convex Cutters 
Corner Rounding Cutters 
Stocking Cutters 

Spur and Helical Gear Hobs 
Worm Gear Hobs 

Spline Shaft Hobs 

Roller Chain Sprocket Hobs 
HELEX End Mills and Holders 


[ATIONAL rwisr prus avo Toot company 


ROCHESTER, MICHIGAN, U.S. A. Tap and Die Division — Winter Bros. Co. 
Distributors in Principal Cities * Factory Branches: New York * Chicago * Detroit * Cleveland * Sen Francisco 
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NEW PRODUCTS 


(Continued ) 


Small in size, it has a comparatively 
large capacity. Because of the light 
weight of the “Cub Jr.”, it can be sus- 
pended in a horizontal run of pipe 
without other support. Because of its 
two inlet connections at right angles 
to each other, the trap also may be 
used as an “elbow” in the line. Over- 
all size of the trap, 33 by 54-in. The 
trap will handle up to 2000 Ibs. of 
condensate per hour on continuous 
discharge. At 60 psi the rating is 960 
Ibs. of condensate per hour. Screwed 
inlet and outlet connections are fur- 
nished in two sizes: 4-in. and 3-in. 
IPS.—Wright-Austin Co., Detroit 26, 
Mich.—Mill Supplies, March 1948. 


Power Lift Truck 


Self-Contained 
And Uncommonly Powerful 


A new walk-along power lift truck, 
“the Go-Getter”, is remarkably self- 
contained and amazingly powerful for 
its diminutive, handy size—273-in. 
between control handle and back of 
battery box. One of the shortest of the 
types on the market, it has a modern 
single package hydraulic lift unit on 
which all adjustments can be made 
from the outside. The platform truck 
comes in 4000 and 6000 Ib. capacities. 
Other specifications: heights 7, 9 or 
ll-in. lengths, 36, 48, 54, 60, 72-in. 
and over with 264-in. width. The 
platform will raise a full 4-in. (Six-in. 


height available under certain condi 


tions.) The Go-Getter operates on a 6- 


cell, 13-plate battery which gives nor- 
mal 8 hour operation.—Revolvator 
Co., North Bergen, N. J.—Mill Sup- 
plies, March 1948. 


Electric Drill 


It’s Portable 
And Drills Metal, Wood 


Suitable for drilling in metal, wood 
and composition materials up to its 
rated capacity is a new, compact, 
sturdy, light weight, small-size port- 
able drill, No. 24, 4-in. capacity. 
nrg | 84-in. overall, it weighs only 

} Ibs. and makes a handy drill for 
ial vet in close quarters. It’s just 
about ideal for servicemen to carry in 
their tool kits for installation work and 
on-the-job repairs. Features include: 
strong aluminum die cast housing, 
sturdy and durable gears, trigger type 
switch with locking device, three-j -jaw 
geared threaded Jacobs chuck; and it 
offers easy conversion into a bench 
drill press by locking the drill into No. 
514 stand.—Stanley Electric Tools, 
New Britain, Conn.—Mill Supplies, 
March 1948. 


Bench Grinder 
Weighs Only 60 Ibs; 
Guards Increase Safety 


A new bench grinder features totally 
enclosed motor and _ safety-type en- 
closed guards, each with its own ex- 


haust outlet, adjustable spark breaker 
and work rest. The machine is fur- 
nised with two 6-in. by 3-in. by 4-in. 
grinding wheels. Distance between 
wheels is 16-in. and the height to cen- 
ter of spindle is 63-in. Net weight, 
60 Ibs. The bench grinder is equipped 
with a 4 hp 3600 rpm motor for 
110 volt, single phase, 50 or 60 cycle, 
(and can be furnished to order for 220 
volt single phase); ten feet of three 
conductor No. 16 rubber covered ca- 
ble with two-prong attachment plug, 
one wired for ground.—Standard Elec- 
trical Tool Co., Cincinnati 4, Ohio.— 
Mill Supplies, March 1948. 


Automatic Oiler 


Designed For Use 
Where Space Is Limited 


A new, visible, unbreakable, automatic 
oiler, to replace conventional oil cups, 
is especially designed for places where 
space between oil hole and machinery 
is very limited. The feed spout is ar 
ranged to the side, instead of dead 
center, making it possible to mount 
the oiler where clearance is as little 
as 3-in. The oiler automatically lub- 
ricates solid, wick, or waste-packed 
bearings. The rod rides on the rotating 
shaft and the slightest vibration or 
vertical movement releases the oil 
from the plastic bottle. Feed stops 
when shaft is not in motion. Oil sup- 


(Continued on page 130) 





Product 


Manufacturer 


Page Product 


Manufacturer 





Drill Press... . 
Dowel Pins. . 
Steam Trap.. 
Power Lift Truck.. 
Electric Drill. . 
Bench Grinder....._... 
Automatic Oiler 
Co-Axial Cable Cutter. 
Wire Rope Hoist 

Chip Breaker Grinder. 
Nut Setter 





John A. Kern Co.. 
... George K. Garrett Co... . . 
... South Bend Lathe Works.. 
_ Standard Pressed Steel Co... 
.. Wright-Austin Co.. ; 
. Revolvator Co.. 
Stanley Electric Tools 
Standard Elec. Tool Co..... 
Trico Fuse Mfg. Co......... 
. Mathias Klein & Sons : Vise. 
Yale & Towne Mfg. Co..... 1: 
. Hammond Machinery...... 
Illinois Gage & Mfg........ 


... 124 
. 124 
124 


Screwdriver 


Hose Valve..... 
Air Hoist 


Steel Shelf Boxes. . 





Portable Drili Units.... 
Pressure Switch Release U. S. Gauge............... 
Sheet Feeding Tables. 
Flexible Shaft Machine. Electro-Mechano Co.. 
Ball Type Valve........ 
Finishing Machine..... 


Wound-Rotor Motors.. 


Bay, Inc 
Waterless Hand Cleaner lor ag Adhesives Corp... .. 


Eslick Products, Inc 
5. DD. Witte Go... . 6 oc css 


. Lyon Raymond Corp.. 


Rockwood Sprinkler Co... .. 
Sturgis Products Co........ 
i ee Sree 
Keller Tool Co............. 
. Van Products Co........... 
. Allis-Chalmers 
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You can “break the ice quickly” with Rotaries 
bearing the most widely known and most highly regarded 
name in files. For years Nicholson hand files have stood 
up under the extraordinary guarantee of Twelve perfect 
files in every dozen. 

Today Nicholson Rotary Files and Ground-from-solid 
Burs carry the same assurance of practical perfection and 
uniform high quality. Precision design, exacting workman- 


HIGH SPEED STEEL—1/,” SHANK—Hand Cut Rotary Files—principally for 
ferrous metals and other hard materials—in 16 standard shapes and 
3 degrees of coarseness. 


Ground-from-solid Burs— principally for non-ferrous metals and other soft 
materials—in 16 standard shapes and 3 degrees of coarseness. 


CARBIDE—1/,” SHANK—Ground Bur type only—in 9 standard shapes 
and 3 degrees of coarseness. With up to 100 times the wearing qual- 
ities of high speed steel, Carbide Burs are ideal for long production runs. 


ship, and long-wearing hardness and toughness are points 
you can drive home in every sales effort. Nicholson will stand 
squarely behind you. 

Sell Nicholson Rotaries in kit assortments or individual 
quantities per type, size and cut. The lines briefly described 
below give you an excellent range. Association with Nicholson 
also gives you access to a reliable resharpening service that 
you can turn into a neat extra source of profit. 


HIGH SPEED STEEL— 14” SHANK —Hand Cut Rotary Files and Grovad- 
from-solid Burs— each in 18 standard shapes similar to %”-shank line 
and one degree of coarseness. For relatively delicate work. 


NICHOLSON FILE COMPANY, 91 Acorn Street, Providence 1, Rhode Island 


( In Canada, Port Hope, Ont.) 
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BRUNNER NT: New Products 


(Continued from page 128) 
SINCE 1906 helps you serve better 





ply always is visible and one filling 
asts a long time. Bottle is removable 
Or it could be the other way for easy and safe filling. The oiler is 
avin we - ae deeds. made in one, two and four ounce ca- 
> vallgecrrtnidrapmnra Saye ge ol pacities—Trico Fuse Mfg. Co., Mil- 
an application profit. Most waukee 12, Wis.—Mill Supplies, 
plants use air and air costs March 1948. 

money... your money. 





Air compressors look pretty 
‘ much alike and initial cost 
is about the same. That's 
why some folks are inclined 
to choose sort of careless 
like. Don’t do it! Call your 
local Brunner representa- 
tive.* With his experience 
compare details of design, 
service life, capacities, appli- 
cation... plan ag air uses. 
By knowing the facts mis- 
takes can be avoided...air 
compressor dollars can defi- 
nitely show a profit. 
*Write for his name ...he can be 
useful to you. 
BRUNNER 
MANUFACTURING CO. 
Utica 1, N. Y., U.S.A. 


Know your Brunner line and 
ts profit possibilities. Write 
for air application literature. 











Co-Axial Cable Cutter 


Cleaner Cuts, 
And Replaceable Blades 


A completely new cutter that shears 
clean and flattens cable ends in one 
stroke is designed for one-hand opera- 
tion. The cutter operates on a shear 
principle with a convex blade working 
— a straight blade; result—a 
cleaner cut and flattened end, which 
prevents unwinding of the stainless 
steel shielding tape on the co-axial 
tube. Both .375-in. O. D. and .270-in. 
O. D. tubes are accommodated. Over- 
all length, 83 in.; and the tempered 
steel drop-forged handles provide pow- 
erful leverage —Mathias Klein & Sons, 
Chicago, IIl.—-Mill Supplies, March 
1948. 


Wire Rope Hoist 
Light Duty, Low Cost, 


Available in Three Sizes 

Ru tei Designed to — the advantages of 

' cable and drum hoisting to a wider 

SINGLE STAGE % HP. TO 10 HP, 1906 industry group is a new line of low 


wee Serer SINCE cost, low-capacity, ‘wire rope hoists. 
Known as the “Load King,” the new 
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© STANLEY DRILL 
No, 121 
Capacity 2” 
(Standard Duty) 
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“CWIC ACO 
SCREW” 








® Any product is only as good as its fastenings 
The best-made machines and equipment always 
employ fastenings that are as capable and effi- 
cient as the products of which they are a vital 
part. 

Chicago “Safety Plus” Socket Head Screws are 
used in many of the finest screw-fastened prod- 
uets manufactured today. They improve these 
products by providing the greatest fastening 
strength with the least possible weight. 

“Safety Plus” fastenings are made of the high- 
est quality materials and manufactured under the 
most modern processes. They are close-tolerance 
tested throughout every step of production to 
assure absolute perfection in thread and dimen- 
sion. Your customers will find them superior in 
every way for use in their products. 


ul big, 


1872 1947 


These Fine Products are sold only, thru Authorized Distributors 


| 
| 
| 
| 


Socket Head Cap Screws 
Socket Set Screws 
Stripper Bolts 


Square Head Dog Point Set 
Screws 


Socket Pipe Plugs 


Keys for ‘Safety Plus” 
Products 


* 
CLompiete line includes: 


Hexagon Head Cap Screws 
Square Head Cup Point Set 
Screws 


Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 
Nuts 

Semi- H 
caida 


THE CGuHicaGo Screw Co. 


ESTABLISHED 1872 
CHICAGO 24, ILL. 


1026 So. HOMAN AVENUE 
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light-duty hoist is available in 3, 4 
and 1-ton capacities. The frame of the 
hoist is a heavy, one-piece, ribbed- 
steel casting, constructed for use with 
lug, a trolley, motor trolley or 
winch- mounting. It is equi 

with s eaedenar drum, eae 
chine-cut grooves for guiding the cable 
as it winds. The drum has sufficient 
capacity to provide for full standard 
lift without overlapping of cable.— 
Yale & Towne Mfg. Co., Philadelphia 
24, Pa—Mill Supplies, March 1948. 














Chip Breaker Grinder 


Of Special Design, 
It’s Low Cost; High Value 


Chip breaker grinding, always a prob- 
lem in the shop, and expensive, is 
made less so by the introduction of a 
new model (C-4), low cost, precision- 
built machine especially designed for 
carbide chip breaker grinding. Fea- 
tures include: Any angle vise, with 





POWER 
HACK SAW BLADES 
are adaptable for 
use on ALL TYPES 
HACK SAW MACHINES 
in sawing ALL METALS 


LENOX POWER 
HACK SAW BLADES 
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ACROSS THE BOARD” 


...to help you sell 


Bassick Casters 


Now, through regular advertising in 
the saTURDAY EVENING post, Bassick is 
reaching millions of new readers all 
over the country — building up ever- 
increasing mass-acceptance of Bassick 
Casters among a vast audience that in- 
cludes many of your own customers. 


Also, Bassick’s extensive 1948 adver- 
tising campaign in MILL AND FACTORY 

. FACTORY . . . PURCHASING . . . AVIA- 
TION MAINTENANCE . . . FLOW .. . MOD- 
ERN MATERIALS HANDLING . . . MODERN 
INDUSTRY . . . DISTRIBUTION AGE. . . IN- 
DUSTRIAL EQUIPMENT NEWS . . . NEW 
EQUIPMENT DIGEST . . . Means concentrated 
coverage of caster-buyers throughout 
industry. 


In this nation-wide presentation of 
the Bassick sales story, remember that 
you — as a Bassick distributor — can 
count on getting due emphasis as the 
logical source of prompt, economical 
service. That's sound, mutually profit- 
able business procedure . . . and a key 
factor in Bassick advertising. THE 
BASSICK COMPANY, Bridgeport 2, 
Connecticut. Division of Stewart-Warner 
Corporation. Canadian Division: Stewart- 
Warner-Alemite Corporation, Ltd., 
Belleville, Ontario. 
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four swivels; machine will take all 
types of box and single point tools up 
to 2-in.; reciprocating table makes for 
free, precision table movements by 
means of a convenient hand operated 
lever. Net weight of the floor model is 
360 Ibs; of the bench model, 300 Ibs. 
Standard equipment includes: } hp, 
110 volt, 1 phase, 50 or 60 cycle AC 
motor, or 220 or 440 volt, : phase, 
50 or 60 cycle, AC motor, or 115 or 
230 volt, DC motor. (Not available 
for 25 cycle)—Hammond Machinery 
Builders, Inc., Kalamazoo, Mich.— 
Mill Supplies, March 1948. 














Nut Setter 


High Speed, 
Electric Impact Tool 


Chief features of a new electric torque- 
less, impact nut setter are that it is 
faster in use and easier on the operator, 
is lightweight, heavy duty, offers high 
speed and is portable. The nut setter 
will not twist in the operator’s hands 
when the nut becomes tightened and 
will drive a nut or bolt 1750 rpm at 
free speed. At point of resistance, 
impact unit automatically delivers 
3000 impact blows per minute. The 
unit is instantly reversible. Equipped 
with 25 ft. of rubber covered cord and 
plug with ground wire, it operates on 
any 110 volt, 60 cycle AC or DC cir- 
cuit. Overall length, 124-in.; weight, 
134-Ibs; capacity, up to 3-in. bolts and 
nuts.—Illinois Gage & Mfg. Corp., 
Chicago 44, Ill. — Mill Supplies, 
March 1948. 


Screwdriver 


Fully Insulated, Sturdy; 
It Eliminates Screw-Holding 


A scientifically designed, new screw- 
holding driver is strong, fully insulated 
and highly proficient on the produc- 
tion line. It removes, holds and te- 
places a screw, firmly seating it and 
driving it into proper position without 








t Lacing Products 
that have the Biggest 
Consumer Demand... 
















@ BUILDS REPEAT SALES! In over 30 foe ready sales— 
years’ experience manufacturing belt lacing DEMONSTRATE 
products exc/usively, Clipper has developed _ the Clipper No. 9 
the world’s finest belt hooks. These are pemeeds 
made of the highest quality belt hook wire, 

produced solely for our use. Longer satis- 

factory service is assured. When these top 

quality hooks are applied with a modern 

belt lacer such as the Clipper No. 9 Portable, 

you have the best combination—one which 

saves the most money for your customers— 

BUILDS REPEAT SALES! 


CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan 


Scientific action of jaws forms perfect loops 
for maximum size LUBRIHIDE connecting pins. 






Scientific action of jaws. 


ot 
LS 


QUIPMENT 








E 
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at least six times or many holes as 0 cut 
thread tap. In addition, less power ic 





“ED Tors A nih eh en 
vince you of their High Production ot 
~ Less Cost. 
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New Bedford, Mass,, U.S.A. 
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the necessity of the operator reaching 
or groping for auxiliary tools. Most 
important part of -the device is the 
working end and its component parts, 
made up of two bits of fine steel 
(SAE 1075), heat treated to 48R, 
tumbled to remove sharp edges, and as- 
sembled with a bit spring and cap in 
a navel brass bit holder and held in 
place with a bit pin. The driver shank 
is made of (SAE 1113) steel, cyanided 
and drawn to give proper strength. All 
parts except the brass bit holder are 
.0002 bright cadmium, plated and 
baked to resist rust for a great many 
years in ordinary use. The shank as- 
sembly is pressed into a finely knurled 
aluminum handle, which is neat in 
appearance and shaped to fit smoothly 
the contour of the hand.—Eslick 
Products, Inc., Grosse Pointe Woods 
30, Mich.—Mill Supplies, March 
1948. 





ee 














Portable Drill Units 


Attachments Sand, 
Drive Screws, Saw Wood 
Electric hand drills and most drill 


pe can be increased in work value 
vy emploving four new interchange- 

















gs la Si 





one mre 
sources guorantess your order. 








GOOD SOLDER, AND ALL THIS TOO! 


Tn Federated solder you get the exact and ingot; acid core, rosin core and 


metal you specify, PLUS all these in- solid wire; triangle, 
tangible ingredients. These back- 
ground factors mean service and 
security...they mean that you get 
consistently better solder to help 


strip, wiping 


and Codon, — see Federated first. 


METALS cdowtrl 





you do a consistently better job. 


For any size, form, or composition AMERICAN SMELTING AND 
REFINING COMPANY 


of solder—bar, pig, body, drop, foil 120 BROADWAY, NEW YORK 5, N. Y. 
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1,000,000 PATTERNS 


IN MEDART FILES... THE 
ANSWER TO MANY A 
SPECIAL POWER 
TRANSMISSION 
PROBLEM... 


if you're looking for hard-to-find, 
specialized power transmission 
units...come to headquarters 
. . » Medart! If it can be made... 
Medart can make it! 





ss 


y, 


“Patents make Jobs” 


® Shaft Hangers * Chain Drives ® Rigid Shaft Couplings 

® Bicycle Type Sheaves ® Set Collars @ Flexible Shaft Couplings 
* V-Belt Drives ® Hercules Pulleys © Universal Shaft Couplings 
* Cast Iron Pulleys ® Wood Pulleys ® Medart-Timken-Bearings 
* Stee] Rim Pulleys ® Shatting ® Iron & Semi-Steel Cartings 
* Ring Oiling Bearings ® Friction Clutches @ Wire Rope Sheaves 

* Wick Oiling Bearings ® Sprockets © Cut Tooth Gearing 

® Belt Tighteners * Pattern Work ® Molded Tooth Gearing 


Ni coas: 
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able attachments which enable the 
user to sand, drive screws, polish, 
grind, file, in addition to sawing wood, 
plastic and similar materials, all with 
the same power unit. Light in weight 
and easily carried from job to job, no 
special skill is requirecl to operate the 
attachments once they are in place. 
There are no gears or crankshafts to 
wear out or to be replaced and all 
working parts are case hardened to 
assure long wear. The attachments 
consist of (a) saw and file attachment 
for hand drill only, (b) three-inch disc 
sander for any electric hand drill or 
drill press, (c) saw and file attachment 
for professional and home craftsman 
and (d) screwdriver attachment for 
any electric hand drill or most drill 
presses.—J. D. Whittle Co., Chicago 
6, 1ll_—Mill Supplies, March 1948. 





Pressure Switch Release 


New Design; 
And Extremely Sensitive 


Two new types of sensitive pressure 
switches, type V and VI, feature a 
switching differential of but 3 per- 
cent of the full scale, and have an 
electrical capacity of 10 Amps at 125 
volts AC, This remarkable low switch- 
ing differential and high electrical ca- 
pacity is available over the entire range 
from 30-in. of vacuum to 10,000 Ibs. 
of pressure. Both instruments are of 
similar functional design; however, 
the type VI has an extra Bourdon 
spring connected internally to the 
alarm spring to activate a conventional 
type indicator. This permits an accu- 
rate indication of the pressure being 
controlled while remaining entirely in- 
dependent of the setting of the elec- 
trical contacts. Pointer lag, therefore, 
in no way disrupts the accuracy of the 
alarm contacts. Moreover, the con- 
tacts require only a screwdriver to set 
the alarm position.—U. S. Gauge Di- 
vision, American Machine & Metals, 
Inc., Sellersville, Pa.—Mill Supplies, 
March 1948. 
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Actual test in customer’s plant proves 
thatCLE*FORGE “33f-0 DRILLS produce 
more holes per grind 


A series of impartial tests on four makes of drills proved 
that CLE-FORGE High Speed Drills averaged 9 hours 
between grinds; the next best record was 6% hours. > 
You too can get greater production, less ‘““down time” 
and lower costs by using CLE-FORGE High Speed Drills. 
Engineered into every one of them is the stamina that 
produces more holes per grind. <> Whenever you have 
a drilling problem, get in touch with a CLEVELAND 
Service Representative through our nearest Stockroom 
—or Telephone Your Industrial Supply Distributor. 





THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 « Detroit 2 * Chicago 6 « Dallas 1 + San Francisco 5 
Les Angeles 11 + London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS 


\ \ ’ Ay a \ ‘ame? 
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SPEEDY SHORTCUTS 


ELDERS MASK THE EDGES oF 
METAL PLATES WITH PERMACEL-77 
PAPER MASKING TAPE TO PREVENT 
MOLTEN PARTICLES FROM SPATTERING 

AND STICKING TO THE PLATES. 








Sheet Feeding Tables 


Two New Models 
Feature Hydraulic Pump 


The single speed hydraulic foot pump, 


HIPPERS OF MIRRORS with 5 ft. of flexible hose, enables the 
AND PICTURES USE STRIPS operator of two new models of hy- 

es draulic sheet feeding tables to in- 

tg PE emacs oar crease the elevation of the tables from 


24 to 36-in. without moving from his 
FACE, CORNER TO CORNER, FOR normal press feeding position. Models 


PROTECTION. : No. 4000 and No. 6000 capacity 
WN fi tables are available in a synchronized 
af 0 oF dual pedestal design; fitted with two 
KER oy ao heavy duty swivel casters and two 
mak So ye de y Z f as, heavy duty rigid casters. A floor lock 
coon, f | = secures the table in feeding position as 
TYPED ON PERMACEL WHITE ACETATE fv, ‘sl La required. Standard base sizes are 
FIBRE TAPE. THESE ARE ATTACHED TO a a i offered on which may be fastened tops 
SIDES OF STAMPS, THEN COVERED ave | : < of various widths to accommodate the 
WITH TRANSPARENT TEXCEL TAPE. { desired sizes of sheets or strips. A 
gt om 30-deg. tilt top is offered as an 
optional extra.—Lyon Raymond Corp., 
Greene, N. Y.—Mill Supplies, March 
1948. 
CE CREAM 
PRODUCERS 
NOW USE PERMACEL-74 
COLD PACKAGING TAPE TO SEAL 
CARTONS OF NOVELTY ICE CREAM 








COMPLETE GUIDE TO THE MANY 
TYPES AND USES OF PERMACEL 
TAPES-FULL OF NEW IDEAS, 
SUGGESTIONS THAT MAY SAVE 
TIME AND MONEY IN YOUR 


BUSINESS" wauTE FOR FACT = | Flexible Shaft Machine 


ADHESIVE TAPES” TO DEPT. ms-3, Maintains Proper RPM 
BRUNSWICK MO” NEW Under Load And Noload 











The demand for a hand tool that will 
drive midget mills, rotary files, burrs, 


Be vennes cel INDUSTRIAL TAPES drills and other carbon and high speed 

*“PERMACEL” REG. U.S. PAT. OFF. steel cutting tools at the right cutting 
INDUSTRIAL TAPE CORPORATION + NEW BRUNSWICK,N. J. speed is said to have been met by a 
new “Speed-Right” flexible shaft ma- 
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Ti. greatest labor-aiding, time-saving, all-purpose 
tool ever offered to portable power tool users easily saves 90% 
of the time on nut-running operations alone. These, and all the 


other operations are performed by this amazing tool without 
any kick or twist to the operator. It weighs only 62 pounds 
and is reversible, having full power in either direction. 


Obviously, only a brief demonstration of this remarkable 
tool is all that is required to sell it. Distributors throughout the 
country are making astonishing sales—many of them reporting 


orders on 4 out of 5 calls. 


You, too, can cash in on this amazing, new all-purpose 
IMPACT tool—call us today for full details on becoming an 
Authorized Distributor. 


Ingersoll -Ranc 


1) BROADWAY, YORK 4, NW. Y. 109-18 
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eoemakes if easy te by-pass existing pipes and 
wiring, get extra-smooth jobs, says this user... 


“On a recent conduit installation of 
ours there were many instances where 
three or four conduits ran side by side. 
And when an obstacle had to be by- 
passed, it was absolutely necessary 
that all pipes have equal bends. 

“We were assured these necessarily 
perfect bends for all conduits by usin 
a GREENLEE Hydraulic Bender. And it 
completely eliminated wasted mate- 
rials,” says Mr. P. W. Collins of Col- 
lins Electric Com: » Inc., Spring- 
field, ana pring 

Your ccaeadiioae jon will like the 
way the GREENLEE gives “‘better 


appearance” to jobs, simplifies installa- 
tions, greatly reduces labor time, and 
cuts material spoilage to a minimum. 

One-man-operated, the GREENLEE 
quickly makes smooth, accurate bends 
in pipe up to 44”, rigid and thin-wall 

conduit, tubing, bus-bars. 

Get sales facts now on Ganmnss 
Hydraulicand Hand pe 
Benders. Write Greenlee 
Tool Co., Division of & 
Greenlee Bros. & Co., f 
1923 Herbert Avenue, ff 
Rockford, Illinois. 


== 


GRE. 


YOUR SALES OPPORTUNITIES WITH THE 


LEE 


GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus-Bar Benders «* Steel and Copper Tube Benders © Hydraulic 


Pipe Pushers « 


Cable Pullers © Spiral Screw Drivers 
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Knockout Punches and Cutters 
* Avtomatic Push Drills 
Bits ¢ Bit Extensions * Draw Knives « Chisels: and Gouges 


® Radio Chassis Punches ¢ Joist Borers 
* Auger Bits + Expansive 
e And Many More 
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chine. The tool will not. slow down 
when put to work and will maintain 
the proper rpm under both load and 
noload-¢onditions. Positive speed con- 
trol gives reduced speeds while main- 
taining maximum motor torque. The 
tool is smooth and steady on the work, 
therefore, and gives even, uniform cut- 
ting. Powered by a 1/ 10 hp ball bear- 
ing motor, the tool’s speed control is 
provided by a centrifugal force electri- 
cal governor mounted in the motor 
case. A hanger bracket is provided for 
easy mounting. Two rotary handpieces 
are available: a ball bearing handpiece 
equipped with a No. O Jacobs chuck, 
and a sleeve bearing small dia. hand- 
piece.—Electro-Mechano Co., Mil- 
waukee 2, Wis.—Mill Supplies, March 
1948. 


Ball Type Valve 


Full Flow, Tight Seal, 
Quick Open Or Close 





| A new valve is designed and con- 
| structed for service on pipe lines where 
| full-flow, tight seal and quick opening 
or closing is desired. The valve does 
not leak after continued service. It is 
easy to open and close under pressure 
and can be installed in any position. A 
quarter turn of the adjusting handle 
(90-deg.) o and closes the valve. 
rs is available for 4, 3, 1, 14, 14 and 
ay pe sizes. Rockwood Sprinkler 

~ Wena 5, Mass.—Mill Sup- 
sg March 1948. 


Finishing Machine 


Finish Grinds 
And Deburrs 


Small mechanized de-burring and fin- 


ishing installations are possible with a 
one compartment machine known as 
model CW-22-1. Standard equip- 
ment includes: a forward and reversing 
switch with synchronized magnetic 
brake to facilitate loading and unload- 
ing; water attachment, including a 
conveniently located control valve, for 
adding water to the processing com- 
partment; a 14 hp 250-440 vo volt, 60 
cycle, three phase motor with gear re- 
ducer; and a swivel type, three-point 

















SIMONDS 
CROSSCUT Ff 


because it’s the 
easiest saw to use! 









That's right! This is the easiest, 
smoothest-running crosscut saw there 
is... becayse the larger gullets don’t 
choke up or bind .. . because the special 
Simonds saw steel can be tempered to 
hold a keener point . . . and because the 
saw is Crescent-Ground on both sides at 
once, by an exclusive Simonds process, to eliminate 


all lumps and assure uniform temper the full length 
of the saw. 





What's more, experienced saw-filers know that Simonds 

Crescent-Ground Crosscut saws stay sharp longer be- 

tween filings...and stand up to more filings per saw. 
So it all adds up to this: Simonds Crescent-Ground 
Crosscut Saws (one or two-man styles, Eastern or Pacific 
Coast patterns) make the No. 1 line for you to handle. 
Get in touch with the nearest Simonds office. 





SIMONDs 


SAW AND STEEL CO. 
FITCHBURG, MASS. 


BRANCH 
on 27) Mass.; 
16 W. Eighth Sc., Los Angeles 1 
-» San Francisco 5, Calif.; r 
ortland 4, Ore., 31 W. Trent Ave., Spo 
ashington. Canadian Factory: 595 St. 
Moatreal 30, Que. 
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CHICAGO WHEEL & MFG. CO 


Write for literature and attractive 
franchise open on all the nationally 
advertised Chicago Wheel products. 
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suspension hoist pan of original de- 
sign for loading cal nealing the 
processing media.—The — Prod- 
ucts Co., Sturgis, Mich.—Mill Sup- 
plies, March 1948. 


Hose Valve 


Palm Size, Rust-Proof; 
it Offers Full Control 


A new palm-size, hose valve, said to be 
of radically new design, has been de- 
veloped for use in a variety of indus- 
tries from chemical plants, to brew- 
eries and food and drug product manu- 
facture. By the use of an old hydraulic 
principle, it operates without springs 
and with only two moving parts, the 
operating plunger and the controlling 
ball. The hose nozzle is discharged by 
pushing a button. At 50 psi hose pres- 
sure, less than 10-Ib. finger pressure 
on the button opens the valve. When 
the button is released, the difference 
in pressure between the center and the 
outside of the stream forces the ball 
into the valve throat, closing the valve 
and raising the push button plunger. 
The valve is available for standard hose 
sizes from }-in. to 1-in. delivering up 
to 13 gpm at 75 Ibs. per sq. in. line 

Phi ig a Vaer Coe. New 

ork City.—Mill Supplies, March 
1948. 


Air Hoist 


Built-In Safety 
And One-Ton Capacity 


The same construction features of the 
manufacturer’s 500- and 1000-Ib. hoists 
have been built into a new one-ton ca- 
pacity air-hoist, along with protective 
devices that give the tool a high safety 
rating. Model 86-2V20 is compact, 
rugged and, despite its high lift ca- 
pacity, weighs only 75 Ibs. Other fea- 
tures include: variable speeds, which 
give the operator full control of posi- 
tioning, lowering, or raising the load at 





TAP SALES slay MADE 
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You gain plenty when you let Besly back you up in helping to 
solve your customers’ tough tap problems. As a Besly distributor 
you get the complete cooperation of a Besly Field Service man, a 
factory trained expert in the use and the making of taps. His help, 
plus that of Besly Factory Engineers, is available to your custom- 
ers—at any time—for plant-wide On-The-Job Surveys or specific 
applications. 


It's the kind of help that enables tap users to achieve better tapping 
efficiency . .. and puts Besly distributors way out in front with more 
sales. To put this help to work for you and make this your best year 
in tap sales and profits—get in touch with Besly .. . NOW! 


@ Top Quality in Taps 


Ae s Bes! 11 

esly’s central location assures 24-48 hour de- 
o Fast Delivery livery to most major metal-working markets. 
e Consistent Promotion Stock taps are shipped at once! Special high 


speed taps that can be made from standard 

e Practical Sales Helps hardened blanks are shipped within 24 hours! 

» Bigger Profits Through Other specials made from bar steel ore 
Inventory Cooperation 





shipped within 3 weeks. 


BESLY TAPS e BESLY TITAN ABRASIVE WHEELS 
BESLtLY GRIENOERS A Wee wee eee Se eee 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, 
Factory: Beloit, Wis. Factory Stecks et Chicage and Detroit 
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WILLIAM BRYANT-— 
Master Saw Maker 
with Experience . . . 


For thirty-two years, since 1915, “Billy” 
Bryant has been making saws at our 
Lawrenceburg plant. He has become 
an expert saw filer of hand and car- 
penter saws and is rightfully proud of 
every saw that passes through his 
hands. 


Years of experience is one of the rea- 
sons master carpenters and wood 
craftsmen have found the name 
“Ohlen-Bishop” on a saw stands for 
quality workmanship and superior de- 
sign. 


You can stock and sell the complete 
line of Ohlen-Bishop saws with abso- 
lute assurance of customer satisfaction. 


. OHLEN-BISHOP MFG. CO.. 901 Ingleside Ave., Columbus, Ohio 
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any desired speed from creep to 17 
fpm; safety stops; high-grade alloy steel 
roller chains; drop-forged swivel hooks 
and power rls by a specially de- 
signed vertical piston air motor. 
—Keller Tool Co., Grand Haven, 
Mich.—Mill Supplies, March 1948. 


| Vise 


Air-Operated 
And Foot-Controlled 


Larger than conventional type jaws, 
and wider maximum openings, are said 
to permit positive holding of larger 
castings, forgings and other pieces by 
a new model (610) air operated and 
foot-controlled vise. Seventy-five per- 
cent heavier than the manufacturer’s 
popular standard model, slight foot 
pressure on the tool rapidly closes or 
or opens the jaws and locks them in 
either position. Jaw pressures range 
from zero lbs. to 50 times the avail- 
able air pressure. Adjustable safety 
screw permits quick lim:ting of vise 
jaw travel, preventing complete jaw 
closure and guaranteeing absolute 
safety—Van Products Co., Erie, Pa. 
—Mill Supplies, March 1948. 


Wound-Rotor Motors 


Improved Heat Exchanger 
And Totally-Enclosed 


A line of improved totally-enclosed, 
fan-cooled, wound-rotor motors are 
built with an improved tube-type air-to- 
air heat exchanger, first used for squir- 
rel cage motors. The wpe sat 
mits a reduction in size, compared to 
older, totally-enclosed, fan-cooled de- 





: \). 
| | 
ANNOUNCING 


S 
AN ADDITIONAL LINE OF REAMER 


vA 


Ni EW LOW PRICES 

i | Almost Down to H.S.S. 
Now you can get the better finish 
and longer wear of carbide on 
many jobs where carbide has been 


regarded as too costly! 
cHECK YOUR ssl ™ . 


TODAY. 
OPER Man BULLETIN N All sizes in stock, ready for immediate shipment. 
WRITE 


STRAIGHT SHANK — STRAIGHT FLUTE 
ON THIS NEW TOOL! 








STOCK NO. OF | SHANK STD. PKG.| PRICE 
NO. . FLUTES ,. . A. QUAN. EACH 





NRS-1 
NRS-2 
NRS-3 
NRS-4 
NRS-5 


$3.75 
4.00 
4,00 
4,25 
4.25 
475 
475 
5.00 
5.50 
5.75 
5.75 
6.25 
6.25 


NRS-6 
NRS-7 
NRS-8 
NRS-9 
NRS-10 
NRS-11 
NRS-12 
NRS-13 V2" 


* 
See them at the AS.T.E Show, Cleveland, Not supplied in Taper Shank (we suggest use of sid. 
March 15th-19th. Also, see the new Super split sleeve reamer driver if T.S. is Sew Standard 


o", 
Type Teele te tolerance, plus .0005”, minus .0000 


como cn GUNPER ce ot 


SUPER ‘Tool COMPANY 


n Fe ido Rd., Gle 


AOOKKKRaA RR RRS 




















WWWAAAAAAAAA& 
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THEIR 


MADE EASIER 


Your customers like the RIF3((D 
Cutter—rolls right thru any pipe 


@ Your customers find it surprising how much the 

new balanced malleable frame of this rimnp> takes 

the work out of pipe cutting, helped by its special 

tool-steel cutter wheel, factory tested to assure per- 

fect circle cutting. Quick and easy does it, as users 
world - wide can tell you. Choice of 
5 sizes to 6” pipe; 4-wheel cutters 
to 4." Seeing is believing —show ’em 
and you sell riterp cutters. 


2= 


Tp Speed. 
IN POSTER 
PIPE THREADING 


Easier sales with the extra fast get-ready 
of this No. 1R FRULZ30 Threader 


@ It’s tops with users partial to poster die stocks. 
Changing dies is fast as any, but mistake - proof 
workholder sets faster...only one screw to 
tighten on pipe...no bushings to monkey with. 
Your customers like the direct-action threading, 
too—straight line... handle to head to dies... 
no wabble. Sets of 4 precision chasers, 1” to 2.” 
Popular price — a money-maker for you. 








signs. Because of its simple design, 
ps is seldom necessary. Suitabl 
for all fields of industry, the motors 
can be built with stainless steel venti- 
lating tubes, fans, and end plates and 
cast iron terminal boxes and collector 
ring enclosures to withstand extremely 
unfavorable atmospheric conditions.— 
Allis‘Chalmers, Milwaukee, Wis.— 
Mill Supplies, March 1948. 











Steel Shelf Boxes 


Compact Unit 
Gives Maximum Storage 


The storing of bolts, nuts and other 
small parts is simplified by the intro- 
duction of new steel shelf boxes whose 
straight sides allow for compact ar- 
rangement and maximum use of stor- 
age space. Because of the smooth 
surface, these boxes can be removed 
or shifted with very little effort. La- 
bel holder on the front of each box 
makes identification of contents easy, 
speeding materials handling. Boxes 
are furnished in baked green finish 
and come in a variety of sizes.—Bay, 
Inc., Philadelphia 32, Pa.—Mill Sup- 
plies, March 1948. 


Waterless Hand Cleaner 


Blend of Agents 
Cuts Oils, Inks, etc. 


“Miraclene”, a new waterless hand 
cleaner, is a white, milky blend of 
cleaning agents, lanolin and vegetable 
oils, which is said to cut paint, oil, 
grease, glues, jewelers’ rouge, tar, 
ditto ink, carbon paper, etc., from the 
hands. “Just pour it on and wipe it 
off and the dirt comes with it.” The 
hand cleaner has a pleasant almond 
odor, contains no grit, and it leaves 
the skin soft and smooth, which 
should recommend it to factory and 
office workers. It comes in hand 
6 oz, and 1 pint bottles, and in 1 gal. 
and 5 gal. containers, for use in liquid 
ispensers.—Miracle Adhesives 
tp., New York City—Mill Sup- 
plies, March 1948. 
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Mverage of your customer’s saw busi- 
ite. it—the way you want it. He gets 
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POWER BLADES 
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m whatever he wants—you get 
me from seiling it to him. In 
im. for every job a hack saw 
satisfaction—REPEAT 

Star blade, frame 

itty—in large 


we 


ior perform- 


ee ? 
5 VO. We ae 


OTST 


BAND SAWS 
(Metal cutting, 
including Skip-tecth) 


CLEMSON 


CLEMSON BROS, Inc, Middletown, N.Y 





BOLTED ASSEMBLIES STAY 


permanently T ‘ te HT 


BEALL helical SPRING WASHERS hove “live action” 
and constantly exert tightening pressure over a long 
range. They compensate for ALL causes of looseness 
— including vibration, bolt stretch, rust, wear and 


breakdown of finish. 
IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 


NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shomrock St., EAST ALTON, ILL. 


G WASHERS | 
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NEW LINES 


“Jaken ou by 


DISTRIBUTORS 


Tennessee Mill & Mine Supply Co., 
Knoxville, Tenn. has been named 
stocking distributor for the products 
of the Market Forge Co. 

Frey Industrial Supply Co., Los An- 
geles, has been made distributor in 
its territory for the Brown & Sharpe 
Mfg. Co., complete line of prod- 
ucts. 

Bard Steel & Mill Supply Co., Kala- 
mazoo, Mich. has been appointed 
stocking distributor in its city and 
surrounding area for Market Forge 
Co. products. 

B. W. Rogers Co., Akron, Ohio, has 
been named distributor for indus- 
trial tube fittings and valves manu- 
factured by The Parker Appliance 
Co. 

Miami Parts & Spring Co., Inc., 
Florida, has been named stocking 
distributor in its area for the prod- 
ucts of Market Forge Co. 


| Mau-Sherwood Supply Co., Cleve- 


land, Ohio, has been named first 
local distributor in its area for Alu- 
minum Co. of America extruded 


aluminum pipe. 


| Bryant Machinery & Engr. Co., Chi- 


cago, Ill. has been appointed stock- 
ing distributor in its city and sur- 
rounding area of the products of 
Market Forge Co. . 

Frank Groves Co., San Francisco has 
been appointed a stocking distribu- 
tor of the products manufactured 
by Corning Glass Co. 

Mill & Factory Supply Co., Toledo, 
Ohio, has been named stocking dis- 
tributor of Market Forge Co. prod- 
ucts. 

Hajoca Corp., Bethlehem, Pa. has 
been appointed stocking distributor 
ar mga of Manning, Maxwell 
& Moore. 

Carolina Rubber & Supply Co., To- 
ledo, Ohio, has been appointed a 
stocking distributor for the products 
of the Market Forge Co. 

Monarch Electrical Co., LaSalle, IIl., 
has been named distributor of the 
entire line of industrial hose, con- 
veyor and transmission belting and 
packing manufactured by Hewitt 
Rubber Division, Hewitt-Robins, 
Inc. 


H. E. Fortna & Bro., Reading, Pa. 
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Photo Shows BWH Conveyor Belts Being Produced by 
the ROTOCURE Process of Continuous Vulcanization. 


ONLY BWH BELTS 


give you all the advantages of the 


ROTOCURE Process of Continuous 


Industrial users have long recognized the 
potential faults in belts made by the old 
flat press process. By this method of vul- 
canizing, successive 30-foot segments of 
uncured belts are inserted in the flat press, 
stretched and vulcanized. Of necessity, the 
joints are overlapped in the press, resulting 
in overcuring. This may cause operational 
weakness in the belt. 

15 years of tough, on-the-job testing has 
definitely proved that belts made by the 
famous ROTOCURE Process have many 
distinct advantages over flat-press cured 
belts, resulting in increased operating effi- 
ciency and lower maintenance costs. 


Among these advantages are the following: 
1. ROTOCURE eliminates press overlaps 
or overcured segments, through continuous 
vulcanization. Actual tests prove press 
overlaps may reduce flex-life as much as 
40%. 

2. ROTOCURE eliminates mechanical dis- 
tortion, which occurs at the press ends in 
the flat-press method of curing. 

3. ROTOCURE eliminates uneven stretch, 
because this process maintains constant, 
uniform stretch control throughout the 
curing of every inch of BWH Belts. 

4. ROTOCURE eliminates from transmis- 
sion belts, the dusting agents necessary in 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors 
PLANT: CAMBRIDGE, MASS., U.S.A. ¢ 


in all principal 
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Vulcanization 


flat-press curing to keep belts from sticking 
to hot platens. Thus BWH Transmission 
Belts have a higher coefficient of friction, 
resulting in lowered operating tensions... 
prolonged belt life. 

5. ROTOCURE eliminates non-uniform 
covers in conveyor and elevator belts, be- 
cause this process never overcures any part 
of the belts. Thus the rubber covers of 
BWH Conveyor and Elevator Belts are 
uniformly abrasion-resistant. 

HAVE YOU A JOB WHERE STAMINA COUNTS? 
Bring us your toughest problems . . . we're 
specialists in solving them. Consult your 
nearby BWH distributor, or write us direct. 







cities 
P.O. BOX 1071, BOSTON 3, MASS. 




















































































































FLOUR MILLS USE 


11,000,000 fee 


OF BELTING... 


SELL THEM VICTOR 


Flour milling in the United States is big business. 


And flour millers are big users of belting — over 


11,000,000 feet of it on bag conveyors, elevator legs, 


fast and slow roller drives, sifters, packers. Get 


into this market and sell the millers Victor Belting. 


But don’t stop with the millers. Flour milling is 


only a slice of the whole pie. Conveyor, transmission 
and elevator systems in many other industries need 
belting. Sell them Victor, too. They need this tough, 


durable, dependable belting that meets every 


industrial requirement. 
They all want fast, efficient service on their orders. 


You can give it to them... when you’re a Victor 


dealer able to tap “America’s most complete textile 


belting line.” 


In continuous, wearing service Victor Belting 
stands up . . . helps make repeat orders easier to 
secure. Get full details on handling the Victor line. 
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has been appointed stocking dis- 
tributor in its pa and’ the sur- 
rounding area of Market Forge Co. 
products. 

Bonner & Barnewall, Inc., New York, 
N. Y. has been named distributor 
for the New York area of the prod- 
ucts of New York Belting & Pack. 
ing Co. 


SALES HELPS 


CARBIDE TIPPED TOOLS—of va- 
rious types are listed and illustrated in 
the manufacturer’s new Catalog No. 
101, including several tools of stand- 
ard as well as special design.—W hit- 


| man €* Barnes, Detroit 16, Mich. 
| SURFACE DEFECTS—“Injury in 


Ground Surfaces”, a new 75-page, 


| handy, pocket-size booklet, is the most 
| up-to-date and complete treatment 


available on the subject, and written 
for people concerned with the prac- 
tical aspects of grinding.—Norton Co., 
Worcester 6, Mass. 


SHEAVES AND BELTS—Variable 
pitch, single groove, cast iron sheaves 


| are listed in a page folder which 


treats also with No. 2 and No. 3 frac- 
tional hp V-belts——Dodge Mfg. 


| Corp., Mishawaka, Ind. 


RADIAL- THRUST BEARINGS— 


| The manufacturer's “DE” _ radial- 
| thrust, self-contained, _ preadjusted 


roller bearings are the subject of a new 
16-page illustrated book No. 2196, 


| which contains tables of dimensions, 


weights, bearing capacities at given 


| rp.m. etc.—Link-Belt Co., Chicago 


1, Tl. 


| RESISTANT COATINGS-—A new 


bulletin describes the chemical resist- 
ant coatings now in production by the 
manufacturer, with complete, easy-to- 
understand data on coverage, thinning, 
accumulated condensation, heat re- 
sistance and interior of metal storage 





f 


@ EXTERNAL @ INTERNAL 


—— gaging on a mass- 


production scale is now both 
practical and economical for any 
lant or laboratory! The new 
rown & Sharpe Electronic Meas- 
uring Equipment applies elec- 
tronic super-sensitivity to meas- 
urement, and _ eléctronically 
amplifies the results for instant, 
accurate reading on a large cali- 
brated dial. It enables accurate 
gaging to .00001", as fast as 
test-pieces can be handled. 


An outstanding advantage of 
this new Electronic Measuring 
Equipment is the separate am- 
plifier unit, which isolates heat- 
producing elements and prevents 
temperature drift in gaging units. 
Another unique feature is the true 
linear response of the gaging 


Visit Our Booth 602 
A.S.T.E. Exposition, Cleveland 


BROWN & SHARPE 


units, which permits accurate set- 
ting for the entire scale with only 
one gage block or master. These 
are only two of many advantages. 


Get the full story of this ver- 
satile new Electronic Measuring 
Equipment. Write for details. 
Brown & Sharpe Mfg. Co., Prov- 
idence 1, R. I., U.S.A. 


We wage buying 
hrough the Distributor 





Production gaging with External 
Comparator No. 951 and Am- 
plifier No. 950. 
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You don’t have to depend on “generalities” when you 
present “American Swiss” Swiss-Pattern Files to customers 
and prospects. 

“American Swiss” gives you definite facts and figures . . . 
proof of uniform excellence and long-wearing qualities. 










For example 





Made of high grade file steel, 
not tool steel 










Heat treated with automatic 
control and regulation — to 
within + 5°F. 







Made to a size tolerance of 
=,.002-in. in many shapes 






All files cut from tang to 
extreme point 








Based on more than 45 years of 

experience in specializing in the 

manufacture of Swiss-Pattern 
iles 





More than 3000 different 
shapes, cuts and sizes... a file 
for every intricate, accurate, or 
finishing filing job 










And finally . . . every file 
f 









can Swiss’’ 
files 


second-grade 


Our Catalog tells the whole story >. . 
write for your copy. 


AMERICAN SWISS FILE & TOOL CO. 
410 Trumbull Se. Elizabeth 1, N. J. 
AS-149 


Cimerican Wiss *** 
SWISS PATTERN FILES 
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tanks.—Rust-Oleum Corp., Evanston, 
Ill. 


LAPPER—Bulletin No. 993-47, a 
new folder, describes the company’s 
new Universal duplex lapper Model 
No. 993—for lapping gears ranging 
from 24-in. to 20-in. in diameter and 
clusters up to 30-in. in length_—Mich- 
igan Tool Co., Detroit, Mich. 


WELDING RODS—Said to be the 
first of its kind ever printed, a new 
catalog in three-colors and 24 pages 
is devoted exclusively to gas welding 
wire and its use.—Page Steel & Wire 
Division, American Chain ¢ Cable 
Co., Inc., Monessen, Pa. 


EXTRACTORS—A new descriptive 
folder, covers the company’s line of 
pipe and stud extractors. The folder 
demonstrates the tools at work and 
features the manufacturer’s master set 
No. 210.—Reps Tool Co., Inc., Hart- 
ford 3, Conn. 


RESEARCH BROCHURE — “Sev- 
enty Years Service to Industry’, a 
six-page folder, describes the manu- 
facturer’s research development and 
facilities —The Jeffrey Mtg. Co., Co- 
Jumbus 16, Ohio. 


FREIGHT COMPUTATION—Ta- 
bles, for mechanical steel tubing, are 
available at a glance with a new, 100- 
age plastic Cosckconnel loose-leaf 

rochure. Large index figures and 
clear, legible freight figures assure 
maximum convenience and durability 
of the book.—American Steel Ware- 
house Association, Inc., Cleveland 13, 
Ohio. 


STAINLESS STEEL — dimensional 
data bulletin No. 476, prepared in re- 
sponse to requests for a simplified, 
pocket-size folder describing alloy fit- 
tings and flanges, is designed to serve 
engineers, draftsmen, p. a.’s etc.— 
Taylor Forge & Pipe Works, Chicago 
90, Ill. 


SOLDER LEAFLET—describes and 
illustrates in two colors, basic and 
special solder types produced by the 
company, and gives application data. 
—Federated Metals Division, Ameri- 
can Smelting & Refining Co., New 
York 5, N. Y. 


ROPE—36-pages of a new rope book- 
let contain interesting and useful in- 
formation, on marine, agricultural, 
fishing and industrial uses for the prod- 
uct.—American Mfg. Co., Brooklyn, 
N. Y. 


RED DEVIL TOOLS—Of letter- 
head size, a new 64-page book serves 














Gp CLuallly 


High Carbon 
Heat Treated 
Cap Screws 


Distributors 
and dealers who 
stock Cleveland 

Fasteners profit by 
this advertisement, 
which appears 
nationally. 


@ Don’t let quick judgment fool you on cap screws. Check these 
ten points that experts use when they cast appraising eyes on 
“1038 heat treated” quality: 1—approved steel analysis. 2—accu- 
rate forming to close tolerances. 3—clean-cut threads, class 3 fit. 
4—concentricity of threads. 5—uniform lead on threads. 

6—sharp corners on sides of heads. 7—good washer 

face. 8—machine-cut points. 9—correct two-step heat 

treating. 10—desirable finish (good appearance). 

Production by the Kaufman Process assures you cap 

screws that measure up to these qualifications. 

Write for folder “This is the Kaufman Process.” 


CLEVELAND [i rcedhice 


Ce SPECIALISTS FOR 30 YEARS IN CAP AND SET SCR 


FASTENERS 


Wi $ 
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each one has ample horse-power to pull its own 
load; but pulling together as a team, they do a 
much bigger job—Your Business and Celfor. 


Look at it this way: Your own substantial business has a carefully 
built reputation for good service to tool users throughout your terri- 
tory; and Celfor, the name of fine tools, is backed by the sound, 
nation-wide reputation of Clark engineering and Clark products. Then 
take a careful look at the potential tool volume in your own territory. 


To such a combined effort Celfor offers a most attractive franchise, 
and brings a complete line of tools of exceptional quality— 
@ CELFOR HIGH SPEED TWIST DRILLS 
@ CELFOR REAMERS 
© CELFOR CARBIDE CUTTING TOOLS 
Here for certain is a simple, practical way to utilize the greater 


pulling power of two potent reputations; a practical teamwork that will 
command more business and more desirable business — for you, for us. 


If the idea appeals to you, write us. 


)CELFOR| DRILL DIVISION 


CLARK EQUIPMENT COMPANY 


BUCHANAN, MICHIGAN 


as a handy purchasing guide for the 
manufacturer's latest improved tools. 
(No. 19)—Red Devil Tools, Irving- 
ton, N. ]. 








Products of CLARK ¢ TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES « AXLE HOUSINGS ¢ BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS « HIGH-SPEEN DRILLS AND REAMERS 
METAL SPOKE WHEELS e GEARS AND FORGINGS « RAILWAY TRUCKS 
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NYER 


LOOKS AT 


Composite opinion of purchasi 
agents who comprise the N.A.P.A. 
Business Survey Committee. 





Manufacturing operations, gener- 
ally, started January in low gear, the 
usual after-inventory dullness. By 
midmonth production had gained mo- 
mentum to reach almost the levels of 
previous months. 58% report this 
continued high activity; 31% show in- 
creases over previous highs, while 11% 
indicate lower volume. With back- 
logs of scheduled commitments shrink- 
ing at the year end, January reports 
indicate some build-up in this respect, 
as 30% comment on increased sales, 
overbalancing 23% reporting a de- 
cline in new business. 

Competition continues to grow. Re- 
vision of large, long-term orders into 
smaller units is reported. Extreme cau- 
tion still prevails as more resistance to 
high prices is being felt. Uncertainty 
and confusion continue to center 
around the effects of the European 
aid program, new wage demands and 
proposed government controls. There 
has been no change in the generally 
optimistic expectation of purchasing 
agents, for good business through the 
first half of 1948. 


Prices 
The general trend of purchasing 


prices is upward at dbout the same’ 


slow pace reported last month, with 
freight rate increases accounting for 
many changes. While more items are 
becoming subject to price negotiation, 
addition items are reported being sold 
on escalator basis. The reintroduction 
of escalator pricing is, no doubt, re- 
— for the reported trend to 
shorter buying coverage. 


Inventories 


The policy of holding industrial in- 
ventories to the minimum required 
for production remains in force. Very 





Bein, 


Heed the warnings of the wise old owl... 
never put a milling job on an expensive 
special machine if a standard miller can do 
the job just as well, or even better, Utilize 
your standard equipment whenever possi- 
ble. It cuts costs . . . adds to profits, 


Kempsmith Standard Attachments broaden 
the scope of your milling machines, Backed 
by more than a half century of specialized 
experience building milling machines ex- 
clusively, these precision-built attachments 
result in (1) lower capital investment in 
machinery (2) saving in set-up time and 
(3) greater job versatility. Write today for 
literature, 


Small Tool Distributors. There is a great 
demand for Kempsmith Standard Attach- 
ments, Arbors and Accessories. Desirable 
territory still available. Write today for 
new, liberal selling plan, 


KEMPSMITH MACHINE COMPANY 


1883 SOUTH 71ST STREET 
MILWAUKEE 14, WISCONSIN, U.S.A. 


KEMPSMITH 
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We're proud of our new baby— and you're 
going to be just as enthusiastic, too. The 
newest GLOBE product—STITCHED CAN- 
VAS BELTING—is a husky youngster, 
already prepared to give you perfect per- 
formance on many of your elevating, con- 
veying and transmission needs. 
acked yp GLOBE reputation 

STITCHED AS BELTING manufac- 
ture and applications are under direct super- 
vision of a man whose knowledge and 
experience in this field is outstanding. In- 
quiries are invited. 

Other GLOBE products (for practically 
every need of industry) include: 


KANRY-TEX: the superior belting for food 
processors. 

SOLID WOVEN WHITE COTTON: “tops” for 
light conveying. 

ENDLESS WOVEN: for grinders, drill presses, 
and other high speed tools. 

CELLULOSE COATED: for bakery and candy 
manufacturers. 

Many other GLOBE beltings are available to meet the 


needs customers. It will to bandle the 
GLOBE iine of Wevee Belitags: Weis jor full portinlare 
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few report inventories unbalanced— 
some are too low for comfort.’ in some 
instances, inventories would be in- 
creased if there were assurance of ad- 
ditional supplies of bottleneck mate- 


| rials, particularly steel. 


| Buying Policy 


An even greater number, 87%, now 


| report a nand-to-mouth to 90-day com- 
| mitment pen 9 The trend for the last 


quarter of 1947 was toward the 90-day 
side. This has changed slightly in 
January, with more in the 30- to 60- 
day limits. Maintained high produc- 
tion, coupled with growing price insta- 
bility, is creating an even more con- 
servative attitude on future coverage. 


Specific Commodity Changes 


Tin, zinc and petroleum products 
lead the field in price increases greater 
than the sola 5 freight adjustments. 
Other important commodities listed 
on the upside: 

Chromic acid—acetone—alcohol— 
asbestos — bakelite — barbed wire — 
bronze castings—cement—coal—coke 
—cormn products — fibreboard — fuel 
oil—furniture—gasoline — galvanized 
re — jute — lubricants — some 
umber—manila hemp — nails — pa- 
pers, particularly newsprint—nitrogen 
—pipe—synthetic resins—salt—soap 
—talc. 

In short supply: Acetone—alkalies 
— aluminum — dyestuffs — fats — 
fuel oil—forgings—lead—most steel 
items—pipe—plywood—soap. 

Lower prices are noted: Brushes— 
camphor—corrugated shipping con- 
tainers—fractional horsepower motors 
—methanol—sugar. 

Becoming easier to get: Brass wire 
—cadmium—copper alloy—tubing— 
glues—tractors and trucks. 


Employment 

Employment has tended to level off 
in January, a slight drop from the De- 
cember high, but still maintaining the 
October and November high ate. 
Most of the decrease from December 
is accounted for by the usual seasonal 
changes and shortages of materials, 
transportation and fuels. Productivity 
continues to improve. There is some 
strike talk, but nothing concrete has 


appeared. 
Canada 


The general business picture in 
Canada is mixed. The reports of lower 
production rates and fewer new orders 
slightly outnumber those on. the up- 
side. Business is uneasy because of 
the austerity program and possible ef- 
fects of the Marghall Plan, if and 
when. Prices have advanced all along 
the line, with prospects of more to 
come. Inventories are getting out of 
balance because of import restrictions. 





These magazines get 


Your Foor in THE Door! 


3M Advertising Is Helping Pre-Sell Your Abrasives Customers 


The story of 3M Abrasives is being carried farther than 
ever this year with the biggest advertising schedule in our 
history. Hard-hitting ads in these and other trade magazines 
are reaching big-volume customers of yours with up-to-the- 
minute information about abrasive practices, useful shop 
suggestions, new shortcuts and improvements, plus selling 
information on the 3M line. 


IT’S THIS KIND OF CONCEN- 
TRATED PRE-SELLING that 


makes 3M Abrasives easier for your 

‘salesmen to cash in on. And 3M 
Abrasives Engineers go even farther 
in paving the way. These trained 
technicians advise manufacturers 
on methods and procedures, turn- 
ing up profitable leads for your 
salesmen. 


Take advantage of the extra selling helps offered by 3M; 
feature 3M Abrasives in your selling plans; give your 
salesmen the added boost of pre-sold clients. Tie in with 
the biggest promotional program in 3M history—it'll pay 
off in bigger sales, more repeat business for you. 


3M ABRASIVES 


ANOTHER PRODUCT 


Made in U.S.A. by MINNESOTA MINING & MéG. CO. Saint Paul 6, Minn. 
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THE WORLD'S WORST 


APPROACH 10 4 SALE! < 


Salesmen who use this ‘appfoach” ate sure to get off 

on wrong foot with’ busy customers. Your prospects 

have plenty off without being asked: ‘““What- 

dya \|Know?” They're anxious to get the facts about 

your \products quickly and without time-wasting pre- 
liminary ae! ta v9 “oll 

Get the facts on‘Eamson fasteners from us so you can 

- approach your customers in a posi- 

tive manner—use Lamson bolts, nuts 

and cap screws as a “door opener”. 

Tell your customers why they are 

his best buy. You'll earn his good- 


will and increase your sales average. 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Pients at Cleveland end Kent, Ohie « Chicage * Birmingham 


nie SARI ct 


LAMSON «SESSIONS — 
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Employment trend is down. With 
such unsettled conditions, buying pol- 
icy is difficult to set. Desire is to hold 
to the shortest coverage possible. 





FROM THE 


wa FILES 0 


25 Years Ago 


The Walworth Mfg. Co., of Boston 
acquired a new member of the family, 
the Walworth Ohio Co., formerly the 
Hiram Rivitz Co., one of the largest 
mill supply houses in Cleveland. 

News that the ICC had ordered 
the railroads to issue interchangeable 
mileage books, to be sold at prices rep- 
resenting a reduction of 20 percent in 
railroad rates, was hailed by mill sup- 

ly manufacturers and distributors, 
eaders in the fight for lower rates for 
travelling men. (Upwards of 25,000 
salesmen were employed by distribu- 
tors at the time.) 

Haverstick & Co., Rochester, N. Y., 
jobbers of mill and steam supplies, 
moved into their new home on Ford 
St. at the foot of Spring St, giving 
the company triple the space they 
had at the old quarters—not to men- 
tion the better facilities for transacting 
business. 

The Central Supply Association 
held its 91st regular meeting at the 
Hotel Drake, Chicago. The attend- 
ance proved a record for the winter 
meeting. 

C. C. Williams, formerly connected 
with the Mine & Smelter Supply Co., 
Denver, has become associated with 
Eccles & Smith Co. of San Francisco. 





10° Years Ago 


Ed Ball and Jack Trimble of Hajoca 
“rested” in Florida while the editors 
of Mitt Suppuies endured the chills 
of the season up north. Meanwhile, 
Tyler Carlisle of Strong, Carlisle & 
Hammond, Cleveland, was just climb- 
ing aboard the Grace liner, Santa 
Elena, bound for sunnier climes. 

Some home craftsman or other 
couldn’t wait for Maddock & Co. of 
Philadelphia to open for business one 
night and smashed the store’s front 
window. Missing: One plate glass win- 
dow, one pair of Black & Decker 4 and 
4-in. jumior drills—and one p. a.’s 
sense of humer. P. S. The culprits 
were apprehended. 

The Sales Indicator for January took 
another nose-dive to a new post-de- 
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“OVERHEAD” 


The new WRIGHT Speedway electric hoist 
is built with 1948’s high speed production 
in mind. It is not “‘just another” electric 
hoist. It has plenty of easily demonstrated 
features that have “‘sell”” appeal. 

Check the extras in the new WRIGHT 
Speedway. Compare the Speedway with 
any other electric hoist. Only here will 
you find all these selling advantages: 


eee Cable drum grooved to prevent 
overwinding 


ee « Swaged fittings on preformed wire 
rope guaranteed to hold beyond 
100 per cent breaking strength of 
the rope 


eee Motors interchangeable as to 
capacity or speed—or both 


eee Push-button control with mes- 
senger chain to take load off cable 
when used as tow line 


e e «e Heat treated and hardened gears 


...and many others. From 4 to 1 ton ca- 
pacities. If you don’t have our folder 
DH-1250, write us at York, Pa. 

WRIGHT also offers a complete line of 
overhead traveling cranes and chain hoists. 


York, Pa., Chicago, Denver, Los Angeles, Son Francisco, Portiend, New York, Bridgeport, Conn. 





WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


A ¢ 
‘~, In Business for Your Safety 
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CUMMINS 
MODEL 


Y2"’ Electric Drill 





CUMMINS’ 
NEW TOOL 


FOR ACTUALLY 


Unprecedented Profits 


Compare CUMMINS 200 with any other 2 inch drill 
at any price! 


It looks and performs like tools listing from $10.00 to 
$15.00 higher — yet carries greater discounts to Jobbers 
and Dealers. 

Styled to match the finest 

Priced for volume sales 

Engineered for quality and stamina 
by acompany with 60 years experience in precision manu- 
facturing. 

© Full Size © Modern stub nose ‘ 

© Balanced for users ease © Additional handle included 

© Preferred horizontal handle ° Jacobs 33B geared chuck 


Covered by Cummins’ Perpetual Guarantee 





LIST PRICE 


$39" 





CUMMINS PORTABLE TOOLS 
ision of Cummins Business Machines Corp. 


Div of 
4764 Ravenswood Avenve 
wnce(Q ye Chicago 40, Illinois; U. $. A. 
Please send me additional details on the 


O Cummins 4 inch Drill 


Insure place on O Cummins % inch Drill 


delivery sched- 
ule by returning 
coupon NOW! 











Zone. State. 
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pression low: 71.1. It had been 84 
the month before. é; 

Shook & Fletcher Supply Co., Inc, 
of Birmingham, Ala was appointed dis- 
tributors for Republic Rubber prod- 
ucts, along with the Atlanta Beltin 
Co. of Atlanta, Ga, and the Campbel 
Hardware & Supply Co. at Seattle, 
Wash. 

The Riechman-Crosby Co. of 
Memphis, Tenn. held a two-day sales 
meeting that featured a talking pic- 
ture, “You Can’t Fool A Bearing, and 
Keystone Can Take It.” 








Apr. 5-8—American Hardware Manu- 
facturers Association and Southern 
Wholesale Hardware Association, 
joint meeting. Netherland Plaza 
Hotel, Cincinnati, Ohio. 


Apr. 13-16—18th Annual Safety Con- 
vention & Exposition of the Greater 
New York Safety Council, Hotel 
Pennsylvania, N. Y. C. 


Apr. 26-28—Triple Mill Supply Con- 
vention. a Supply & Ma- 
chinery Manufacturers’ Assn., Na- 
tional Supply & Machinery Distrib- 
utors’ Assn., Southern Supply & 
Machinery Distributors’ Assn.). At- 
lantic City, N. J. 









































*MANGRT, ENGLE, I Know Yoo — c'mon in AND 
LETs See YouR LINES—* 
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- Some Ropes Foot vou 


UW 6%/9 SEALE (S AN 3 
EXCELLENT CONSTRUCTION — 
FOR SLUSHER OR SCRAPER 


PULL ROPES BECAUSE [7 


All 


nl 




















FOR MINE SHAFT ROPES 
U-W 6*/19 FILLER WIRE /S 
BETTER BECAUSE /7 15 MORE 
FLEX/BLE AND RES/STS FATIGUE 
EXCEPTIONALLY WELL. 





THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wlain O6f 


evelaud 15 Ohio 
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Advertisement 


PACKINGS HOLD IMPORTANT 
PLACE IN MODERN PLANT 


PHILADELPHIA, PA.—To keep pres- 
sure up and cost down, modern plants, 
“leak-proof” mo and stationary 
parts with Belmont Packings. 


Since 1893, Belmont Packings have 
been solving these problems for indus- 
try, with highly specialized packing 
designs and constructions to meet every 
industrial requirement. Here, we illus- 
trate just two Belmont steam service 
leaders. Our catalog displays all. 


Belmont No. 30, for high pressure steam 
rods and expansion joints. Made of 
closely woven asbestos cloth treated 
with special rubber compound. Center 
block pleated on itself (accordian fash- 
ion) at approx. 90° angle with rod, 
affording high resiliency ad flexibility. 
oe extra take-up and “edgewear” 
if packing wears toward the rod. 


BELMONT 


PACKINGS 





Belmont No. 754, for reciprocating rods 
and plungers against h pressure 
steam, expansion, joints, etc. ie of 
a fibre asbestos yarn with fine cop- 
wire twisted with each strand. 
ubricated throughout and graphited, 
this square braided packing — its 
softness over a long period of use. 
Belmont Packings are easy to obtain 
and convenient to see; distributors are 
located in every large industrial pane, 
with sample kits Imont 
constructions and han on og 


Belmont Advertising appears in Power, 
Operating Hngineer, Power Generation, 
Industry, Mill & Factory and leading 
Industry & Power, Southern Power & 
catalogs. 


Belmont Advertising creates demand for 
Belmont Packings by promoting the 
extra values in the Belmont line. 


It develops definite sales leads and di- “ 


rects the reader to the BELMONT 


DISTRIBUTOR. 


A BUOLMONT 


THE BELMONT 





SEA 


THAT STEAM! 


PACKING 


Belmont No. 30 
High Pressure Asbestos 
Packing for rods, expan- 
sion joints, air and gas. 


Belmont No. 754 
Square Braided Asbes- 
tos Wire Inserted Pack- 
ing for reciprocating 
rods and plungers, ex- 

pansion joints, etc. 
SERVICE 


FOR EVERY 


PACKING &-RUBBER COMPANY 


BUTLEFE AnD SEF VA STREE 


TS e PHILADELPHIA PA 
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OBITUARIES 








Albert H. Chatley 
Albert H. Chatley, 
Delta Mfg. Executive 


Albert H. Chatley, a wee resident 
and the general manager of the Delta 
Mie. Division of Roc dl Mfg. Co., 

Milwaukee, was stricken by a heart 
attack at his Fox Point b tec .) home 
on January 24. Mr. Chatley was 55. 

Well-known in the machine tool 

field, he had been with Delta for the 
ast nine years. He was born at Brad- 
ord, Pa. 





William R. Bryan 
William R. Bryan, 
Supply Firm Aide 

William R. Bryan, ci 


and warehouse superintendent of the 
W. J. Rile Supply Co., Monroe, La., 


salesman 


succumbed to a 
while at work. 

Mr. Bryan was 51 years of age and 
had been associated with W. J. Riley, 
president of the supply firm, for more 
than nine years. 


eart attack on Jan. 8, 











NATIONALLY 


Hardwea ve 


wittt a Met 
f. 


Williams Line of Quality Tools is the broad- 

est line of its kind manufactured today. 

For over half a century it has been consistently advertised 

to American industry. During 1948, 35 leading magazines 

will carry dominant advertising directing buyers to purchase 

through their local Industrial Distributor. Williams advertising 
helps Distributors build easier and more profitable sales. 


(This standard signature appears in all Williams advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. QYeibulted Sooupwhoe 
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RELIABILITY. * PRODUCTIBILITY 
DURABILITY * AVAILABILITY 


On nearby shelves of Industrial Supply Distributors 


BAY STATE TAP & DIE COMPANY 
MANSFIELD, MASS 
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Diary Of A Salesman 


(Continued from page 95) 


On the next four calls nothing of 

particular note transpired, and I ar- 
rived at the Mfg. Co. where 
I had sold the strippable plastic and 
melter. ‘The P.A. was glad to see me 
and asked me to visit the engineering 
department. They had been asking 
for me! ‘Their observation of the small 
tool room melter has had the desired 
effect. They want to coat parts for 
storage and shipment. They will re- 
quire a large melter with 800-Ib. capac- 
ity costing $300! They wanted to see 
one in operation so I phoned and 
arranged a plant visit for next Monday. 
We went up and discussed it with the 
big boss and if engineering approves 
(as they apparently already have) I’m 
in! 
Thursday, Jan. 22 . . . Went directly 
to my first call this morning after 
some delay in putting chains on the 
car. At the Mfg. Co. I deliv- 
ered an order of plastic tipped mallets. 
This was a trial order. They are at 
present using a great many babbitt 
mallets which the tool supervisor 
would like to replace with these plas- 
tic mallets, if they hold up well. We 
took the mallets to picked men in the 
shop. I explained features of them to 
these ultimate users. I next discussed 
our automatic chucks and tapping at- 
tachments with him and he promised 
to try these. Gave him copies of the 
new electric tool catalogue and showed 
him a small }” home utility drill which 
is available now—a thing that any me- 
chanicaliy minded man would like to 
have. This caused considerable dis- 
cussion and he showed it to several 
men who were interested in just such 
a thing for their home work-shops. 
This accented forcibly our electric tool 
stock which he promised not to forget 
on his next requisition. 

Next called on Grinding Co. 
A new P. A. had been appointed last 
week and we became acquainted over 
discussion of the automatic chucks 
and tappers. I reviewed with him the 
items we had been furnishing and then 
showed him a tap coated with the 
strippable plastic. 

The next account is one I have 
called on for 14 years without getting 
an order. They are extremely faithful 
to one supplier whose salesman prac- 
tically lives on the doorstep. But the 
possibilities are almost endless. I have 
been able to cultivate a few shop men 
and get a pleasant reception from the 





Howe a case of shock to cure 7 


eer — ned 


Mee pr 


“Rev ’er up” is the cry as truck engines roar up 
to 3000 RP iant test stands. It’s done to make 
sure they'll vale on gaff. But occasionally an engine 
gets ornery — backfires; stops suddenly. Shock! 
Plenty of it. But what’s a backfire to you? Well, 
what Morse Chain Company did about it may be a 


boon to your business, too... 


Shake, shock and shimmy were the problems 
Morse Power-Transmission Engineers found on test 
blocks: a natural for Morse Morflex Coupling. This 
versatile Morse product absorbs torsional shock, teeth- 
rattling vibration, and shaft misalignment. Morflex 
between engines and test blocks reduced bearing 
wear, protected equipment. This helps you to 
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Save yourself a headache. Shafts, wheels and 
machines in your business can be safeguarded. When 
shaft vibration causes bearing failure it might be 
prevented by Morflex. Wherever there is industry 
they are adaptable to universal drive connections; 
allow no power loss; are sealed against dirt and 
moisture; free of metal-to-metal contact! 


4 


Proof of outstanding performance? Call or write 
Dept. 108, Morse Chain Company, Detroit, Michigan. 
Hear case histories from experienced Morse Engi- 
neers. You'll soon see how and why Morse Couplings, 
Roller and Silent Chains, Sprockets and Clutches 
have been profitably applied by America’s foremost 
manufacturers. 





ER ar 


MORSE 


MECHANICAL 
POWER TRANSMISS/ON 
PropuctTs 


MORSE CHAIN COMPANY e DETROIT 8, MICHIGAN 
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—~*&>, It's simpler to sell Simplex. You get 

3 ~ the advantage of recognized leadership 
in jacks that are internationally known. Con- 
sistent advertising pre-sells your customers in all major and 
secondary markets. Practical field sales help and printed 
sales aids are yours to use in your territory. TheSimplex label 
on the jacks you sell means more sales, more profits for you. 


8 


SIMPLEX ADS NOW FEATURE 
RATCHET LOWERING JACKS 


Consistently fast sellers because of the wide variety of 
applications, Simplex Ratchet Lowering Jacks are cur- 
rently featured in Simplex national advertising. Ruggedly 
built for all-purpose use on all types of industrial, heavy 
construction and transportation jobs, they are designed 








for maximum power and safety. 
SIMPLEX HYDRAULIC Available in 14 models with 


JACKS AND JENNYS capacities from 5 to 35 tons, 
Same you can sell them on the 
a strength of their versatility and 
such outstanding features as: 
Simplex-Jenny e Ability to lift full capacity 
Coster ete on the toe or on the cap. 


Here's a ‘wonderful pair” for sales to those e Double lever socket speeds 


customers who want hydrauli se of oper- 1 
ation, canon aed poe wn aa > Se work in cramped quarters. 


8 

lifting, pushing and pulling jobs. Hydraulic . 

Jacks are available in eight models—3 to Short fulcrum centers for 
100 ton capacities; the Simplex-Jenny easier lifting ; 
Center Hole Puller is available in five os = 
models—30 to 100 ton capacities. To build sales and good will, sell the 








“low cost of lifting”—sell Simplex. 


Simplex 


TEMPLETON, KENLY & COMPANY 
1036 S. Central Avenue, Chicago 44, Ill. 
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eegry department but. that is all 
et. I have demonstrated every piece 
of equipment we sell and have prob- 
ably left enough literature to paper the 
walls of Convention Hall twice. How- 
ever, I called on one of my present 
best customers for 1} years before get- 
ting the break that got me started. 
There is some combination that will 
turn the trick here, but I haven’t been 
smart enough yet to discover it. To- 
day, neither the P.A. nor the shop 
superintendent could see me so I sent 
in information on the electric tools, 
automatic chucks and hammers to 
both. (Once I demonstrated a 40 Ib. 
cylindrical grinding attachment in the 
lobby to the shop man who came u 
to see what I wanted. He didn’t buy. 

Next call was to the .... Electric 
Co. Had a good interview with the 
new tool buyer who knows tools and 
is a pleasant and informative man. 
He was interested in the automatic 
chucks, and asked for extra literature 
for the tool superintendent. (I will 
follow this up in 3 or 4 weeks with 
the latter and made a tickler in my 
record book to do this.) I took the 
’48 electric tool catalog and 3-in. drill 
in, too. This interested him. He 
wants one himself. Also showed him 
the plastic dipped tap, since I have 
previously discussed the plastics with 
tool room and methods engineers. 

The call of the day—my next one— 
resulted in stopping at the Mfg. 
Co. which had been my last call yes- 
terday. I had a small sample of the 
ney clear strippable plastic which the 
methods“engineer had asked me to 
bring: out. ey do considerable as- 
sembly work and I had noticed many 
lead and rawhide mallets around. So 
I took the plastic tipped mallet along 
in with me. After leaving the plastic 
samples, I showed the engineer the 
mallet. We went to the tool room 
and showed the tool supervisor. He 
called in a foreman and we went out 
to demonstrate. It was a success and 
I got an order including some large 
mallets which sell for $18 each. While 
the boys were trying 
to naiiliiate ws mal- 
let, I got in a j Antes 
sion with the tool 
supervisor about the : 
tapper stressing its “™ 
most salient points, = 
and he is to order one of these. We 
also discussed cutting tools and he 
showed me what they are using in 
the way of carbides. The point is 
that he knows me well and I can call 
on him again with confidence. Two 
of the methods engineers joined me 
for lunch and, after a very pleasant 
lunch, I went back and reported prog- 
ress to purchasing, leaving literature 
and prices. 

Final call was to the .... Co. Saw 








ARMSTRONG-BRAY 


Both Standard Types of Beit Lacing 
All Fast Selling Types of Pullers 


Armstrong-Bray Lines are ag time 
only one but both types of belt lacing; not 
a few gear and wheel pullers but all fast- 
selling industrial and automotive types. By 
standardizing on rong-Bray products 
you can get all your needs from one reliable 
source, can avoid expenses of buying 
from many suppliers, can save in buying, 
transportation, clearing, checking and han- 
dling costs — more profit og every sale. 


STEELGRIP Flexible Bele Lacing — is 
easily applied, a . . All 

is a 

boxes with 2-pi : rocker hinge pins and a 
gauge pin included. Handy packages and 
long lengths are available. 








wy A yy Sipelay=-aeate on cards 
th extra blue ali strips that assure 
foot alignment of hooks oar also neevens 
loss from handling. ee Hooks 
lied wich hey standard make lac- 
SS an 6 


ARMSTRONG-BRAY Gear and Wheel 
Pullers provide an easy and efficient way 
be pe gears, pulleys, bearings, etc. 

shafts: save time, | irreplace- 

oe parts, pesrens battering of chines 
and equi 12 41 sizes and ca- 
pacities 





GRIP universal 


a, stein, Rigid Arm Pullers 


with 2 or 3 drop for; steel arms, and 
many automotive, refrigeration, oil burner 
and other special purpose pullers. 


Write for Catalog. 
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the tool supervisor with whom I had cuttir 


left sample blue-oxide taps last week. inten 
No reports as yet, but he was inter- inter 
ested in the tapper and automatic and ' 
chucks. Wants a demonstration. There M 
is a store in the plant which sells tools hed 
and equipment to employees at cost. crom 
AGAIN IN I took my small }-in. portable home thou; 
utility dill to the manager and sold ten 
three of them. He wants more if form 


these move. itemi 

Made two phone solicitations to show 
accounts I should have reached but price 
didn’t because of time spent at next a fair 


to last call. That finished the after- 













plast 
noon. discu 
Friday, Jan. 23 . . . Had to go to the with 
office this morning and was gratified low t 
ange og to find among my orders Tl 
one for five electric drills, a direct ing | 

a Donnelley-built,. result of my solicitation of last Mon- sho 
% . P 

| k day to the ...... Electric Co. the 
catalog goes to wor First call was to the ...... Co. cafe! 
for Strelinger. (automotive manufacturers). This is shop 
; a fine potential account, and I’ve been mac! 
Our service to this calling there for about a year and have up t 

. ia broken the ice but have a long way : 
customer extends over to go yet. Purchasing deputenaet is prs 
35 years and includes very Otani but the shop superin- N 
‘ tendent must approve brand names. ther 
7 consecutive First went to purchasing and passed effo 
out the baby’s cigars and bragged | 
catalogs. about the outed lady a bit. Got per- tm 
Another case where mission to discuss the automatic I hz 
chucks with the tool supervisor and Gee 

LEADERSHIP PROSPERS left literature on these along with the re 
7 new electric tool catalog. t a list hay 
WITH LEADERSHIP. also of electric tools in stock now. Pin 
Then went down and talked to the iy 
tool supervisor about the chuck. The 
Checked on status of items we have oom 
previously ni and got a small oot 
order to carry home with me. cou! 
Then to the ...... Mfg. Co. This elec 
is an old account of ours. Had a very ture 
pleasant interview with the A.P.A. to 
Gave him the new electric tool cata- A 
log and, since they do considerable call 
pipe work, went over a resistance det: 
razer. Gave him information on au- age 
tomatic chucks to send to the tool del 
supervisor. The P.A. dropped in to tune 
inquire about soldering irons for a eine 
particular job and I made a recom- tim 
mendation and promised to send lit- had 
erature and quotations on various hin 

es. 
Next to the ...... Steel Co. I had or 

not been here since the baby came, nal 

but had phoned several times so I went be 


ml all through the Purchasing Depart- ti 
T 4 ela k esi d e ment a. a8 out the cigars and giving hit 








= resume on the new family to me 

the various buyers. It ae to know we: 

Press them all because they are shifted every me 

once in a while, and today’s scrap he 

buyer or coke and limestone man may lov 

be tomorrow’s tool and hardware man. ter 

R.R. DONNELLEY & SONS COMPANY | Besides, they are all a very likeable ask 

bunch. Then went over the new tool ha. 

items with the tool buyer who sent me acc 

350 East Twenty-second Street, Chicago, Illinois to the machine shop. I had a new an 
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cutting tool catalog for the shop super- 
intendent and we discussed it. He was 
interested in the tapping attachment 
and wants to see one next time. 

My next one was a ticklish one. We 
had handled a repair job on a mi- 
crometer for this customer and he 
thought the cost excessive. I had writ- 
ten to the manufacturer who per- 
formed the job and had gotten an 
itemized repair bill and presented this, 
showing how we had arrived at the 
price. The P.A. conceded that this was 
a fair price. Then showed him a sample 
plastic mallet and, after considerable 
discussion as to its merits, I left it 
with him for a week’s trial. I will fol- 
low up next week with superintendent. 

Then I called on the Weld- 
ing Co. They have a large machine 
shop. Arrived in time for lunch with 
the purchasing department in their 
cafeteria. The P.A. sent me to the 
shop to discuss the new items with the 
machine shop superintendent. Picked 
up two fair-sized orders here and next 
time he wants to see the tapping 
attachment. 

Next to the Iron Co. Here, 
there is a strict policy that all selling 
efforts are to be di- 
rected at the pur- 
chasing department. 

I had brought some 

fine chamois cloths? 

to the P.A. so his 

boy could wash the ® 

family car better (this developed out 
of a conversation on my last call). 
These were appreciated, and there was 
some discussion as to how long it 
would be before our new offspring 
could fill such a bill. Went over the 
electric tool situation and left litera- 
ture on the new items to be forwarded 
to the machine shop superintendent. 

After three more or less routine 
calls which I shall not mention in 
detail, I called on the Borough Man- 
ager of the town (a suburb of Phila- 
delphia) and discussed our reflector- 
ized signs with him. He had tried a 
similar type a few years ago, at which 
time these were not perfected, and | 
had to talk long and hard to convince 
him that the bugs had been removed 
in the manufacturing process and that 
we now have a superior product. Fi- 
nally got a trial order for six signs to 
be used at particularly bad intersec- 
tions. This was my first call, and we 
hit it off particularly well since I com- 
mented on a Tau Beta Pi key he was 
wearing. We found we were both 
members of the same chapter, although 
he was some years my senior. He al- 
lowed as how they use various main- 
tenance tools in the Borough, and I 
asked to supply literature on what we 
had available on my next trip, and he 
acquiesced. Passed out more cigars 
and left for home. 


SAVE TIME WITH THE 


@ 


LUBE EQUIPMENT 


ee 


Medel 2202 
Heavy Duty 
Drum Pump 


Put ARO Equipment on the job 
in your plant—wherever you 
want speedy, clean, positive de- 
livery of lubricants! You can 
depend on ARO'S complete line 
of lube equipment for industry to 
give you utmost dependability 

. with less maintenance time 
and expense. A few of the items 
in the Aro line are shown here. 
Write for full details or see your 
Aro Jobber. The Aro Equip- 


ment Corporation, Bryan, Ohio. 
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...in VALVE 
MANUFACTURE 


@ You wouldn’t hire a criminal lawyer to fight 
a patent suit, would you? Well, specialization 
is just as important in the manufacture of 
corrosion-resistant valves, as it is in law. 


Any manufacturer with experience in the 
fabrication of stainless steels and related 
alloys knows that they require entirely differ- 
ent handling from other metals. Different 
treatment is required for stainless steel all 
along the line—in the design of the pattern, 
foundry practices, machining and in the 
mechanical design of the valve itself. 


Such knowledge is best developed by 
specialization—and this is what Aloyco offers. 
We make nothing but valves. And we 
make these valves of corrosion-resistant alloys 
exclusively. Consult us on your requirements. 


ee in law 


STAINLESS STEEL 
VALVES AND FITTINGS 


ALLOY STEEL ProDUCTS COMPANY, INC. 
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They're in the 


top three 
inmy book | 


—year after year 


KE the word of leading distributors: 
Goodyear Industrial Rubber Products are among 

the first three profit makers of all lines handled 
by supply jobbers. Their consistent earning 
record is due to their matchless quality and 
reputation, backed by all the promotional 
help a great sales organization can give them. 
The blueprint shows you the eight solid 
advantages that go with a Goodyear franchise. 
If your present franchise is not delivering 
all of them, why not see if there’s 
a Goodyear distributorship open in 
your territory? Write: Goodyear, Akron 16, 
Ohio or Los Angeles 54, California. 





BLUEPRINT FOR PROFIT- BUILDING 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 
4. tronchise that creates qin i IMAL 
5.10 
6.: 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 





8. 
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POPTEE CEE EEELL ENS 


SOCKET CAP SCREWS 
Precision made—class 3 fit. 


FLAT HEAD 
SOCKET CAP SCREWS 


Fit standard countersink. 


SOCKET STRIPPER BOLTS 
Accurately ground shoulder. 


SOCKET SCREW KEYS 
“Glove” fit between socket 
and key. 


SOCKET SET SCREWS 


New super-smooth ground 
thread. 


SOCKET PIPE PLUGS 
Made of special alloy steel. 


A COMPLETE LINE — BEST QUALITY 


“Blue Devil” socket screw products are available from stock 
in a wide selection of standard sizes and lengths. They are 
made by specialists in socket screw manufacture in a plant 
which is entirely devoted to the manufacture of “Blue Devil” 
hexagon socket screw products. 


11 Park Place 
New York 7, N. Y. 


174 


Sold through industrial supply 


distributors 


Write today for further information 


SAFETY SOCKET SCREW COMPANY 


4449 N. Knox Avenue © Chicago 30, Illinois 


816 W. Fifth Street 
Los Angeles 13, Calif. 
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Know the Answers 
to quiz on page 122 








1. (d) is for heavy drilling and wood 
auger work 
(b) is for medium and large drills 
(a) is for drills g-in. and under, 
normal] 
(c) is breast-plate handle for in- 
creasing operating pressures. 
2.Check for all of them. Any one 
could be responsible for failure of 
the tool to operate. 
3.0n either De. or on AC, as speci- 
fied on the name plate. 
4.Ten percent over voltage specified. 
5.To force the drill beyond its 
capacity. 
6. clean lightly and smooth with very 
fine grade sandpaper. 
7. by blowing compressed air through 
the tool. 
8. the drill is being used on too low 

a line voltage. 

9. two wires and a ground wire. 

10.turning, broaching and external 
pipe — are operations be- 
yond the ability of electric drills 
and attachments. 

. Seventy-five percent of electric tool 
failure can be traced to lack of at- 
tention to carbon brushes. 

. Play it safe and replace brushes at 
one-half. They can be worn to one- 
third their original length, how- 
ever. 

.one in which the rotary motion of 
the motor is converted to sharp 
hammer blows, the other in which 
the hammer is actuated by free 
piston action of an_ electric 
solenoid. 

.(a) True. 

(b) False. In average stock cut- 
ting it is all of ten times as 
fast. 

(c) True. 

(d) True. 

(e) False, see questions 4 and 8 
for the consequences. Run 
your power tools on the line 
voltage by which they have 
been designed. 

(f) True. 

. Electric sanders can be equipped 
with wire cup brushes for cleaning 
operations, with rubbing pads and 
planer heads for surfacing and 
shaping timbers and other wood 
valine and with saucer grinding 
wheel for metal grinding opera- 
tions, among other attachments. 
Electric drills would be the tool 
to equip with wood augers for hole 
cutting in timbers. 

.it will take machine screws and 
nuts up to that dia. 





FACTORS TO CONSIDER pcr ol 
FIGURING LUBRICATION COST 


—— —_i__ | REPAIR OR 
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Do these hidden lubrication 
costs take money from you ? 





So many factors enter into the final cost of — the lubricants used are designed specifically 
a lubricant that the initial cost per pound or for each job. 

gallon represents but a small fraction of the 
total. As Keystone frequently repeats: ‘The 
true cost of a lubricant is measured by its 


Apply this analysis to’ your customers’ oper- 
ations. They will likely discover numerous 
places where lubrication effectiveness can be 


performance in the bearing rather than the npg : 
improved, with increased production, longer 


rice in the container.” ' 
P life for bearings and 
What is “true” cost? Examine the chart equipment... and 
above. Four cost divisions are shown, all of an actual saving 


which add up to an impressive total unless in lubricant costs. 


(Trademarks Reg. U. S, Pat. Off.) 


KEYSTONE LUBRICATING COMPANY « Est. 1884 SPECIALIZED 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILADELPHIA 32, PA. LUBRICANTS 


The Keystone distributor near you will be glad to cooperate in making Keystone Specialized Lubricants available to your customers, 
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MORSE 


that 


Pe rt 


. 
$% 
eS 

\ aA 


morst No. 1833. 
Side Milling ‘or general straddle mill- 
ing, slotting, and side milling- 


~ d 


r] jdeal fot 4 
considerable stock is 00 ; 


cuts in cast iron, malleable iron d 
For slabbing work which is narrow 
the cutter. 
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‘Makes the Cutters 


ti Make the Most of Time 


Morse Milling Cutters are designed to make the most of time by 

giving maximum performance on each job. The result of over 80 

years of experience, Morse Cutters are noted for their consistently long 
life, smoothness of cut, and high return per sharpening. 

Milling Cutters of all kinds are available from Morse. Besides those shown, 
Morse can supply you with Angle, Convex and Concave Cutters, Woodruff Keyseat 
and Involute Gear Cutters, as well as any of the other high quality cutting tools in 
the complete Morse line—End Mills, Reamers, Taps, Dies, and Drills. 

Maximum Cutter performance depends upon many factors and only when all 
these are known can the proper Cutter be selected. You can derive the benefit of 
our experience by letting Morse help you in the selection of the proper Cutter for 
your job. Your Industrial Supply Distributor will cooperate in securing a 


Morse recommendation. 


The Original Manufacturer of Twist Drills 


NEW YORK STORE: 130 LAFAYETTE ST. © CHICAGO STORE: 570 WEST RANDOLPH ST. © SAN FRANCISCO STORE: 1160 FOLSOM ST. 
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...the tools good workmen 


pteh For 


To men who know and appreciate good tools there is only one make 
of pliers—Kleins. 

There’s sound reason for this preference among linemen and elec- 
tricians, mechanics and radio repairmen, good workmen in every 
field. They know that the quality of Klein Pliers is reflected in the 
quality of work performed. 

The complete Klein line includes husky side-cutters, long-nosed 
pliers, oblique-cutters—pliers for every purpose. Keep Kleins on 
order—your requirements will be filled as soon as possible. 


The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 


oo I LE IN=o 
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Turn On The Heat 


(Continued from page 101) 





is advisable to offer a technical serv- 
ice of this nature.” 

The N. O. Nelson Co. radiant heat- 
ing engineer and specialist is C. P. 
Shaw. “There is no telling where 
inquiries for radiant heating systems 
may originate these days,” said Mr. 
Shaw. “But many of them do come 
through our salesmen in the industrial 
field. It is well worth the salesman’s 
time to cultivate all his customers 
with respect to a possible radiant heat- 
ing system, because such a system in- 
stalled as the result of plans drawn by 
us, usually means a nice bill of goods 
to his credit, what he may look upon 
as plus business. 

“The sales possibilities can be seen 
from such installations as in the Motor 
Truck Sales & Service Co. building— 
a combined garage, service and sales 
building. The entire structure, in- 
volving 18,000-sq. ft, on one floor, 
was heated in this way. The photo- 
graph shows how the pipes were laid 
on a gravel bed with reinforcing wire 
mesh to be embedded in the concrete 
floor slab above the pipes. The pipe, 


_ in this case, is 14-inch. 


“This job was sold on the strength 
of design, the owner desiring this type 
of heat. The architect was Smedaker 
& MacDonald, and the installation 
was made by a heating and plumbing 
contractor. 

“The Murray Buick Co., Murray, 
Utah installation (see photo) indicates 
the amount of pipe required for a 
floor slab installation. The ipe is 
acetylene welded in this case, the sec- 
tions being blocked up during welding 
and then dawns into place. 


Importance of Drawings 


“As mentioned, most jobs so far 
have been sold on design. This is 
not especially intricate, but the draw- 
ing accompanying the estimates should 
be well executed and understandable 
to the owner and those doing the in- 
stalling. 

‘The examples selected have been 
in the automotive field, but other in- 
dustrial and commercial types are 
being designed and the materials sold 
as our salesmen become more and 
more interested in running down this 
class of business. 

“That many early installations are 
being made in the industrial field does 
not mean that like interest is not being 





displayed in the residential field, 
where rapid progress is being made, 
and from whence orders for materials 
eventually come through to the dis- 
tributor. 

“In the typical six-room house with- 
out basement, the straight floor slab 
type is generally used, either copper 
or iron pipe in the slab. 

“In larger houses having a_base- 
ment, it is customary to put the heat- 
ing pipes in the basement floor slab 
and, on the first floor, go to the ceil- 
ing with the pipes. 

“Generally speaking, on large jobs 
1}-in. pipe is used. In the case of 
small jobs, the sizes run 4-in., 3-in., 
and l-in., according to the require- 
ments of the design. 

“Finally, don’t forget the snow-re- 
moval installations—they are here now 
on a considerable scale to keep drive- 
ways and other thoroughfares in and 
around industrial plants free from ice 
and snow, to keep residential drive- 
ways clear, for airports and in many 
other locations where safety calls for 
such an installation. Eventually, a 
great deal of business is coming to the 
distributor from these sources.” 





Stepping Stone 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


WHEN YOU THINK you are safe, that’s 
the time to “walk softly.” Often 
danger may lie ahead. 

It isn’t a comforting thought, but 
it’s true. And it is just as true in the 
realm of selling as it is everywhere else. 

Applying this thought to sales, and 
remembering that it’s difficult to get 
business and easy to lose it, a salesman 
must be alert every minute. Otherwise 
the accounts he thinks he has “in his 
vest pocket” will slip away, due to 
over-confidence or lack of attention. 
It’s harder to get a customer back, 
after you’ve lost him, than it is to land 
the first order. 

Well, admitting all that—what to 
do about it? 

First thing to keep always in mind 
is: Never give up. Often you'll find 
that when you have broken through a 
tough prospect, he will prove to be 
one of your best customers. 

Secondly, don’t think that because 
you have opened up a new account 
you can sit back and live off. it for the 
rest of your life. No man’s future ever 
is that secure—not even among adver- 





ACCELER ABE SALES 
in 48 with this Hew 


moneda s 
MERCHANDISER 


48” LONG 
36” WIDE 
35” HIGH 


A super-selling Island Display for the OTC Distributor’s sales 
floor. Compels attention with its spectacular, shining array of 
tools against a beautiful royal blue, chrome trimmed cabinet. 
Amazing variety of tools displayed in minimum space. Each 
tool position numbered, making it easy to properly replace 
tools sold from display. 


Speeds up Sales! Smaller tools are conveniently arranged in 
labeled, plate-glass-divided spaces on top of cabinet. Doors 
on two sides provide easy access to roomy in- 

side stock compartment. 


Ask your OTC Factory Representative or write 
for our attractive deal on this OTC Sales Stim- 
ulator. 


OTC industrial 


OWATONNA TOOL COMPANY recing. rosa 


312 Cedar St. Owatonna, Minn. tos. 





io sell 
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“Air Express picks up those 
amy <" right at your door 
ere, and delivers at no extra 
cost. There’s no waiting around, 
because Air Express goes on 
every flight of the Scheduled 
Airlines. No U.S. point is more 
than hours away! ; 


‘ 


“And rates are low. Don’t in- 
terrupt me—I said low. Why 
else do business men use Air 
as ere ag aby oor pho ng 
replacemen an - 
ables regularly?” 


(“ 


“No jay-walkin’ here! 
Gotta get to the airport? 
To Air Express those 
packages? My poor friend 
—haven’t you heard? 

















tising salesmen with their 15. percent 
of multi-million dollar accounts, There 
are plenty of other salesmen with ma- 
terials just as good to sell, who are 
continually hanging at the door that 
you may think is closed. They'll come 
when you're gone. 

It’s just as important to have a 
smooth “follow through” on your. 


accounts, as it is in golf. So you can’t. 


afford to stop thinking and planning 
and owe your sales methods; you 
can’t afford not to derive some profit 
from your past mistakes. 

You need brains for successful sell- 
ing, but you need your legs, too. In 
fact, neither is. much good without 
the other. 


NEWS 


Lamson & Sessions 
Issues “Ad”? Brochure 


One of the handsomest brochures 
we've seen lately on what one manu- 
facturer actually has done for his dis- 
tributors in the way of advertising and 
merchandising his products, with em- 
phasis on the part played by mill sup- 
plies distributors in that merchandis- 
ing, has been put out by the Lamson 
& Sessions Co. of Cleveland, Ohio, 








Pr 
In 
Big 
— 


Three r 
workers 


: 


manufacturers of fasteners for indus- immedi 
trial applications. 

The brochure does a neat, tidy job 
of detailing in pictures, line drawings 
and text the features of various of the 
manufacturer’s products, as advertised p 
in top industrial publications. The 
ads eschew extravagant claims in favor 
of a nice understatement that “makes 
its point and walks away”. Effective 
use is made of the “case history” tech- 
nique; the line-of-sight device; the 
word-picture medium, and similar ef- 
fective advertising methods, the whole 
set out in bright, two-color form. 

About half-way through the piece 
the company introduces a change in 
its paging system that has the reader 
flipping the page upward, rather than 
from right to left, and results in a 
pleasant change of pace. Not without 
design, probably, the page opposite 
the section carries pictorial represen- 
tations of a fair sampling of the firms 
fasteners, including nuts, bolts and 
screws, wire rope clips, pipe plugs, 
studs, plastic inserts, and similar prod- 
ucts, a kind of ready reference for the 
distributor interested in items of spe- 
cial design for particular applications, 
and how they would be advertised, as 
a means of increasing sales. 


to our 
their sh 


Specify Air Express-Worlds fastest Shipping Service 
@Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. 


@ Moves on all flights of all Scheduled Airlines. 
@Air-rail between 22,000 off-airline offices. 


Trve case history: Machine parts made in Camden were needed in Chicago 


in a rush. 32-lb. pac picked up the 28th at 10 A. M., delivered same 
day at 5 P.M. 669 miles, Air Express charge only $6.88. Gave days 
more time to complete the job. Other weights, any distance, similar] 
inexpensive and fast. Just phone your local Air Express Division, Rail. 
way Express Agency, for fast shipping action. 





Rates include pick-up and delivery door 
to door in all principal towns and cities 


AIR EXPRESS, A SERVICE 
OF RALWAY EXPRESS 
AGENCY AND THE 


scHEDULED AIRLINES or tHe u.s. 
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Prentiss Vises Back 
In Production With a 
Bigger and Better Line 


Production is now in full swing. Changes and improve- 
ments have been made for the entire line whose quality 
for 80 years has had proven acceptance everywhere. 
Three new items have been added, Hinge Pipe, Wood- 
workers and Utility Vises. 


Prompt Deliveries 


Immediate shipments can now be made. Many Thanks 
to our Prentiss friends who have waited patiently for 
their shipments during 1947. 


Prentiss Sales Policy 


100% through Industrial Distributors with fill protec- 
tion to the stocking distributors. 


PRENTISS VISE DIVISION 


MACHINISTS 

TOP SWIVEL JAW 
COMBINATION PIPE 
HINGE PIPE 

WOOD WORKERS 
UTILITY 


MERIDEN, CONN., U. S. A. 


OF THE CHARLES PARKER CO. 
SEE US IN BOOTH 819 AT AFLANTIC CITY 


PRENTISS 
VISES 
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fA oe LA 
er0-Seal 


worm drive 


John Chandler and Roy Kent of Tornado 
Supply Co., Anniston, Ala., exchange views 


on the growth and expansion of industries 
H O % | CL 7 M Pp & throughout the South. 


New Techniques Displayed 
At Tool Engineers Show 


< oa Tool engineers and others respon- 

<s) sible for production will have an un- 
usual opportunity to review and pre- 
view the latest techniques for increas- 
ing both production and employment 
at the Tool Engineers Industrial Ex- 
position. 

Assembled in Cleveland’s Public 
Auditorium the week of March 15-19 
will be a tremendous array of the 
newest and most efficient tools and 
machines, as well as educational pres- 
entations of the latest processes, meth- 
ods and techniques for cutting costs 
and improving quality in every field 
of metal-working. The country’s lead- 
ing manufacturers will be represented. 

Outstanding experts in io various 

Yj = 2 branches of specialized fields of engi- 

pra ctical applica fzons neering are halides to speak at the 

technical seminars which are featured 

WHEREVER AIR, FUEL, COOLANT LINES EXIST | on the program of the ASTE 16th 
Annual Meeting, held concurrently, 

Urge each of your salesmen to carry an “Aero-Seal" hose clamp in his pocket. | 2d engineers have been invited to 


pares : : visit various industrial plants in the 
Showing it to plant operating and maintenance men will stimulate business— | Cleveland area to see, first hand, how 


and profits. Because “Aero-Seal" is leak-proof and vibration-proof ... because their operations are conducted. 
it exerts uniform all-around pressure ... because it has extra-long take-up and 


%, 
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- 
| 


reduces inventory requirements ... because it lowers maintenance costs... be- 
cause it can be re-used many times . .. it's ‘on the job" in many plants in a wide 


range of fields. You'll find a definite demand for "Aero-Seal" right now. 


SEND FREE SAMPLE 9 


| Company. 
EEE SR Ee eR 


ESE RE Ee IR Pe The main office at Tool Sales Co., in 
Detroit, with Clarence Kerr and Bill 
) : ID 5 ae ae ey Ae > CORPORATIONS, INC. Shinn at the order desk and Barney 


ee. RAFT STANDARD PARTS Os oils Kennta, city salesman (left) all working 
. : sh a athe fee out a problem for a customer. 
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.. .for maximum safety, 
speed and service 


Since 1869, the David Round organization 
has designed and manufactured its products 
primarily for one class of buyers—men*who 
demand the best. 


eT | 


Results of this unvarying insistence upon 
highest quality are reflected in today’s Round 
line . . . finer hoisting equipment for every 
material handling job. 


y 
Since rDR' 1869 


6 ‘J 


e YY 
Woy _ “ 


@ Chain Hoists (hand operated and electric) 
@ Trolleys @ Winches © Crabs 
@ Cranes (hand traveling and electric) 





SUPERIOR ROUND AUTO-BLOC 
SPUR-GEARED Capacity: “% to 40 tons. 


Ball-bearing equipped. Has only 2 gears, yet de- 
% to 40 oe Sisson f velops mechanical effi- 
p ar eth sar : ciency of 90%. Unequalled 

ny Seen forheavy duty, high speed, 
( easy lifting. Weighs 20 to 
‘ 35% less than other high 
speed hoists. 














Y% to 12 toncapacity. Timken Roller 
or ball-bearing equipped. Increase 
the utility of any chain hoist. 


DAVID ROUND & SON 
Cleveland 5, Ohio 
Round equipment is sold by leading Mill Supply Distributors everywhere 


isig mn RO ER HN ROE ERE Care 


| Chain for every industrial need 


SELF-ALIGNING TROLLEYS 










Security in every link 


The Cleveland Chain & Mfg. Co. 
—a David Round associate—manu- 
factures industrial chain of every 
type. And every Cleveland chain 
passes extra rigid tests before ship- 


ment—there’s security in every link. 
V & I'-500n 


CizE VELAND [[HAIN 


Lhe Cleveland Chain & Mix Co. 
Cleveland 5, Ohio 


a iate Companies: The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. © Seattle Chain & Mfg. Co., 
Seattle 8, Washington © Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
® Woodhouse Chain Works, Trenton 7, New Jersey. 


CLEVELAND STERLING GRADE SLING CHAINS 
are available with single . . . double . . . 3- 
way or 4-way slings. 





Fittings include rings . .’. sling or grab 
hooks . . . pear-shaped links. Cleveland 
fittings more than equal chain strength— 
for greater safety. . . 
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FOR SAFETY PLUS 





For better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


_ye0n- / H90D RUBBER CO., WATERTOWN, MASS. 


A Division of the B. *. Goodrich. Company 
















Wowd (O-FOOT ER 


mn 
¥ 


A TOP QUALITY, 
inside-measuring rule with 
sturdy etched steel blade and 
standard size case with triple- § 
chrome plated finish. Also 
made in 6 and 8 ft. lengths and 
metric measures. Carlson & 
Sullivan, Inc., Monrovia, Calif. 


SOLD BY 
LEADING HARDWARE STORES 


| CARLSON BGS 3 ee Uae a eee) 








CHANGE BLADE 
—_" 
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Union Mfg. Co. 
Acquires Business 


The Union Mfg. Co. has an- 
nounced the acquisition of the Han- 
nifin air chuck and air chuck cylinder 
business from the Hannifin Corp. of 
Chicago, Ill. Present plans include 
display of the units at the Tool En- 
gineers Show in Cleveland, March 
16-19. 

Orders for complete units and parts 
are being accepted and will be deliv- 
ered from the purchased inventory, or 
scheduled for delivery upon comple- 
tion of manufacture. 

Control valves, regulators, filters 
and required accessories, as well as 
chucks and cylinders, will be fur- 
nished. 


J. F. Roberts Leaves 
Standard Pressed Steel 


J. Franklin Roberts, secretary of 
Standard Pressed Steel Co. of Jenkin- 
town, Pa. retired recently after 43 years 
with the same organization. 

R. S. Mast, general sales manager, 
takes on the additional duties of sec- 
retary, succeeding Mr. Roberts. 


New Stanley Display 
For Soldering Irons 


Stanley Tools, New Britain, Conn. 
has introduced a colorful new counter 
display which shows off its line of 
electric soldering irons to considerable 
advantage. 

The stand is completely assembled 
and is 18-in wide by 194-in high. It 
is made of hard composition board. 
Irons are anchored against pilferage 
by a board across the back of the 
stand. Colors are buff with red letter- 
ing. 

Distributors will have a choice of 
two units: No. 320C, which contains 
eight irons, Nos. 320 through 390; 
and No. 320D, which allows a choice 
of any twelve Stanley irons. 
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HOW TO REACH AROUND 
A CORNER... at a Profit 





fe! 


Sometimes it is necessary for your customers to 









design a piece of machinery or equipment in 
such a way thatthe fastenings are recessed or 


even inaccessible with ordinary tools. 




















In such cases, standard tools either cannot do the 
job or require too many man-hours. Result—the 
cost becomes too high and you have an excellent 
sales opportunity. 


The right tool in a man’s hand, whether for as- 
sembly or service, is the right answer. Bonney 
has developed hundreds of answers to difficult 
problems which have made it possible for manu- 
facturers to reduce assembly and service costs. 





So, go after this business. Send blueprints, sketches or descriptions of your 
customer's tool problems—and we'll come up with the answer. Get the sales 


and profit story on Bonney Tools now. Mail us the coupon below. 





BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA. 


ONNEY FORGE & TOOL WORKS ; ; “4 * Please send me without charge, latest catalog showing 
 ——_ Bonney Tools and Tool Sets. 


NAME 
ADDRESS 


















Bower Tapered Roller 
Bearings have a reputation 
for superior performance 
that means customer satis- 
faction and repeat business! 


There is no sales resist- 
ance when you point out the Bower— J TWO ZONE 


CONTACT for perfect alignment. 2 EXTRA DEEP OIL 
GROOVE for ample lubrication. 3} ROUNDED FLANGE 
SHOULDERS to prevent noise “and chipping and mirror 
smooth SUPER FINISH eliminating run-in period. 

Check your Bower stocks today and call your nearest 
Ahlberg branch. Through its branches all over the country 
Ahlberg All-Bearing Service offers you 
experience, engineering service, and 
bearings for every type of bearing ap- 
plication, as well as exclusive distribu- 
tion of Bower—the roller bearings that 









3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 
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Robert M. Gaunt 


Robert M. Gaunt Named 
Atkins Representative 


Robert M. Gaunt of Houston, 
Texas, has been appointed to repre- 
sent E. C. Atkins & Co. in the terri- 
tory of Southern Texas, New Orleans 
and Louisiana. Mr. Gaunt will make 
his headquarters in Houston and will 
cover the industrial field, metal, wood- 
working and saw mill industries for 
the Indianapolis saw manufacturers. 

Mr. Gaunt started with the Atkins 
company only recently. However, he 
is well known among the business 
firms in the area he will serve through 
previous association, both industrial 
and government. 

He spent three years with the Trop- 
ical Oil Co. of South America; from 
1934 to 1941 he was with the Reed 
Roller Bit Co., of Houston; and part 
of that time was divisional sales man- 
ager for the company in North Texas, 
with headquarters at Wichita Falls. 


The Boice-Crane Co. 
Now Incorporated 


The Boice-Crane Company, To- 
ledo, Ohio, recently incorporated, ac- 
cording to Myron H. Buehrer, vice- 
president and general manager. There 
will be no change in the firm name. 

Originally a partnership, formed in 
1921 by Wm. B. Boice and John E. 
Boice to operate plants in Toledo and 
Adrian, Michigan, the company in 
1945 acquired Mr. Buehrer as gen- 
eral manager and made him a partner 
in the firm. The stock today is held 
by these three individuals. 

The active officers of the corpora- 
tion are: Wm. B. Boice, president; 
John E. Boice, vice-president; Myron 
H. Buhrer, vice-president and general 
manager; and John H. Luken, treas- 
urer and assistant secretary. 
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Preparation of sales bulletins is Jack 
Stewart’s task as assistant to manager of 
mill supplies at the Chapin-Owen Co., 
Rochester, N. Y. 





Manufacturers Rubber & 
Supply Adds New Quarters 


The Manufacturers Rubber & Sup- 
ply Co. of Akron and Canton has 
opened a new store and warehouse in 
Mansfield, Ohio, located at 234 N. 
Diamond St. 

The move is in line with the general 
expansion program contemplated by 
the company in an endeavor to give 
more satisfactory service to customers 
in that area. 

The company is a division of The 
American District Steam Co. of Buf- 
falo, N. Y., and has had 36 years ex- 
perience in the industrial supply field. 


Blackhawk Adds Gregory 
To Pacific Coast Staff 


I. M. (“Ike”) Gregory has been 
named a territory representative by 
the Blackhawk Mfg. Co. Milwaukee, 
Wis. He is an addition to the staff of 
Pacific Coast District Manager George 
Spohr. 

Mr. Gregory will serve Southern 
California, Arizona and Southern Ne- 
vada, and has an extensive background 
in equipment merchandising. 








D. A. Livingston and G. H. Gwynne, of 
Hall & Co., Inc., Spartanburg, S. C., 
admire the compact look of an air com- 
pressor unit. 









SHOW THIS @ 


LEAVE THIS @ 


eee and you will 
get orders 


Here’s a brand new Desmond Diamond 
Sample Kit, shown actual size. Zip it open 
for the customer’s inspection. Let him see 
and feel the top quality diamonds. Explain 
the True-sct mounting. You are certain to 
get his attention—and a lot of orders. 
Then give him a copy of the Desmond 
Diamond Tool Reference Guide. This gives 















him all the information he needs to select diamond tools and nibs to dress 
his grinding wheels. The Guide gives information simply and easily, such as: 
diamond sizes to be used on various grinding wheels; diameters and lengths 
of all types of nibs, with part numbers, diamond sizes and users’ price. And, 
remember, the nationally known name DESMOND removes all the gamble 


in purchasing diamonds. 


Ask your Desmond Representative, or write the factory, for details on this 


proven, order-getting combination. 


THE DESMOND-STEPHAN MFG. COMPANY © URBANA, OHIO 








| Regmone 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 
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DIAMOND HAND TOOLS WHEEL TYPE 
DRESSERS curren 10 108 | Daessens AND NIBS 
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READING CHAIN & BLOCK CORP. 


Valuable 
Selling Help 


Another Reason Why Reading 
Hoists Offer Extra Profits 





It's easier to sell more hoists—make extra profits—when 
you have complete, easy-to-use sales information. You get 
exactly that, and more, with the new Reading Chain Hoist 
Catalog No. 60. This modern selling tool takes the “guess- 
work” out of hoist selection. It enables you to specify 
quickly and accurately the right hoist for your customers’ 
individual handling operations. All in all, its 35 pages of 
real hoist “know-how” give you the information you need 
to sell more hoists for extra profits. 

Useful selling help like this is just one of the many ad- 
vantages you get when you handle the Reading Hoist 
line. To mention a few more: good profit margin, com- 
petitive prices, selective distribution, complete line, ad- 
vertising support. For franchise details and your copy of 
Reading’s newest selling tool—the Reading Chain Hoist 
Catalog No. 60—drop us a line, now. 


CHAIN HOISTS ¢ ELECTRIC HOISTS © OVERHEAD TRAVELING CRANES 
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2107 ADAMS ST. READING, PA, 











Claude H. Browning, president of Brown- 
ing — & Supply Co., Knoxville, 
Tenn., reaches for his pen during a conver- 
sation with Melvin G. Caldwell, of S. L. 
Bagby Co., Atlanta, Ga. 





Chain Belt Co. Elects 
Three Vice-Presidents 


The board of directors of the Chain 
Belt Co. of Milwaukee, Wis., recently 
elected three vice-presidents to office, 
including L. B. McKnight, . W. Car- 
penter and B. F. DOevine. 

Mr. McKnight, who joined the com- 
pany in 1927 has been elected vice- 
ap age with executive responsibility 

or the two heavy machinery divisions, 
Conveyor and Process Equipment and 
the Construction Machinery. 

Mr. Carpenter has been elected a 
vice-president in charge of finance. 
Formerly, he was secretary-treasurer. 
Mr. Devine, elected vice-president, 
started with the company in 1909. 
Previously he had served as sales man- 
ager of the Construction Machinery 
division and, later, was made manager 
of that division. He will continue his 
duties as manager of the Construction 
Machinery division. 


L. B. McKnight 

















The MILWAUKE 


Means MORE Satisfied Customers for 


The COMPLETE LINE with prospects everywhete . . . 


You'll quickly find that every electric or pneumatic tool in the MILWAUKEE 
Line is a real money-maker for you. In shops, big and little — in fact, in 
every department — MILWAUKEE Tools improve grinding, polishing, sand- 
ing, and drilling operations. They make more money for your customers, 
as well as win friends for you. 

Repeat sales are assured by our line of “tested-quality" accessories used 
regularly with every MILWAUKEE Tool. You'll want all the profit obtain- 
able — get the facts now about the MILWAUKEE Line. Our new catalog 
and price list is sent promptly upon request. 


@RILLS * SANDERS * GRINDERS * POLISHERS * HAMMERS * DRILL STANDS * SCREWDRIVERS \ 














Many thousands... 


When selling portable ‘Budgit’ Elec- 
tric Hoists, mention that many thou- 
sands of these little yellow hoists 
are now gainfully employed in lifting 
loads on farms, baskets of grapes in 
vineyards, heavy milk cans in dairies, 
materials of all kinds in paint and 
print shops, machine parts in service 
shops, and scores of materials 
handling jobs in many different types 
of businesses. 


Besides the doliar-and-cents side of 
the ‘Budgit’ Hoist story, there's the 
story of safety for the worker — 
freedom from strained muscles, 
sprained backs, rupture. There's no 
over-fatigue when the day's work is 
done. And, best of all, he's able to 
increase his production with a ‘Budgit' 
Holst to help him. With increased 
production comes lower operating 


costs. 


Leek about you for the many op- 
portunities to sell ‘Budgit’ Hoists. You 
have two markets — the one yovu call 
on and sell and the one you don't. 
There are such jobs as harvesting 
vegetables on truck farms, stacking 
baled hay, loading and unloading 
trucks, and others you'll discover for 
yourself where sales can be made. 


Be sure to keep well-sup- 
plied with Bulletin No. 
371 te give to prospective 
owners of ‘Budgit’ Electric 
Hoists. 


mi BUDGIT’ 
Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Stage Tool Show 





PLASTIC MODEL of a live center 
makes a demonstration bv Carl B. 
Christensen, vice-president, Ready Tool 
Co., easv. Interested audience is 
1. M. Smith, technical school student. 





TAP DISCUSSION was held by 
Charles Lutz and R. W. Phelps of 
Rudel, Carey & Briggs, with E. C. 
Wester, assistant manager of tap sales 
for Charles H. Besly & Company. 


More THan 500 production men and 
tool engineers from manufacturing 
plants in the New York area attended 
the three-day tool show staged recently 
by Rudel, Carey & Briggs, Inc., indus- 
trial distributing firm. In addition, 
fifty students of the Long Island Agri- 
cultural and Technical Institute were 
guests. 

Products and latest developments of 
14 manufacturers of cutting tools and 
machine tool accessories constituted 
the exhibit. Two entire floors and the 
basement of Rudel, Carey & Briggs’ 
building at 435 Fourth Ave., New 
York City, were used for the displays. 
Exhibitors were: Wesson Company; 
Consolidated Diamond Tool Corp.; 
The Weldon Tool Co.; Union Twist 
Drill; Boyar-Schultz Corp.; Ready 
Tool Co.; McCrosky Tool Corp.; 
Chandler Tool Co.; Charles H. Besly 
& Co.; Zagar Tool, Inc.; Criterion Ma- 
chine Works; Motch & Merryweather 
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| Rudel, Carey & Briggs 








Mm AP 
SCREW MACHINE TOOLS intercst 
S. R. Mears, instructor at Long Island 
A. & T. Institute, (right), while E. M. 
Baumrach, of the Boyar-Schultz Cor- 
poration stands by ready to explain. 


by 





POINTING OUT features of his prod- 
uct, W. S. Austin, LeMaire Tool & 
Mfg. Co., has Walter D. Briggs, vice- 
president, and Andrew G. Carey, pres- 
ident, Rudel, Carey & Briggs, Inc., for 
an audience. 


Machinery Co.; LeMaire Tool & Mfg. 
Co., and The Dumore Company. 
Exhibits were arranged by the man- 
ufacturers who also had representa- 
tives present to demonstrate products 
and to provide technical information. 
Rudel, Carey & Briggs salesmen also 


were in attendance to greet customers. - 


The show ran from 5 to 10 p.m. 
daily, except on the last day when it 
opened at .m. To avoid overcrowd- 
ing, guests lem Brooklyn and Long 
Island were asked to attend on the 
first night; visitors from New Jersey 
the following night and visitors from 
Manhattan, Bronx, Westchester and 
upstate, on the final day. Sandwiches 
and other refreshments were served. 

The show was the first of its kind to 
be run by the firm. Andrew G. Carey, 
president, said that the attempt to 
serve customers’ production men with 
the latest technical information was a 
success. : 
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Fig. 1531 


Fig. 1531—Class 150-pound Cast Steel Globe 
Valve with flanged ends, bolted flanged yoke 
and outside screw rising stem. ‘ 


Fig. 500—125-pound Bronze Gate Valve with 
screwed ends, screwed-in bonnet, inside screw 
rising stem, and either taper wedge solid or 
double disc. 


Fig. 560—200-pound Bonze Regrinding Hori- 
zontal Swing Check Valve with screwed ends, 
screwed on cap and regrindable, renewable 
bronze disc. 


Fig. 241—Large 125-pound Iron Body Bronze 
Mounted Globe Valve. Made in sizes 2” to 
16", inclusive. Has outside screw rising stem, 
bolted flanged yoke and regrindabie, rencew- 
able bronze seat and disc. Also available in 
All Iron for process lines. 
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... the key 
to efficient 
valve performance 


Needless to say, a valve must operate with precision to per- 
form efficiently in actual service. But to make this possible 
there must be precision in everything that goes before 
precision in design, in selection of materials, and in finishing 
to exact specifications. 


Throughout more than a century of making valves—and 
valves only —‘“‘precision”’ has been the watchword at Powell. 
That is why today, in every branch of industry, Powell Valves 
are noted for efficiency under any and all service conditions. 


And don’t forget that Powell Engineers are always glad to 
help you select the precise valves to meet your individual 
flow control requirements. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 





Fig. 241 









VINCENT-HUNTINGTON 
DRESSERS and CUTTERS 


Grinding wheels are hand 
dressed fastest with revolving 
cutter type dressers. And to 
this saving in dressing time, 
Vincent Dresser Cutters add a 
bonus of many added dressings. 


1 Vincent Dresser Cutters are 

ot” WA 3 made of special analysis steel 

met yew and are heat-treated to an exact 

hardness by an exclusive process. This process, developed by 

Vincent metallurgists, is applied in the Vincent steel treating 
plant—one of the country’s largest and best equipped. 


This combination of faster dressing and longer life is synonymous 
with customer satisfaction . . . the kind of satisfaction that pro- 
duces repeat orders for you. 


HERE’S ANOTHER 
PROFIT MAKER FOR YOU 


Vincent HSS Tool Bits are also heat-treated in 
the Vincent Steel treating plant. Their fine per- 
formance consistantly produces more parts per 
tool grind. Available in standard sizes from 3¢” 
sq. to %” sq. 


2424 Bellevue Avenue Detroit 7, Michigan 
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John S. Gulledge 


B. F. Goodrich Co. 
Changes Sales Personnel 


Several changes “in the executive 
organization of the Industrial Prod- 
ucts Sales Division of the B. F. Good- 
rich Co. have resulted in the appoint- 
ment of John S. Gulledge as manager 
of the division’s Chicago district; 
George W. Green as manager of 
manufacturers’ sales of industrial 
products in the same district; and the 
appointment of Emest E. Haupt as 
successor to Mr. Gulledge to manage 
the Cincinnati district. Mr. Gulledge 
succeeds Orno B. Roberts, who has 
retired because of health. 

Other changes in sales personnel 
have included the transfer to Dallas, 
Texas of Robert T. Kain, formerly 
manager of the industrial products 
district office in San Francisco. Mr. 
Kain will manage the district. He suc- 
ceeds David R. Anderson, assigned to 
special sales duties. Harland B. Lane 











Robert T. Kain 


has been named manager of the San 
Francisco district. 

Mr. Gulledge, a graduate in elec- 
trical engineering from Kansas State 
A & M, joined the company in 1928. 
He was an industrial’ products sales- 
man for 11 years and was promoted 
to district manager at St. Louis in 
1939. Recalled to service with the 
Army Air Forces in 1942, he ended 
the war as a colonel. 

Mr. Haupt has been with the com- 
pany since 1914, in industrial prod- 
ucts sales for the last 30 years and 
salesman in Cleveland for eight years 
before his latest appointment. 

Mr. Kain, joined the company in 
1927 and, several years later, became 
‘an industrial products sales engineer. 

Mr. Lane has been with the organ- 
ization for 20 years, all of them spent 
in industrial products sales in the San 
Francisco district. 


Holds to Driver 


for fast assembling; 


Stays fast in 


You see, these advantages reach all the 
way down to the smallest “V”-Head Cap 
Screws made. Illustration shows a No. 4 
(stock size “Allen”) held on a “Handi- 
Hex” Allen Driver. Your customers have here the fastest fastening 


flush set-ups 


combination for small parts — particularly sheet metal — where the 
work must present a flush surface but a/so be assembled securely by 
firm, positive wrenching in a hex socket. Standard diameters, No. 4 
to %”"; threading to high Class 3 fit; Allen strong-points all through! 


- Sold only through Allen Industrial Distributors, — write us if you 


haven’t complete information. 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD. 2, COMRERCrICUT, @.:3. A 
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»»More Usesesotriciearnanit 


MORE 
USERS 








hy eh a oe 


COFFING 
“SAFETY-PULL” 


RATCHET LEVER 
HOIST 





9 models in capacities 





from %/4 to 15 tons 


Ms 





Every Call a Potential Sate/ 


Every, plant, factory, shop or mill your 
men call on has need for the Coffing 
“Safety-Pull” Ratchet Lever Hoist. Check 
the uses at the right—and check the 
users. They're all potential CUSTOMERS 
—easy to sell when they see how this 
hoist helps them lift loads safely, quickly, 
and easily. The “Safety-Load” handle 
assures safety by bending at maximum 
overload before any part of the hoist 
gives way. Free-chain feature speeds the 
job by allowing chain to be raised or 
lowered without using lever, when there 
is no load. Side-lever gives positive up- 
down-neutral control; makes hoist easy 
to operate. Every model is tested at 100% 
over capacity, proved by service with 
thousands of satisfied users. Write today 
for full details, prices, and discounts. 


Cash in with Coffing! 


Chain Hoists * Differential Hoists « 
Load Binders « Trolleys 





DANVILLE, ILLINOIS 





¢ Hoist Jacks « Electric Hoists * Spur-geared 


COFFING HOIST COMPANY 
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Lift heavy machinery 


Raise pipe and shaft- 
ing 


Tighten belting 
Anchor equipment 


Bend. or straighten 
beams or shafts 


Tighten cable 
Skid heavy machinery 


Suspend cable during 
construction work 


Pulling underground 
cable 


Fasten loads to flat 
cars 


Lift railway car trucks 
Tighten trolley wires 
Brace weakened walls 
Lift heavy castings 


Raise buried pipes and 
poles 


Pull loads up incline 
Lift drums and tile 


Hold. heavy: parts in 
place during assembly 


Tighten guy wires 


= =)CHECK THE USERS: 


Metal Producing 
Metal Working 
Chemical Processing 
Food Processing 
Textiles 

Lumber 
Contractors 
General and special 
Railroads 

Aircraft Shops 
Mining 
Communications 
elise 
Acricuiture 


Utilities 















Don Mateer 


Don Mateer Celebrates 
54 Years Of Selling 


Don Mateer is the “old-timer” at 
Barrett Hardware Co., Joliet, Ill. He 
has what one might call a steady job 
there, having just completed his 54th 
year selling industrial supplies for the 
company. 

In his heyday Mr. Mateer handled 
over 150 accounts, “and did a very 
nice job of it too,” according to Al 
Steed, general manager of the Barrett 
Hardware Co. Mr. Mateer still calls 
on about 15 accounts that he has had 
in his books for numerous years. These 
accounts still demand the service, the 
unfailing service they are assured of 
by dealing through Mr. Mateer. 

Mr. Mateer can be seen any morn- 
ing at the Barrett Hardware Co. at 
5:00 a.m. During the war when local 
manufacturing plants were working 
twenty-four hours a day, Mr. Mateer 
still gave his customers good service. 
Many times during this period his cus- 
tomers have called him at two or three 
in the morning for replacement parts, 
Mr. Mateer would list their needs, 
pick up the much needed replacement 
parts at the Barrett Co. warehouse 
and deliver them within an hour. 

In the “Advice to Young Bucks” de- 
partment, Mr. Mateer would tell all 
young industrial supply salesmen that 
the most important commodity they 
have to sell is service. “And good 
service,” says Mr. Mateer, “is the 
only thing which will hold your cus- 
tomers and increase your sales.” 


Hajoca Corp. 
Appoints McCadden 


R. E. McCadden, Jr., has been ap- 
pointed special representative of the 
me department of Hajoca Corp., 

hiladelphia. Mr. McCadden will 
make his headquarters in the general 
offices of the firm, and will cover the 
Philadelphia area and South Jersey. 
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J. W. Ashford, formerly assistant manager 
and sales manager of the A. J. Glesener, 
San Francisco, recently became manager 
of the firm. 





Operations Underway 
At Thermoid’s Utah Plant 


The Thermoid Co., Trenton, N. J., 
has launched operations at its new 
western manufacturing plant at Nephi, 
Utah. It is expected that more than 
300 will be employed eventually in 
the plant, when it hits full stride 
sometime this year. 

Fred E. Schluter, president of the 
—— reports that operations at 
Nephi will be concentrated largely on 
production of equipment urgently 
needed in mining areas of the inter- 
mountain West. He listed as particular 
needs conveyor belts and other indus- 
trial rubber products which Thermoid 
manufactures. Automobile fan belts 
and radiator hose also will be pro- 
duced. 

The Nephi plant has 180,000 sq. ft. 
of floor space and covers 274 acres 
for its five buildings. Two 750 hp 
boilers are in operation to produce 
steam required in processing. 





C. R. Conklin has been named Eastern 
district manager of the Republic Rubber 
division of Lee Rubber & Tire Corp., 
Youngstown, Ohio. 























Deming MINUTURB Deep Well Pump 


packaged complete, ready for quick installation! 


Deming Figure 4701 “MINUTURB’ is right on the sales beam—both 
from the viewpoint of distributors’ salesmen and from the viewpoint 
of their customers. 


The “MINUTURB’ is a “complete package”—no extras—everything 
included — ready for installation. Selection to meet a specified require- 
ment is extremely simple. (Send for BULLETIN 4701-A which includes 
quick-selection chart.) Capacities range from 15 to 75 gallons per 
minute from 4-inch (inside diameter) wells, or larger wells. 


Ease of installation, low cost operation, ease of mainte- 
nance, and exceptional durability make the “MINUTURB’ 
an ideal water supply system for deep well service. 


THE DEMING COMPANY 


511 BROADWAY e SALEM, OHIO 


The “MINUTURB” system 
(pictured here) or the 
“MINUTURB” unit (shown 
at left) are sold completely 
equipped as "packaged units.” 








PUMPS AND WATER SYSTEMS 
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SHELDON 


TRB S-56 PRECISION LATHE 







It Pays to Sell What they Want 


Today’s machine tool buyers are looking for, (1st) 
production capacity per dollar, (2nd) greater precision 
—tolerances are closer, (3rd) more convenience. 

Sheldon TRB-S56 Precision Lathes exactly meet these 
demands. (ist) They have sufficient capacity to handle 
the great bulk of lathe work—1144” swing, 134” hole thru 
spindle, 1” collet capacity, 35” between centers. (2nd) 
Spindle bearings are “Zero Precision” Taper Roller 
Bearings — can work to the very closest tolerances, will 
hold its extreme accuracy. (3rd) Comes with 4-speed 
V-belt underneath drive—has quick change gears, power 
cross feed and all standard quality features . . . is of the 
new lighter, faster, handier and less expensive type 
precision machine tools, in such great demand today, 
for tool rooms, small part and second-operation produc- 
tion and general maintenance work. 


Write for catalog showing Sheldon Precision Lathes, 
and Sheldon-Vernon Milling Machines and Shapers. 


SHELDON MACHINE CO. Inc. 


Meanulacturere of Sheldon Precision Lathes © Milling Machines © Shapere 
4232 N. KNOX AVENUE © CHICAGO 41, ILLINOIS, ZS. 4 
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W. B. Whenthoff 


Tube Turns, Inc. 
Names Whenthoff 


W. B. Whenthoff has returned to 
Houston, Texas, and again is in charge 
of marketing the products of Tube 
Turns, Inc., in that area. 

A native of Globe, Arizona, and one 
of the Southwest’s best down sales 
executives, Mr. Whenthoff’s entire 
career has been devoted to the sale 
of industrial supplies and equipment 
in the West, Southwest, and Mexico. 

He became associated with Tube 
Turns, Inc., in 1937, when he opened 
the firm’s Tulsa office. He established 
Tube Turns’ Houston office in 1941. 


Industry To Lead Off 
On National Security 


Businessmen, not bureaucrats, will 
have the job of readying American 
industry for any future war produc- 
tion, if Arthur M. Hill, chairman of 
the National Security Resources Board 
has his way. Mr. Hill, himself a busi- 
nessman and the man responsible for 
overall coordination of the national 
security program, conferred recently 
with 15 industrial executives promi- 
nent in the resources mobilization for 
World War II. 

Among the more interesting ques- 
tions Mr. Hill put to his fellow indus- 
trialists were the following: 

1. What should be the scope and 
content of the NSRB’s resources mo- 
bilization program? 

2. Upon what assumptions should 
the board base its planning? What 
phases of the overall program of the 
board should be given priority? 

3. To what extent, and how, can 
individual firms—and specific indus- 
pe age om themselves for mobili- 
zation? How can such planning be 
related to the overall planning of the 
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board? (This is the most important 
question of the four to industry, at 
present. ) 

4. How can the board best utilize 
the government’s departments and 
agencies to further its work in coor- 
dinating industrial, military and civil- 
ian resources mobilization? 

The industrial executives invited to 
meet with Mr. Hill included: Thomas 
P. Archer, vice-president of General 
Motors Corp.; Hiland G. Batcheller, 
president of Allegheny Ludlum Steel 
Corp.; Ralph Budd, president of Chi- 
cago, Burlington & Quincy Railroad; 
Ferdinand Eberstadt, president F. 
Eberstadt & Co., and president and 
director of Chemical Fund, Inc.; John 
M. Hancock, industrial banker and 
advisor on War Mobilization in 
World War II; William H. Harrison, 
vice-president of American Telephone 
& Telegraph Co.; H. Struve sete 
member of Carter, Ledyard & Mil- 
burn; Eugene Holman, president of 
Standard Oil Co. of New Jersey; James 
S. Knowlson, president and director 
of Stewart-Warner Corp.; William E. 
Levis, chairman of the board of 
Owens-Illinois Glass Co.; John Lord 
O'Brian, of Covington, Burling, Rub- 
lee, Acheson & Shorb; Brehon B. 
Somervell, president of Koppers Co., 
Inc.; J. Carleton Ward, president and 
director of Fairchild Engine & Air- 
plane Corp.; Arthur D. Whiteside, 
president and director of Dun & Brad- 
street, Inc.; Charles E. Wilson, presi- 
dent of General Electric. 

Thomas J. Hargrave, chairman of 
the Munitions Board, also participated 
in the meeting. 


Victor Offers Wall Charts 
To Distributors 


A new wall chart which tells at a 
glance which hand, band or power 
blade to use on any type of material, 
how to use blades correctly and care 
for them properly, is being offered free 
by the Victor Saw Works, Inc., Mid- 
dletown, N. Y., manufacturers of Vic- 
tor hack and band saw blades and 
frames. 

Large enough to be read easily 
(17x22 inches), attractively printed 
in two colors, the new Victor Wall 
Chart is suitable for hanging behind 
counters in retail outlets or distribu- 
tion to industrial plants to be hung 
near tool cribs or bins, Victor points 
out. 

A feature of this sales-help which 
should appeal to promotion-minded 
dealers or distributors is that when 50 
or more charts are ordered from Vic- 
tor, the individual dealer or distributor 
ordering this quantity may have his 
name and address imprinted on the 
charts without charge. 
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VISIT THE 
PUTNAM 
TOOL CO. 
EXHIBIT 

at the 

A.S.T.E. 
Exposition 
Booth 1831 
CLEVELAND, OHIO = MARCH 15-19 








THE PUTNAM LINE 


Over Different 


STANDARD 
END MILL ITEMS 


COMPLETENESS of line is one of the 
important reasons why Putnam Distribu- 
tors are so thoroughly sold on Putnam 
End Mills. These distributors know that 
the end mills most frequently required 
by their customers can be supplied in all 
specified types and sizes from the stand- 
ard Putnam line—for immediate delivery 
at all times from their fully-maintained 
stocks. 

In every type of end mill Putnam 
offers complete range of sizes—far 
greater selection than is offered by other 
end mill manufacturers—all standard, 
regularly-stocked, catalog-priced items. 

Tie in with the Putnam line . . . for 
end mills of dependable cutting perform- 
ance... for end mills that result in greater 
repeat orders, increased sales volume 
and substantial profits. 
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You HAVEMORE 
TO SELL IN 
HEIN-WERNER 
HYDRAULIC JACKS 


PROVEN FEATURES 


Exclusive Heinite Piston of greater efficiency . . . tandem 


pump for faster, surer lift .. . malleable iron castings 
at points of greatest strain . . . precision construction 
throughout. 


PROVEN DEPENDABILITY 


Based on more than 17 years specialized experience as 
raed of the largest producers of high quality hydraulic 
jacks. 


PROVEN EFFICIENCY 


Every jack is tested at 11/2 times its rated capacity. 
Models of 11/4, 2, 3, 5, 8, 12, 20, 30, 50, and 100 tons 
capacity. 


PROVEN PROFIT 


Full profit margin is provided for aggresive distributors 
who appreciate handling jacks that are BUILT RIGHT 
and PRICED RIGHT. 


Phone, wire or write for details on complete 
line of Hein-Werner industrial Hydraulic Jacks. 


Heim Weenet 


WORM MUKS 
HEIN-WERNER CORPORATION 
WAUKESHA + WISCONSIN 
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Long Named Manager 
At Riley Supply Co. 


H. M. Long was named manager of 
W. J. Riley Supply Co., Monroe, La. 
Mr. Long rejoined the Monroe plumb- 
ing and industrial supply firm in De- 
cember, 1945, after having seen service 
with the Army. 

Prior to joining the Army as a 
lieutenant, Mr. Lang was associated 
with W. J. Riley, company president, 
for five years. Mr. Long left the Army 
with the rank of colonel. 


American Floor Surfacing 
Offers Dealerships 


The American Floor Surfacing Ma- 
chine Co., Toledo, Ohio, is offering 
dealerships for the first time on the 
firm’s established line of portable elec- 
tric saws, disc sanders and belt sanders 
for production and maintenance work. 

Previously the line had been han- 
dled only by a limited number of 
American representatives. Greater de- 
mand, plus greater production facil- 
ities now make it possible to offer the 
tools to mill niet dealers. 

The company, whose products have 
been favorably known to the trade 
since 1903, is a pioneer producer of 
power tools for the building industry. 





Among the portable electric tools 
offered by American Floor Surfacing 
Machine Co. in its search for dealer- 
ships are a saw (top), belt sander, (left) 
and a disc sander. 








=a 


>. “., AA o> 


CAR O Ss ot Oe nn =~ 4S w@ BD 


——E © = ee 


oOo os 


~~ ar» 


—S — -a w 


lo’ 


T 






La. 
ib- 
Ye- 
ice 


ed 
nt, 
ny 





ae 


F. D. Wallace and R. W. Warren of 
Knoxville Belting & Supply Co., Tenn., 
test the flexibility of new stock, handily 
racked in head-high shelves. 





Higher °47 Sales 
For Anti-Friction Bearings 


Unprecedented demand for con- 
sumer goods and industrial equipment 
in 1947, increased the sales of ball and 
roller bearings to approximately $275,- 
000,000, a 25 per cent increase over 
1946, it was reported here today by 
George Carleton, president of the 
Anti-Friction Bearing Manufacturers 
Association. 

Both employment and sales for the 
anti-friction bearing industry were at 
an all-time high 4 any peacetime 
year. Sales volume for the past 12 
months represented a 275 per cent in- 
crease over the last peacetime peak in 
1937 while the total number of work- 
ers engaged in the manufacture of 
sy and roller bearings reached 50,- 
000. 


The nation’s steel shortage is ex- 


= to have a decisive effect on 


ring production in 1948, with the 
most critical period expected in the 
first quarter of the year. At the pres 
ent time, delivery schedules on stand 
ard ball and roller bearings range from 
60 to 90 days except in the case of 
special assemblies and bearings madc 
from strip steel where delays may be 
longer. In some cases, it was pointc.] 
out, companies have been able for th< 
first time since 1940 to build up an 
inventory of standard ball and roller 
bearings, so that orders can be met 
out of stock. 


Cuddeback To Manage 
Allis-Chalmers in Tampa 


E. T. Cuddeback, for the last year 
sales representative in the Allis- 
Chalmers Atlanta district office, has 
been named manager of the com- 
pany’s Tampa district office. 

Mr. Cuddeback holds a bachelor 
of science degree in administrative 
engineering from Syracuse University. 
He succeeds A. D. Robertson, who has 
resigned. 
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TWO BRONZE 
SEATS 


(Non-corroding) 













TRUE BALL JOINT 
(Leak-proof) 












EXTRA-HEAVY SHOULDERS 
(Withstand abuse) 






















MALLEABLE IRON BODY 


(Practically indestructible) 







ae 


These Dart advantages all spell longer life. Be- 

cause of the two precision-ground bronze seats, 
Darts are non-corroding on both sides of the true ball 
joint, making a drop-tight, leak-proof connection. They open and 
close easily without excessive wrenching, and can be reused over 
and over. Body and nut are made of high-test, air-refined malle- 
able iron—practically indestructible. 


oF es When you demonstrate Darts, 
— ZZ you're building up steady, re- 
= S peat business. 


E. M. DART MFG. CO. 


PROVIDENCE 5, RHODE ISLAND 
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heli de Gee, READ THIS 


mais! IF YOU SELL 
Wilea) WRENCHES 
We call attention to this Wrench, 


PRODUCTS NEEDED BY EVERY acknowledged to be SUPERIOR AS 
FACTORY YOU SERVE A RATCHET TO ANY OTHER 


Red R { TYPE OF ITS STYLE. 


—for easy one-man 
tilting and draining of 
heavy drums and bar- 


ls. Made in th 

see ines, 14-18". 1916 LOWELL 
lt Very quick in the reversing action, it takes only one-half 
able with of a complete turn of the knurl at the end of the handle to 

oF erlen ons reverse the action. 
sau ean The only Reversible Ratchet Wrench on the market that 
piece of has the reversing mechanism at the end of the handle or lever, 
\\ equipment, with the crushing action on the pawls, the strongest possible 


thousands construction. 
now in use. 








A time saver for reaching places not convenient for the hand, 
the wrench, as well as the reversing of the action of same, can 
be worked at the end of the lever without being removed, thus 
the hand is in no danger of coming in contact with cutters or 
—balanced for easy parts of the machine on which the tool may be used. 
handling of heavy aa 
loads, 6” diameter (5% LOWELL WRENCH CO. The Old Reliable WORCESTER, MASS. 
metal or rubber g) 
wheels. Streamlined 
tubular 
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oar le . 
const | Z2CAR MOVERS 
ote Profitable Sales 
re Fre Hii OPPORTUNITIES 


E 
Shovel : NOW! 





Trucks. © Today freight cars must 


; POWER KING | be loaded and unloaded 
Bah? instantly. The simplest way 


eae ARB to accomplish this is to get 
4 oe cera BADGER Car Movers into 
—_ ata the hands of all shippers 
(Brg oopewahgven d receivers of freight in 
for one man to : : NEVERSLIP on 
Bah? Eo 


operate. Lifts car- your territory. We deliver 
boy from floor 


with easy rocking ' promptly—your effort is re- 
action, pours by warded . . . light, heavy 
tilting on center ° oan ge 

pivet. Rauipped and medium types will fill 
with wheels for SLIP-PROOF | any demand your customers 


moving about. 


pole can make. 
© Widely advertised for the 
Write for selling prices and . saa 
distributor discounts mn of? benefit of the Distributor. - 
2651 W. Van Buren St. ADVANCE SAFETY CAR WRENCH 


Chicago 12, Ill. 
ADVANCE CAR MOVER COMPANY 


ou. 
Established 1907 APPLETON+ WISCONSIN 
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Raymond To Head Sales 
At Lyon-Raymond Corp. 


George G. Raymond, Jr. has been 
promoted to the position of sales man- 
ager of the Lyon-Raymond Corp., 
Greene, New York. 

Other recent promotions within the 
company include the advancement of 
William L. Peck to assistant sales 
manager; Frank Forsberg to factory 

nager; and Seth Wiley to purchas- 
ing agent. 


Cutting Tool Association 
Elects Van Deusen 


The fourth annual membership 
meeting of the Cutting ‘Tool Manu- 
facturers’ Association, held recently in 
Detroit, elected D. E. VanDeusen, 
president and general manager of 
Kelly Reamer Co., Cleveland, to the 
office of president of the association. 
Mr. Van Deusen succeeds E, A. God- 
dard, president, Goddard & Goddard 
Co., Detroit. 

Elected vice-president of the associ- 
ation was Emil Gairing, president of 
Gairing Tool Co., Detroit. R. H. 
Wolfe, president of the Arrow Tool 
& Reamer Co. was re-elected treasurer, 
while Harry J. Merrick continues as 
executive secretary. 

Elected to the Board of directors of 
the association, to serve for the next 
three years, were Norman Lawton, 
works manager, Star Cutter Co; J. I. 
Schultz, vice-president, National 
Broach & Machine Co; R. G. Michell, 
president, Eclipse Counterbore Co; 
and W. G. Robbins, president, Car- 
boloy Co., Inc., all of Detroit. 

E. J. Kaiser, manager of the Davis 
Boring Tool division, Giddings & 
Lewis Machine Tool Co., Fond-du- 
Lac, Wisconsin, and Gordon Birg- 
bauer, president, Super Tool Co., 
Detroit, also were elected to the board 
to fill two vacancies. 





RATIOS 
3% :1 
TO 
60: 1 


CAPACITY 


Production with 


Baadh atte Gaaes 


700 STANDARD WORM HOBS! 
In Stock Ready for Use 


Get our 12 page Bulletin 
No. 9 showing all dimen- 
sions in detail. These hobs 
are not for sale, being solely 
for customer use. 


Jobbers! 
Please Write 
for 
Prices, Details 
etc. 


BRAD FOOTE GEAR WORKS 
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an Cinberg & McKee Compiled Catalogs 


Indianapolis, ’ 
CHICAGO PULLEY & SHAFTING COMPANY 
CLARE ARE COMPANY 

Jamestown, New York 

TOOL & SUPPLY COMPANY 


R. C. DUNCAN COMPANY 
MACHINERY 
& 
x City, Misso SUPPLY COMPANY 
THE FAETH COMPANY. 


Kansas C 
FUCHS MACHINERY & & SUPPLY co: 
Nel MPANY 


'Y COMPANY > 


GLOBE MACHINERY é 
=! — SUPPLY COMPANY 


HARPER 4 ~~ 
I An Ss MACHINE COMPANY 


HARRIS IRON & SUPPLY COMPANY 
Memphis, Tennessee — 
HARRIS PUMP & SUPPLY COMPA 
Pittsburgh, Pennsylvania oad 
SAMUEL COMPANY 
HART INDUSTRIAL 
SUPPLY COMP. 
oe City, Oklahoma _ 


Y COMPANY 
Buffalo, New York 


HAVEN SAW & oe COMPANY 
Oakland, forni 


= vag J COMPANY 
Tennessee 
HOUSCH ee s 
E jUPPLY COMPANY 


INDUSTRIAL SUPPLY COMPANY 
Richmond, 
ay ey SUPPLY COMPANY 


IOWA A MACHINERY a 
WA MACH UPPLY COMPANY 


MARSHALL-NEWELL SUPPLY COMPANY 
San Francisco, California 
McCONKEY-DOCKER & COMPANY 


Phoenix, Arizona 

McJUNKIN SUPPLY COMPANY 
Charleston, West 

COMPANY 


i, Ohio 
METROPOLITAN SUPPLY CORP. 
toe Sort California 
F. & BROS. COMPANY 
Peoria, Ilinois 
MEYER SUPPLY COMPANY 
oor Illinois 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 
MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 
sy - 3 SUPPLY COMPANY 
RRIS Cc. 
New York City, New York 
R. C. NEAL CO., INC. 
— New York 
BRINKER COMPANY 


NEAL & 
New York City, New York 
W. S. NOTT COMPANY 


Minneapolis, Minnesota 

OLIVER ABRASIVE & TOOL COMPANY 
Buffalo, New York 

PACIFIC TOOL & SUPPLY COMPANY 
Oakland & San Francisc 


PATRON TRANSMISSION COMPANY 
New York City, New York 
PEDERSEN BROS. COMPANY 


Illinois 
pearl AsgoY ee COMPANY 
rth Amboy, New 
PHILLIPS — SUPPLY COMPANY 
ye TOOL & SUPPLY COMPANY 
t. Louis, uri 


Misso 
PULVES MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 
RAILEY MILAM, INC. 
Miami, Florida 
RICKERT INDUSTRIAL — COMPANY 
Milwaukee, Wiscons 
STACY SUPPLY COMPANY 
Springfield, Massachusetts 
STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 
STANDARD MACHINISTS SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 
STANDARD SUPPLY & EQUIPMENT COMPANY 
Baltimore, Maryland 
STAR MACHINERY COMPANY 
Seattle, Washington 
STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 
STELLHORN COMPANY 
Toledo, Ohio 
WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 
TAYLOR SUPPLY ae 
Baltimore, Maryland 
HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 
GEO. &. — INC. 
El Paso, T 
TOOL SHOP HARDWARE COMPANY 





]. M. WARREN & COMPANY 
Troy, New York 
ATKINS, 


© Tools Made of HIGH SPEED STEEL. are priced in red. 


WEINBERG & MCheEE, Ive 


610 W. VAN BUREN ST. 


CHICAGO 7, ILL 
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J. H. Baxter and J. C. Tolbert, of Colum- 
bus Iron Works, Columbus, Ga., check 
portable electric tools. Mr. Tolbert’s been 
with the firm 41 years. 





Bronx Hardware Names 
Edward Herman P.A. 


Edward Herman was recently ap- 
pointed chief purchasing agent for the 
Bronx Hardware & Supply Co., New 
York. 

A graduate of the City College of 
New York, Mr. Herman has had ten 
years’ experience in = industrial 
hardware and mill supply field. His 
background includes both sales and 
purchasing experience with two of 
the largest mill supply houses in New 
York City. 

Mr. Herman’s background also in- 
cludes an excellent record in the 
armed services during World War II. 


Workman Visits With 
West Coast Distributors 


John Workman, president of In- 
dustrial Equipment & Supply Co., 
Benton Harbor, Mich., and Ghateges 
Hardware & Supply Co., Muskegon, 
Mich., is spending two months in 
California on a combined business 
and pleasure trip. 

Interested in the problems of fel- 
low distributors in other parts of the 
country, Mr. Workman is concen- 
trating on Los Angeles and San Fran- 
cisco this year. 

On a visit to the Los Angeles office 
of Mitt Suppuies, Mr. Workman an- 
nounced his plan to stay in California 
until some time in late January. 


Black Mfg. Co. Appoints 
Hooper As Engineer 


R. U. Hooper has been named field 
engineer of The Black Mfg. Co., Bal- 
timore, Md. Mr. Hooper will repre- 
sent the firm’s Black Arrow line of 
paint spray equipment and weldi 
apparatus in Northwestern Pennsyl- 
vania and Western New York State. 

He will make his headquarters at 29 
East Utica, Buffalo 8, N. Y. 
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Roby Leverett and Luther Tumer of 
Georgia-Alabama Supply Co., West Point, 
Ga., check an order against the listings in 
the company’s catalogue. 





E. F. Harding To Head 
Corbin Screw Sales 


Emmet F. Harding has been ap- 
pointed general sales manager of Cor- 
bin Screw division, the American 
Hardware Corp., New Britain, Conn. 
He succeeds Elliott C. Paddock, who 
resigned recently. Previously, Mr. 
Harding had been assistant general 
sales manager. 

A graduate of the University of Cali- 
fornia, Mr. Harding started his career 
with Henry Disston & Sons, Inc., of 
Philadelphia, as a junior salesman. He 
remained with that company until 
1938, advancing to senior salesman in 
ihe New England territory. After a 
short junket with John H. Graham & 
Co., as Pacific Coast representative, 
he returned to Disston in 1943 as 
assistant to the manager of sales, hard- 
ware division. 

He became assistant general sales 
manager of the Corbin Screw division 
in June, 1944. 


Reading Chain & Block 
Appoints J. G. Green 


J. G. Green has been named mid- 
western representative for the Read- 
ing, Pa. Chain & Block Corp., manu- 
facturers of chain hoists, electric 
hoists and traveling cranes. Mr. Green 
will make his headquarters at 407 S. 
Dearborn St., Chicago, Ill. He will 
cover the Chicago territory to 
Springfield, Illinois, Wisconsin, and 
the eastern half of Iowa. 

Mr. Green has had wide experience 
in the durable goods field. Previously, 
he was connected with Westinghouse 
Electric & Mfg. Co. as manager of in- 
dustrial sales in the Pittsburgh district 
office. For the past five years he had 
been assistant general manager of the 
Philco Storage Battery Diviston, Tren- 
ton, N. J. 





LOW PRICES 
On Carbide Tippe® 


Check THESE LOW PRICES 


Straight Shank — Straight Flutes 


Shank | Over-all 
Diameter [Number of 
Inches Flutes — J sy PRICE 


1/4 15/641 6 | $3.75 
9/32 15/64) 6 | 4.00 
5/16 9/32 4.00 
11/32 9/32 4.25 
3/8 5/16 4.25 
13/32 5/16 4.75 
7/\6 3/8 4.75 
15/32 3/8 5.00 
1/2 7/\6 5.50 
17/32 7/\6 5.75 
9/16 7/\6 5.75 
19/32 7/\6 6.25 
5/8 9/16 6.25 


Note: For taper shank requirements, use stand- 


ard split sleeve reamer driver. Available 
at moderate price, 


How Wai Carbide Tieped BTA Wet) Th 


REAMERS IN THE H.S.S. PRICE RANGE 
SPE-D-CUT 


Low prices on the new line of Wendt- 
REAMERS 
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Sonis SPE-D-CUT reamers are made pos- 
sible by standardizing on straight shank 
styles and the size ranges most widely used. 
Tools are designed to high standards with 
precision tolerances (.0005 on dia.) and diamond lapped cutting edges. 
All sizes carried in stock. Here is a real volume producer backed by 
national advertising. Get details on the W-S distribution plan for this 
new line of SPE-D-CUT reamers ... WRITE TODAY! 
WENDT-SONIS CO., Hannibal, Mo. 


580 N. Prairie Ave. x 9 CS 1361 W. Lake Sc., 


Hawthorne, Calif. Chicago, Ill. 


CARBIDE CUTTING GOES 


e eee, ba 440) 4: * \TFAC R 
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PROFIL Mopealacl 
DISTRIBUTOR 
Je? how 


CONCRETE 
TERMUTE 







SPECIAL PATENTED 
PULVERIZING TIP (| 
Bores Straight, True 


y/ 
Holes . . . Holds its L- 
Gauge . . . Grant- 
ed 16 Cloims SHANK 
Under U.S. fi: dl 


Patent Ne. = Pig ue tric Drill. 






Material 


IT’S DIFFERENT 

The patented tip of 
neor - diamond hard- 
ness pulverizes hardest 
materials Faster! 
Cheaper! Easier! 
Quieter! Try it! 


THE SECRET: 
IT Doesn’t WI - 
IT PULVBRIZES! 


NO time lost on re-sharpening 
NO complicated attachments 
NO expensive air compressor 
NO ear-shattering noise 

NO water necessary 

® FOR EXTRA PROFITS ADD 
CONCRETE TERMITES to your 


line! Write for prices, discounts 
and literature giving uses and testi- 











monials from satisfied users. 


MANUFACTL ED 
CONCRETE TERMIT 
1627 E. Walnut Street 


vettelel taleme: Mm Gell 








CAPITAL ‘‘RED CAPS” 


HELP INDUSTRY SOLVE AN 
IMPORTANT AND COSTLY 
PROBLEM 


Sell industry CAPITAL clean- 
ing and maintenance equip- 
ment—help them solve this 
ever-present, expensive prob- 
lem. Every plant, mill, and 
public building of any size are 
prospects for CAPITAL Indus- 
trial Brushes and Brooms. 
Stock them now—get your 
share of this business which 
makes big profits year after 
year. 


INDIANAPOLIS 
BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 











Wilanic believes in doing 
ONE THING WELL 


BUILDING VIKING ROTARY 
cc # a bien 





In times when etary ses aie - put forth to stpply 
the unprecedented need for industrial equipment, it is 
with pride that the Viking Pump Company is able to 
devote its entire energies to building one product... 
Viking Rotary Pumps. 

The present out-put is greater than ever before. Employ- 
ment is at an all-time high. More new machines are being 
used to build good, reliable Viking pumps than at any 
time in the company’s history. 


We look forward to 
constantly improving 
our shipping sched- 
ules. Ask for latest 
delivery information 
and catalog 47SMM 
today. 









Pump Company 


Cedar Falls, lowa 


MILL SUPPLIES © MARCH, 1948 











of A 


char 
Ame 
gani 


194! 











Lewis Supply Co. 
Opens New Department 


The Lewis Supply Co., Memphis, 
Tenn., has opened a new department, 
for Power Transmission and Materials 
Handling, under the direction. of 
W. S. Regenold. R. T. Williams will 
join the staff, also, as assistant. 

Both Mr. Regenold and Mr. Wil- 
liams are graduates of the University 
of Tennessee engineering school, and 
served in the Navy during the war. 

The company also has formed an- 
other department, The Specialties De- 
partment, headed by H. N. Bradfield, 
with T. W. Trout as assistant. Both 
gentlemen were formerly inside sales- 
men for the firm. 


Whitlam Mfg. Co. Names 
New Representatives 


Whitlam Mfg. Co. has named A. 
E. Hinds & Co. Ltd. Galt Bldg, 
Winnipeg, Manitoba, Canada, as 
their sales representatives covering 
Canada from the head of the Great 
Lakes, west through Vancouver, B.C. 
The Hinds company, established in 
1908, is well-known throughout the 
territory. 

To cover the State of Florida, Whit- 
lam has named Frank McNellis, 327 
N. E. First Ave., Miami, Fla. Mr. 
McNellis has a wide acquaintance 
among jobbers in the Florida territory. 


American Hoist 
Promotes J. L. Beard 


John L. Beard has been promoted to 
manage the Small Products division 
of American Hoist & Derrick Co. 

Mr. Beard will direct sales and mer- 
chandising for his division through 
American Hoist’s world-wide sales or- 
ganization. He joined the company in 


1945, 





John L. Beard 














a really COMPA CT valve 


FOR ‘CLOSE-TOLERANCE™ 
STEAM REGULATION 


Where close regulation of steam - 
pressure is important — and y 
space-saving a big advantage 3 
— K&M’s Type 481 is the valve 

to use. It’s an internal pilot- | 
operated pressure-reducing < 
valve designed to meet just such r 
requirements. 
Type 481 is widely used in in- | 
dustrial process services, in a 
marine applications, and as a a 


primary valve on two-stage re- 


_I 

















ductions for heating. Changes 4 
in pressure reduction are made % 
by a simple setting of the hand- | 
wheel. ‘ 
DIMENSIONS PARABOLIC INNER VALVE 


insures reliable control on high or low load 
requirements. 


SINGLE-SEAT DESIGN 


insures tight shut-off on dead-end services. 


EASY MAINTENANCE 


All working parts easily removable and re- 
newable without removing valve body from 
line. 


Write for full technical details — and for the 
100-page Kieley & Mueller catalog, “Auto- 
matic Equipment for Pressure and Level 
Control.” 


£ 


NORTH BERGEN N.S. 
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AOE MARKS & 


ALLIGATOR 


-for cutting all wide belts 


(except those containing |e 
metal) up to 60” wide by | \= 


















Here is a simple type of belt cutter that makes it an easy job 
to cut-wide belts — it’s the new Alligator Wide Belt Cutter. 

It is made up of two elements — the head that carries the 
blade and a T-shaped base or guide rail: To use the cutter 
as shown in the illustration, all that is necessary to do is to 
square the base up with the center line of the belt. The base 
is then nailed or clamped to the belt and the cutter is pushed 
across the belt. Each cut is made about 4g” deep and the 
screw is then turned to lower the blade another 4”. With 
Several rapid cuts a belt can be cleanly and squarely cut. 

The blade consists of a long, thin, narrow strip of steel 
sharpened in a V shape. It is held in a slot in a vertical posi- 
tion in the head and vertical adjustment is accomplished by 
means of the screw. The base is made in four lengths for 
24”, 36”, 48” and 60” belts. 

Here is a tool that has a wide field of use for the cutting of 
both conveyor belts and transmission belts and Mill Supply 
Distributors everywhere will build up profitable volume on 
it. Its distribution will be backed by an extensive advertising 
program which will soon get under way in a wide group of 
business papers. 


Bulletin No. BC 350 gives all the details 
on this new cutter. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington $t., Chicago 44, Ill. 


Also sole manufacturers of Alligator Steel Belt Lacing 


for transmission and conveyor belts. Alligator V-Belt 
Fasteners and Flex V Fasteners for V-Belts. Flexco HD 
Belt Fasteners and Rip Plates and Hinged Flexco for 
fastening and repairing conveyor: belts. 
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Augustus Vogel, Jr. 


Nicholson Names Vogel 
As Area Manager 


Augustus Vogel, Jr., has been ap- 
pointed area manager for the Nichol- 
son File Co., of the territories a 
sented by Michigan, Indiana, Ohio, 
Kentucky, and Western Pennsylvania. 
Working with Mr. Vogel on sales 
and service problems will be John 
Doran, George Hughes, James But- 
ler and George Hines. 

Prior to joining Nicholson in 1941, 
Mr. Vogel had been secretary of the 
Imperial Paint Co. of Brooklyn, N. Y. 
Subsequent to that position, he was 
general sales manager of the F. O. 
Pierce Paint Co. in the same city. 


Retiring John S. Krauss 
Honored by L. H. Gilmer 


John S. Krauss, who has retired as 
manager of L. H. Gilmer Co. division 
of U.S. Rubber Co., was honored 
recently by 35 of his associates and fel- 
low workers at a luncheon. Mr. 
Krauss has been with the company for 
35 years, serving as president from 
1928 to 1944, when the business was 
acquired by U.S. Rubber. 

A television set was presented to 
Mr. Krauss, together with a book, es- 
pecially madé for the occasion, which 
contained the autographs of his asso- 
ciates in the company. 


Dikeman To Manage 
Taylor Co. Department 


Fred J. Dikeman has been named 
manager of the newly-appointed in- 
dustrial and automotive bearing de- 
partment of the H. D. Taylor Co., 
Buffalo. A veteran of the industrial 
and automotive fields, Mr. Dikeman 
was identified for the last six years with 
the Industrial Bearing Corp. 














\ 
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\ 


Joe Cash and W. M. Walker, of Mont- 
gomery & Crawford, Spartanburg, S. C., 
pause in the day’s occupation before the 
company’s bearings stocks. 





Maddock & Co. 
Incorporates 


Maddock & Co., distributors of in- 
dustrial ye tools and equipment 
located at 42 North Sixth St., Philadel- 
phia 6, Pa. has incorporated its busi- 
ness and will be known hereafter 
as Maddock & Co., Inc., located at the 
same address. 

Directors of the company now in- 
clude: Earl E. Fluke, William F. Hoff- 
man, Percy G. Maddock, Ralph W. 
McIntosh, Albert H. Miller, William 
H. Remer, Jr., and William H. Tup- 


ny. 

The following officers were elected: 
P. G. Maddock, president, William 
F. Hoffman, vice-president; Albert H. 
Miller, secretary; Ralph W. McIntosh, 
treasurer; and Helen R. Erdlen, assist- 
ant treasurer. The employees have the 
opportunity of buying stock in the 
company. 

William H. Tuppeny recently was 
appointed sales manager for the firm. 
Mr. Tuppeny plans to add three addi- 
tional salesmen to the present force. 








Vic Hart and W. S. Downes, salesmen for 
Service Caster & Truck Co., New York 
City, watch Frank Sherer of Manning, 
Maxwell & Moore point out some product 
features at a recent clinic. 
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. . - Because they 


constantly deliver 


MORE 
GRINDING 
= PRODUCTION 
PER DISC 
























Speed-Wet Metalite Fibre Discs 


Actual on-the-job comparisons at customer plants testify to the 
constant increased production of Speed-Wet* Metalite* Fibre Discs. 
The two illustrations above are typical examples. In the group photo 
Speed-Wet Discs averaged 5 to | times the production of their 
best competitor. The close-up photo shows a severe contour grinding 
job where Speed-Wet Discs did 12 to | better. 


Technically, the answer to this extra hee rms erformance of 
Speed-Wet Discs lies in their all-fibre backing and resin bonding. 
The all-fibre backing withstands flexing like a steel spring. The 
heat-set resin bonding resists cutting heat and retards grit-shedding 
and glazing. 

Phone, wire, or write us for a free on-the-job test of Speed-Wet Discs 
in your own plant. 

* Reg. U.S. Pat. OF. 


BEHR-MANNING - TROY,N.Y. 



























Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 
9024 Bessemer Ave. ° Cleveland 4, Ohio 


the Worlds Largest Mahers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 














Sherman 


AIR 
NOZZLES 


No. 117 
portable bench grinder 


$ 
Designed for the home 1495 


work shop this light duty, self con- 
tained portable electric grinder is 
being widely bought for light, 
touch-up work, gr | corners, Ne Weste.of Air 


de-burring, etc; for laboratories, M : : 
homes. While no production tool, ore Convenient Operation 
and not designed for continuous Sherman Air Nozzles are made in four 
operation it’s a lot of grinder for types. Angle Pattern No. 111 shown. 
Compare with other markers and you the money and a fast seller— The valve mechanism in each type is 
ae why yoo py lif nega capable shade pole motor, one fine, se, designed that the volume of air is 

one coarse 44” x #” grinding easily controlled to exact amount needed, 
A product of 113 years of crayon manu. ger cast er — resulting in maximum air economy. 
facturing, AITHFUL Lumber Cray- ing with front switch cord and plug. Sherman Air Nozzles are built to with- 
ons have won favor for foremost quality. 110-120 AC. stand rough handling. They are Cast 


Send for FREE Industriall Crayon Guide Write for Catalog Sheet Brass, Rough Brass finish. Write for 
ae and discounts. latest bulletin. 


. . 1832 S. 52nd Ave. Cicero, Ill. Battle Creek, Michigan 
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E. George Hartmann 


Hartmann To Head Sales 
At J. A. Roebling’s Sons 


E. George Hartmann has been ap- 
pointed general sales manager of John 
A. Roebling’s Sons Co., Trenton, 
N. J. manufacturers of wire rope and 
wire products. 

Mr. Hartmann has had close to 30 

ears experience in the wire field, and 
oe been associated with the Roebling 
company since 1940. Widely known 
in the industry, he is a member of the 
Wire Association and the American 
Iron and Steel Institute. 


N. Y. State Association 
Elects Officers 


A feature of the recent meeting of 
the New York State Upstate Mill 
Supply Club, in addition to election 
of its officers for the ensuring year, 
was the decision to change the name 
of the organization to “New York 
State Industrial Supply Association.” 
Speakers for the evening, whose gen- 
eral topic was Line Evaluation, in- 
cluded H. E. Torrell on V-belts, 
sheaves and hose, and E. F. Mc- 
Carthy on grinding wheels and pre- 
cision tools. 

New officers for the association in- 
clude: President and Director Eugene 
F. McCarthy, of Beals, McCarthy & 
Rogers, Inc., Buffalo; Vice-President 
and Director, Victor H. Brink, Ellis 
W. Morse Co., Binghamton; Secre- 
tary and Director, Walter C. Vier- 
giver, Erskine-Healy, Inc., Rochester, 

. Y. and Treasurer and Director, 
A. F. Despard, F. F. Despard Co., 
Utica, Nw’Y. 

Among the directors elected were 
the following: F. D. Craver, Babcock, 
Hinds & Underwood; Inc., Bingham- 
ton, N. Y; A. L. ae id M. 
Warren & Co., Troy, N. Y.; Ray C. 
Neal, R. C. Neal Co., Inc., Buffalo, 
N. Y.; C. W. Griswold, The Sidney 
B. Roby Co., Rochester, N. Y.; and 
H. E. Torell, of Syracuse Supply Co., 
Syracuse, N. Y. 
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QUALITY 
PRINTING 


SINCE 1847 


QUALITY AND QUANTITY do not go hand in hand. To 
attain the one, the other is sacrificed. Choice must be 
made between the two. 


THE CATALOG DEPARTMENT OF WISCONSIN CUNEO 
PRESS, INC. chose long ago to produce quality catalogs. 
It was interested solely in good catalogs, befitting the 
work of a great organization—not in quantity produc- 
tion. 


THAT IS WHY those in the Mill Supply field continually 
say, “We want a catalog like this one,”” and point to a 
Cuneo-built book. These catalogs are looked upon as the 
perfect product—in compiling, in printing, in binding. 


YOU ARE ENCOURAGED to make your contemplated 
catalog a quality catalog. Consult this Catalog Depart- 
ment for all that will be best and most effective in your 
printed representative. Write, wire or phone. 


CATALOG 
DEPARTMENT 


Wisconsin 
CUNEO PRESS /i<. 


239 EAST CHICAGO STREET 
CHICAGO © PHILADELPHIA @© NEW YORK ®@ 
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MILWAUKEE 1, WISCONSIN 
SAN FRANCISCO 





use either 
horizontal 
or vertical! 





Efficient, easily accessible, iree- 
moving flapper gives positive 
100°, opening in high tempera- 
ture and extreme high pressure 
applications! 

WORKING STEAM PRESSURE 


UP TO 600-lbs. (1500-lbs. 
oil, water or gas). 














@ STANDARD . 
up to 2000-lbs. 


@ DOUBLE EXTRA HEAVY . .. for 
pressures up to §000-lbs, 


. . for pressures 


DOUBLE EXTRA 
HEAVY UNION 
SWING CHECK 
TYPE, HOT FORGED 
STEEL 


ELIMINATE 
additional 








union and 





nipple 


on either outlet or 
inlet end of line! 


WRITE FOR Bulletin 10-A 
for the complete story! 


Hot Forged Steel UNIONS 














i Stop in at Booths 28-29 (Okiahoma 
= —_—-= Building) and let's get acquainted! 
== 





CATAWISSA VALVE & 
FITTINGS COMPANY 


300 Mill Street 
CATAWISSA, PENNA. UNIONS 


GOING TO THE INTERNATIONAL PETROLEUM 
EXPOSITION IN TULSA, MAY 15 TO 22? 
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A customer's order is neatly prepared for 
shipment by Robert Carlisle and John 
Wallace, of Teague Hardware Co:., Mont- 


gomery, Ala. 





Syracuse Firm Leases 
Floor Space in Utica 


The Syracuse Bearing Utica Corp. 
has leased 2,500 sq. ft. of floor space 
in the Munro Building, Utica, N. Y. 
as a distribution center for bearings 
and other supplies sold to industrial 
plants. 

George Rees of Syracuse, N. Y. is 
president of the firm. John H. Mit- 
chell is manager of the Utica branch. 


State and Local Debt 
Continues to Increase 


Debts outstanding and owed by 
state and local governments increased 
by $900 million to a total of $16.8 
billion for the fiscal year of 1947, 
according to the Bureau of the 
Census. 

State and local debt increases off- 
set the federal debt decrease of $11.1 
billion. As of June 30, 1947, fed- 
eral, state and local debt outstanding 
totalled $275.1 billion, a $10.2 bil- 
lion decrease from the previous fis- 
cal year. 





George Dorst puts things in order at the 
special socket head cap screw stock shelves 
in Wm. F, McGraw & Co., Detroit. ‘They 
are carried in odd sizes and lengths as 
business getters. 





A view of the motor repair shop, with Ed 
Kerr in charge, that spells “service” for the 
customers of Oakland Mill Supply, of 
Pontiac, Mich. 





Groves Disposes Of 
Portland, Seattle Branches 


Frank Groves, of Frank Groves Co., 
San Francisco, has sold the Portland, 
Ore., and Seattle, Wash. branches of 
his business to the respective man- 
agers at these places and, simultane- 
ously, has opened a new branch in 
Wilmington, Calif., in the Los An- 
geles area. Mr. Grooves expects to 
spend much of his time in the new 
branch and has appointed H. T. Wal- 
dron, manager of the mill supply 
department at San Francisco to run 
that end of the business. 

Despite his sale of the Portland and 
Seattle facilities, Mr. Groves still re- 
tains a minor financial interest in each. 
E. A. Thirkell takes over at Portland 
and has named his company, The 
Manning Packing & Supply Co., lo- 
cated at 65 S. W.4Second Ave. Frank 
W. Scott heads she Seattle concern, 
now known as the Frank Groves Co. 
of Washington. 

Mr. Groves reports that his com- 
pany has been appointed stocking dis- 
tributor for the products of the Corn- 
ing Glass Co. ese would include 
gauge glasses, lubricator glasses, oil 
cup glasses and sight glasses, together 
with Corning brand gauge and lubri- 
cator glasses and flat gauge glasses. 





Wilbur Kerins, order department head 
at Equipment & Supplies, Inc., Balti- 
more, Md., verifies an order. 





TMA steel Loading Chain 
is fabricated from electrically butt- 


‘welded carbon steel links. The short 


links permit tight binds when used 
with a load binder. It is a favorite in 
the lumber industry for loading and 
binding logs, and wherever a short 
link chain is required. TM Steel 
Loading Chain will pull stiff before 
breaking. Easily identified by a brass 
tag located in every 20 ft. of chain. 


T™  Hi-Test Steel Chain is man- 
ufactured from C-1017 steel butt- 
welded links. High tensile strength 
and long wearing qualities enable it 
to withstand proof tests far greater 
than those of ordinary low carbon 
steel chain. Its use in mines, oil fields 
and lumber camps and by original 
equipment manufacturers is evidence 
of its exceptional strength as a small 
diameter chain. Easily identified by a 
brass tag located in every 20 ft. 


TM Wire Rope End Chain adds 
economy... safety...flexibilityand long 
life to your complete wire rope-winch 
assembly. The entire chain and the 
hook is made from Taylor Made Hi- 
Test Steel. It’s heat-treated — it's tough 
and has greater resistance against 
wear than proof coil or BBB chain. 


S. G. TAYLOR CHAIN’ CO. 


Dept. M-3 Box 509, H d, Indi 
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™ HI-TEST 
STEEL CHAIN 


TM STEEL 


LOADING CHAIN atti, 
cd 


TM WIRE ROPE 
END CHAIN 


a 
¢ 


4 


“THE BEST BY TEST 
SINCE 1873," 


21 





ALBANY 


LUBRICATING 
ULI ars 


FOR YOUR CUSTOMERS... sod 
UNITS OF SALE FOR YOU 


Sell packages 
instead of inches 












































f: 





Customers appreciate the benefits of q 
purchasing plainly marked packages of 
precision shim stock. They are easy to 


use, simple to stock and sell. 


YOUR STEADY 6 x 100 Inches, Brass and Steel 


IN CARTONS: Rolls are pulled through slot 


PROFIT BUILDERS! and snipped. Romeining stock always ready 


for use. In gauges to .012. 


i 


 - pee - aa i el ee eee 


Continuous customer prefer- IN ENVELOPES: Four sheets, 6 x 25 inches...in plainly 
ence for over 79 years of the marked heavy-duty envelopes to eliminate flattening before 

high quality line of Albany use. In gauges from .015 to .032. 

3 sages today me up to IN HANDY KITS: Providing an assortment of most used brass | 
Guicker turnover and stea and steel shim stock. | 
PROFITS. sa Display the full Handled by distributors everywhere. Write for details of 

line! Promote the full line! dealer plan and supporting policy that includes national 

a sales—and — advertising and dealer helps. 

—go 





ermraaan LAMINATED SHIM COMPANY 


A cooling lubicant for operating tem- 
perature from 110° F to 200° F. 








@ ALBANY PRESSUREGREASE 
A superior waterproof mineral oil 


grease of high viscosity. Comes in 
eee es COLLMER 
: GRINDING WHEEL DRESSERS AND CUTTERS 
@ ALBANY BEARING LUBRICANT 3 ° 
(Boll or Roller Bearing) Recommend their regular use 
for complete grinding wheel 


—Will not separate or oxidize assur- 
ef f iciency Give your customers this of 


ing long life to bearings. May be 
used in hand grease guns. 
° dress grinding wheels REG Y to 
=— AER | metals and to tee them REGULARLY 



















@ ALBANY GEAR LUBRICANTS 
Retards wear, quiets gears. Water- 
proof. Will not drip when gears are 
idle or in motion. 





@ ALBANY ROPE DRESSING 
Penetrates the strands thoroughly. 


Lubricates and preserves the core. 
Waterproof. 





@® ALBANY PENETRATING OILS 
(Clear and Graphite) 
Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, 
eliminates squeaks. 





FREE: 
Send For Your Copy Of The 
Albany Recommendation Wall 
Chart. It’s Helpful And informa- 
tive. 














Colimer Dresser No. 3 
Est. 1890 


COLLMER BROS, sour sew 4, now 
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Joseph A. Abeling, 


manager of the Los 
Angeles branch of the Gilmore Steel & 
Supply Co., discusses recent sales of the 


company’s line of steel products with 
Secretary-Treasurer E. S. Gilmore. The 
parent house is in San Francisco. 





Sulflo Introduces 
New Line 


Sulflo, Inc., of Elizabeth, N. J. 
has just introduced to the trade an 
expansion of their line of plumbing, 
steam-fitting and metal working spe- 
cialties. The addition of these new 
products is in response to demand by 
the trade for companion products to 
the cutting oils and compounds in 
which Sulflo, Inc. has specialized for 
“7 years. 

e expanded line, to be known 
as the “Sulflo Quality Line,” is the 
product of much research and develop- 
ment and includes solder fluxes, pipe 
joint compounds, penetrating oil, lay- 
out liquid, and a new all purpose cut- 
ting compound, in addition to 
plumber and steam fitters service 
items which includes home boiler 
water treatment, home boiler seal, and 
home fuel oil treatment. 

The products are sold exclusively 
through selective dealers. 


Dodge Mfg. Co. Changes 
Field Sales Staff 


A number of recent changes in the 
field sales staff of Dodge Mfg. Co., 
Mishawaka, Ind. manufacturers of 
power transmission machinery, in- 
cluded the appointment of Walter A. 
Bell as district manager of the state 
of Florida, with headquarters at Or- 
lando. Mr. Bell has been on the home 
office sales staff for several years. 

Other staff members affected were 
Dan Scott, formerly of home office 
sales, who has been assigned to cover 
the western part of the state of Michi- 
gan. Mr. Scott will be under the di- 
rection of Frank E. Engle, district 
manager, whose headquarters will be 
in Detroit. 

J. T. (“Jake”) Hardin, for many 
years with Dodge as sales representa- 
tive in the Chicago territory and dis- 
trict manager of the Wisconsin terri- 
tory, with headquarters in Milwaukee, 
has been appointed district manager 














because—H & A Tools are consistently advertised every month to over 225,000 
users of woodworking equipment—including many of your customers. 


@ Every H & A Tool is backed by over 27 years of highly specialized experience in 
designing, engineering and manufacturing woodworking equipment. 

@ H & A Tools are dependable in every detail and are offered at the lowest price, 
consistent with quality. 


@ A liberal supply of effective dealer helps plus a continuous stream of hot leads from 


our magazine advertising ties your store directly with H & A Equipment and helps you 
turn inventory into profits. 


. on STRICT DEALERSHIP POLICY leaves nothing to be 
lesired. 


@ H & A is a live line for live distributors, write us TODAY. 


NEW H & A Model 
5 SWING CUT-OFF 
SAW—crosscuts di- 
mension stock quickly 

. accurately ... 
easily. Blade pulls 
through wood and 
is automatically re- 
turned to resting 
position by weight of 
motor. Model 5 (3” 
x 12” capacity) is 
now equipped with 
new  pancake-type 
Fairbanks Morse 1 
H.P. Motor. Two 
Larger models avail- 
able. 





H & A WOODMASTER—A woodworking 
tool whose versatility is limited only by the 
imagination of the user. All types of simple, 
compound, angle and miter cross-cutting, 
ripping, dadoing, rabbeting, grooving and 
tenoning are within its scope. Large 51” x 
39%” table . . . simplified exterior adjusting 
apparatus . . . ten or twelve inch blade for 
234" or 3%" capacity. 


H & A 6-INCH JOINTER—Sturdy cast iron 
construction permits vibrationless operation. 
Large 42 or 60 inch table is stress relieved 
to remain level for life—and in perfect align- 
ment with solid steel cutter head. Does 
precision planing, edging straight or angular, 
rabbeting relieving and chamfering. 


4 & A 14” Band Saw also available. 


HESTON & ANDERSON 


Established in 1921 
636 W. Kirkwood St. ¢ 





Fairfield, lowa 
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THERE'S A 
DARNELL 


CASTER 
& E-Z ROLL 


WHEEL 
FOR EVERY 
INDUSTRIAL 

Uh) eee 


A 
SAVING 


AT EVERY 
TURN 


us 
 — 
a 
ok 
=x 
Sota 
me 
= 
a 
us 
= 
cores 
a 
a. 
— 
Rates 
bad 
abd 
= 


DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
60 WALKER ST. NEW YORK 13. NY 
36 N CLINTON CHICAGO 6 -ILL 
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of a district comprising Missouri and 
part of Kansas. Mr. Hardin will make 
his headquarters in Kansas City. 

Robert K. Fuson has been ap- 
ointed district manager of the Dal- 
ey Texas, territory, with headquar- 
ters in the Dodge Warehouse, Unit 
No. 2, Sante Fe Terminal Building, 
Dallas, Texas. Mr. Fuson had been 
supervisor of the western division 
of the general sales department at 
Mishawaka. 


Ward C. Whippo Named 
District Sales Manager 


Ward C. Whippo has been ap- 
pointed district sales manager for the 
Pittsburgh district of Reading-Pratt & 
Cady division, American Chain & 
Cable Co., Inc. He will make his head- 
quarters at 908 Empire Building, 
Pittsburgh 22, Pa. The division manu- 
factures brass, steel and iron valves, 
and steel fittings. 

Mr. Whippo, who has been with 
the company for 10 years, succeeds 
A. W. Taggart, who was district sales 
manager for many years but now is 
retired. 


Disston Names Wilkinson 
Industrial Sales Manager 


J. F. Wilkinson has been advanced 
to the position of manager of indus- 
trial sales for Henry Disston & Sons, 
Inc., of Philadelphia, Pa. Formerly, 
he was assistant to George A. Slacke, 
who will retire after 26 years of service 
with the company. 

Mr. Wilkinson joined the Disston 
organization in 1937. He traveled in 
Virginia and Central Pennsylvania 
territory for two years and in 1941 
was called to the main office. For two 
years he assisted in the administra- 
tion of Eastern Industrial Sales. 

In 1942 he was made sales manager 
of the Eastern Industrial division, and 
on March 1, 1945, he was made 
assistant to Mr. Slacke. 


J. A. Wilkinson 





Hugh Waterston, president of Waterston’s, 
Detroit, checks through incoming invoices 
with Clara Petrill, secretary in the machin- 
ery department. 


Western Metal Supply Co. 
Erects Building 


The Western Metal Supply Co., 

San Diego, Calif., has gotten work 
under way on its much needed new 
building which, on completion, will 
cover an area 80-ft. by 211-ft. on a 
lot 150-ft. by 200-ft. The remainder 
of the lot will be used for open stor- 
age. 
"The firm was able to begin con- 
struction because it intends to employ 
special light steel to house its facili- 
ties in a building that will be entirely 
adequate for the type of stock it in- 
tends to store. The construction is 
greatly lightened by using stran steel 
or both studding and purlins. The col- 
umns are of standard length, no cut- 
ting required, and most of the other 
members are of standard 20-ft. and 
24-ft. lengths. The studs, however, 
are not standard but were cut to spe- 
cification at the mill. 

Since the building will be nothin 
more than a roofed enclosure, al- 
though adequate to the purpose, it is 
expected that it will be erected in a 
short time after delivery of the steel. 


Black & Deeker Issues 
Distributor Sales Policy 


The Black & Decker Mfg. Co., 
makers of Portable electric mm have 
just issued a convenient little hand- 
book, vest . pocket-size, which details 
their revised Distributor’s Sales Policy. 

Titled “A Statement of Policy”, 
the booklet outlines the firm’s adver- 
tising and sales promotion facilities; 
its organization in the field; its serv- 
ice and distribution methods; distrib- 
utor discounts and allowances; the 
policy on returned goods; pick-up dis- 
count; resale prices; and the engineer- 
ing and dovelamaitet techniques the 
company has available and open to the 
distributor. 

The little volume concludes with 
the Black & Decker guarantee. 


Every busy factory is a source of good chain busi- 
ness. AMERICAN CHAIN DIVISION makes all types of 
welded and weldless chain—a complete line of 
chain—a complete line of chain fittings, attach- 
ments and assemblies—repair links—cotter pins. 
Sell AMERICAN—the complete chain line. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


g y SJ) Im Business for Your Safety 
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COURTESY WESTINGHOUSE ELECTRIC CORPORATION 


American Chain at Work 








CONSOLIDATED || @ti7alRee 
BRASS OILING DEVICES More Sales for 


New and Replacement Business 


Gives you Good Revenue .. . a YANKEE 4 | 


Unfailing dependability under hard usage is 
what recommends the CONSOLIDATED line 
of mengmeton. Industrial plants all over the 
country have been relying on them for more 
than 45 years and they have never had cause to 
regret it. There is always a market because pre- 
cise and correct oiling of high priced equipment 
is so very essential to good plant operation. 
Feed is controlled and rugged design and con- 
struction withstand severe use. They are 
standard equipment on industrial and agricul- 
tural machines and in the machine tool industry. 
Let us send our catalog on the complete CON- 
SOLIDATED line—then get ready to handle 


this profizadle tine. 


We Can also supply 








@ Boiler Drains @ Water Gauges 


CONSOLIDATED | ¢ siti cocks © Fusible Plugs 
B R A S S C oO MA B A N Y @ Compression ®@ Relief Valves “Yankee” 1993 Vise, removed from swivel 


Z base and held securely by “Yankee” 2993 
Summit Avenue and the R. R. Stops etc. Vise Clamp for drilling and tapping. 
DETROIT 9, MICH. 























JOHNSON WIRE * JOHNSON WIRE * JOHNSON WIRE * JOHNSON WIRE 
JOHNSON WIRE * JOHNSON WIRE * JOHNSON WIRE * JOHNSON WIRE 


WIRE NSON WIRE 
Johnson Streamline Service — 


1 WIRE HNSON WIRE ait) 
High Quality Steel Wires Jo . Bench mounted Vise lifts 


RARE NEWYORK 17—122 East 42nd St.,Chanin Bldg. [epeeaieeeiemetnendeiias on quick-release on and off 


OHNSON WFRE MUrray Hill 4-7630—Teletype NY 1-2171 JOHNSON WIRE swivel base swivel base 
, PHILADELPHIA 3—1107 Broad St. Station Bidg. 
ete Locust 7-6710—Teletype PH 495 JOHNSON WIRE 


ee:a2m AKRON—560 Hogue Ave. JOHNSON WIRE 
Hemlock 4174—Teletype AK-35 i 
[Ose O E2832 CLEVELAND 4—Union Commerce Bidg. JOHNSON WIRE 


SEE = Main 6560—Teletype CV-351 RSE 
INSON WIRE OHNSON WIRE 
3 DETROIT 2720 Fisher Bidg. J 

SEISONE AEION © Madison 0879—Teletype DE-323 JOHNSON WIRE 
JOHNSON _WIRE ————— Ave, JOHNSON WIRE Machine-mounted 


ith 

Heste)vMee-t2 LOS ANGELES—11641 Mona Blvd. Kimball 2959 Mle) stn @)\ mata ashen om 
HOUSTON 2—Second National Bank Bidg. 

JOHNSON WIRE Fairfax 0118—Teletype HO 372 P JOHNSON WIRE 


JOHNSON WIRE JOHNSON WIRE 
JOHNSON WIRE Coa enema. JOHNSON WIRE jobs on which “Yankee” Vises can 
JOHNSON WIRE Frey cletype JOHNSON WIRE make big savings. Stress the con- 


TOs Oust 8 =©6W. Bohne & Co., Lid.—1 149-53 Queen St. West MIO SON iat venience of “Yankee” Vises and 
~ - . ‘ e 
TOT ONECat Io 4 Lokeside 4418—Toronto 28 IOHNSON WIRE Vise Clamps and you'll sell him. 


“Yankee” Tools now part of 
The coal ben of deo weil 
eS ee ee A ee OnE 0) een, oe 


WORCESTER 1, MASS. NORTH BROS. MEG. CO: 


New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 
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Every customer of yours has small 


Philadelphia 6 Se ig 
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Bob Williams, vice-president, and J. C, 
Beck, salesman, of Knoxville Belting & 
Supply Co., Tennessee, feel good about a 
large order just received. 





“More Power To America” 
Featured By G. E. 


A new program designed to show 
how increased use of electric arc weld- 
ing in industry can reduce manufac- 
turing costs and produce better prod- 
ucts has just been gotten under way 
by the General Electric Co., Sche- 
nectady, N. Y. 

Among the features of the program, 
which has been introduced to dis- 
tributors under the general title 
“More Power To America”, is an all- 
color sound movie, “Arc Welding at 
Work,” demonstrating 53 outstand- 
ing applications of electric welding, 
photographed in the plants of metal 
fabricators and manufacturers, The 
film shows the latest developments in 
metal-arc, atomic-hydrogen, and In- 
ert-Arc welding, both manual and 
automatic. 

Colorful animation is used to re- 
view briefly the principles of each type 
of welding, and extreme close-ups 
show what is happening inside the 
arcs. Interesting sequences show many 
types of products on which welding 
has been used to advantage. 

The new program includes, oo 
with the film, an application manual, 
“Electric Arc Welding,” and a bulle- 
tin, “Cut Costs and Improve Quality 
With Electric Arc Welding.” 





Waldo F. Congion is surprised at his desk 
in the corner of his office at the Tool Sales 
Co., Detroit, tucked away in a quiet spot 
in the building. 








how 


many 


customers 
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have 


























extinguisher 
for every 
fire hazard 


Portable and Wheeled Units 
Manual and Automatic Systems 
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Whether it’s a hundred, a 


thousand, or more... 
every one needs PYRENE 





Today it’s truer than ever before: Your 
customers don’t dare to gamble with fire! 
With overhead skyrocketing, building costs J 
out of sight, and equipment hard to get— 
they can’t afford to take chances on inter- 
rupted production or damage to physical 
plant. So make sure that all your customers 
have full protection. Sell them the proper 
PyrRENE* equipment for every fire risk in 
their plants. Your customers know that 
nationally-advertised, nationally-famous 
PyYRENE is a name they can trust. 


Ps’ 


/ f you need technical assistance, call 
ye = on PyreNE sales engineers. Use their 


services . . . they'll help you increase 


your sales. 


*T. M. Reg. U.S. Pat. Off. 


PYRENE MANUFACTURING 


COMPANY 
581 Belmont Ave., Newark 8, N. J. 


Affiliated with C-O-Twe Fire Equipment Company 
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More Publications ... Larger Space for 1948 Ad Campaign 


More than 3,500,000 industrial buyers 
will see Rust-Oleum advertising 
each month during the next twelve 
months in TIME and 31 leading 
trade publications. This hard-hitting 
advertising will draw inquiries and 
make sales for Rust-Oleum distrib- 
utors. GET YOUR SHARE OF THIS 
BUSINESS. 


Give your men this fast-selling, 
repeat item. Factories, contractors, 
mines and utilities—all of your cus- 
tomers—are excellent prospects for 
continuous sales. RUST-OLEUM is 
a top profit line. Enjoy fast 
turnover — sell RUST-OLEUM. 
Write today for full details about 
distributorship. 
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Expanding 
es 


Tool Room 
and 
Production 


Every man- 

ufacturing 

plant can save 

time and money on produc- 
tion jobs and in the tool 
room with this faster, sim- 
pler expanding mandrel. It’s 
a “Knock-Out” for sales. 


Mail the coupon TODAY 
for complete details 


pedi stis cans 
K.O. LEE CO. 


ABERDEEN, SO. DAK. 


K. O. Lee Company 
1130 First Ave. ra Aberdeen, So. Dak. 


Please send us literature, prices and 
discounts on ‘‘K-O"’ Expanding 
Mandrels. 





Address 





City. State 











Ralph Eggstaff 


Eggstaffs Purchase 
C. R. Davis Co. 


The C. R. Davis Co., Los An- 
geles, Calif., formerly owned by J. Ross 
Eggstaff and F. J. Hitchin, has now 
passed entirely under Eggstaff control, 
Mr. Mitchin having sold his interest 
to J. R. — and a brother, Ralph 
Eggstaff. Mr. J. Ross Eggstaff is now 
president and general manager, and 
his brother the company secretary. 


Arseneau-Price Company 
To Manufacture Reamers 


The Arseneau-Price Co. announces 
its entry into the field of manufacture 
of a complete line of standard straight 
shank chucking reamers, straight and 
spiral flute from 4-in. to 4-in. dia. 
inclusive. 

The company also manufactures spe- 
cial reamers, end mills, milling cutters 
and counterbores of 4-in. dia. or less. 

The firm reports that is has engi- 
neered and built a new type of machin- 
ery for the processing of tools of this 
kind which enables it to produce 
these standard and special tools at a 
distinct price advantage to the trade. 























“Busy, eh? Well, I'm not a volunteer 
fireman for nothing—one side, please!” 





Uniform in looks= 
but ONE is best for You! 


All solders look alike, but many will vary 
widely in performance. Speed up all soldering 
operations and be sure of outstanding work by 


-using Kester Cored solders with the pure, uni- 


form and dependable flux core. Acid-Core 
Solder for general work; rosin-core solder for 
all electrical work. 


KESTER SOLDER COMPANY 
4214 Wrightwood Avenue, Chicago 39, Illinois 


Eastern Plant: Newark, New Jersey Canadian Plant: Brantford, Canada 
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Builds up Sales 


ra of 


SYVTROW 


ELECTRIC 
HAMMERS 





They'll save time and money 
on job after job, for plumbers, 
electricians, maintenance men, 
sign companies — drilling 
anchor bolt holes in concrete 
and masonry, channelling for 
pipe and conduit. cutting out 
windows and doors, removing 
old mortar for water-proofing, 
scaling old rust and paint. 

They are part of a complete 
line which includes Portable 
Electric Drills, Grinders, Sand- 
ers, Screwdrivers and Nut Run- 
ners. 

Your sales program is backed 
up by national advertising. Dis- 
play easels for the store and 
newspaper mats for local 
papers are available. 

Write for information about 
SYNTRON Profit-Making Elec- 
tric Hammers. 


SYNTRON CO. 


900 Lexington, Homer City, Pa. 


Vital Aid for 
Flat Belt Drives 


BAR - PASTE - LIQUID 


@ Benefits to users of CANTOL Belt 
Wax: no slippage . . . suits all types of 
belting . . . free from injurious ingredi- 
ents . . . keeps belting pliable in all 
atmospheres and under all working con- 
ditions . . . makes belting moisture proof 
. . « fills pores and seals belt against 
foreign matter . . . a slight application 
is sufficient . . . penetrates and preserves 
life of belting. Regular use can save on 
operating expense for your customers— 
makes for easier traction and saves on 
belting costs. Get booklet for complete 
details. 


CANTOL WAX PRODUCTS COMPANY 
BLOOMINGTON, INDIANA 
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HELP TO KEEP 
NEEDED MATERIALS 
ON THE MOVE... 


The key to the 
power and speed of 
ATLAS CAR MOVERS 
is the 
“compound leverage’ 
encircled 


APPLETON -ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St. Milwaukee 4, Wis. 
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IF YOU —- 


had a chance 


to step into a better job 


WOULD YOU 
BE PREPARED? 


These are times of change in the business world. 
New jobs are opeaing up, and they must be filled, 
and filled q y—with men who are able. Here 
are books giving quick access to fundamentals and 

ractices that promote executive efficiency, They 
Relp you prepare yourself so that when your oppor- 
tunity comes, you will be ready. 


The McGraw-Hill Library of 
BUSINESS MANAGEMENT 


6 vols., 1973 pages 








- Business Organt- 
zation 


2. Business Finance 


. Credits and Col- 
lections 


. Effective Market- 
ing 


. Business Cosrre- 
spondence 


. Managing Your- 
self 


§ ge books in this library cover tne 
elements and methods of management 
most needed in executive approach to busi- 
ness. Use it for immediate help in specific 
problems—to master the patterns under- 
lying methods—to get the knowledge of all 
business you need right now. 

The need for this sort of help, and the 
most practical means of meeting it, have 
been the standards by which Milton Wright 
has sifted, chosen and organized the ma- 
terial in this Library. From it you can get 
the guideposts you need in tackling new 
duties, in assuming executive responsibili- 
ties, in knowing the job and getting it done. 


anization... 

promotion 

+ Tae & do more work 

serve and direct your 
energies 

Price—Easy Terms 


Under our offer all six books on approval. Read 
tba, saahe ‘epmapiousn, tnt op eoanie bree 
them as after 


lems, use 
would er eae. If this 10-day test 
shows value, pay in installments, while you use 
the books. Send the coupon today. 





McGraw-Hill Book Co., 330 W. 42nd St., N.Y.C. 18 
Send me Milton Wright’s LIBRARY OF BUSI- 
NESS MANAG . 6 rolumes, for 10 days" 
examination on approval. a BAe 
$2.50 and $3.00 monthly until $17.50 is paid, or 
return the books postpaid. 














L. H. Van Dike, Jr. 


New Field Man For 
Roebling’s Sons Co. 


L. H. Van Dike, Jr., has been 
named Detroit, Mich., representative 
for John A. Roebling’s Sons Com- 
pany, Trenton, N. J. Mr. Van Dike 
replaces the late Harry T. Hirbe, who 
died on November 24. 

A former lieutenant in the USNR, 
Mr. Van Dike is a graduate of Dart- 
mouth College and the Tuck School 
of Business Administration. He has 
been with Roebling’s Sons Co., since 
1946. 


McCuiston To Preside 
At Southern P. A. Ass’n 


The Carolinas-Virginia Purchasing 
Agents Association at its recent meet- 
ing elected R. A. McCuiston of the 
Thomasville Chair Co., Thomasville, 
N.C., its president. Mr. McCuiston 
succeeds C. F, Williams of the Erwin 
Cotton Mills of Durham, N. C. 

Other officers elected included 
Tucker McCravy, of Pacific Mills, 
Spartanburg, vice-president; and J. E. 
Doxey, secretary-treasurer. 

Speaker at the banquet meeting in 
Charlotte was R. L. Amold of Peters- 
burg, Va., president of the Southern 
States Industrial Council. 


Bell & Gossett 


Trains Salesmen 


For some time it has been the pol- 
icy of the Bell & Gossett Company 
to promote constructive selling by 
teaching its sales representatives how 
to handle enginee: problems en- 
countered in the app ication of com- 
pany products. To this end, the com- 
pany, under the direction of Ralph 


Patterson, General Sales Manager, 


MANY TYPES OF PROTECTIVE GLOVES 
IN OUR LINE 


PROTECTIVE 
CLOTHING IN 
GREAT ASSORTMENT 
FOR ALL PARTS 

OF THE BODY 


Industria 


Member 
National Safety Council 


FINGER GUARDS 


GET QUICK ATTENTION 
AND SALES ACTION... 


% Let us give you the complete FINGER 
GUARD story—then sce the profit 
ibilities for yourself. The bulletin 
eatured is but one of numerous bul- 
letins we have of our complete line. 
Included is a 20-page catalog. You’ll 
want them all. 

FINGER GUARDS give protec- 
tion to fingers and thumbs in burring, 
grinding, buffing, sanding, assembly, 
machine, punch press, and many other 
factory operations. That means you 
have an item that gets you in and 
gets you sales in one factory after the 
other—and you make quantity sales 
as you go. 

FINGER GUARDS open doors 
wide for the sale of OLD HICKORY 
STEEL-GRIP Safety Clothing that 
you will read all about in our catalog. 
STEEL-GRIP Safety Clothing is well 
designed, comfortable, and durable. 
Every need is amply provided for 
due to our long experience in the field. 


There are more than 4300 items in 
our line of STEEL-GRIP Protective Work 
Handlers and Safeguards. 


602 Garfield Bivd. 
Danville, lll. 


GLOVES COMPANY 
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FLEXIBLE HAND BLADE 


Here is the blade that assures 
you of enthusiastic users ... and 
repeat orders! 


For safety, cutting speed and economy 
none other compares with the Super-Ster- 
ling flexible hand blade. It's unbreakable 
in regular use—reducing the risk of injury 
to work or workmen. 


GUARANTEED SHATTER-PROOF! The 
ideal hand blade for skilled and unskilled 
workers, shop maintenance men, electri- 
cians, auto mechanics, plumbers, etc. 
Available with standard teeth or the pat- 
ented Broach teeth. 


Your inquiry will bring full 
information on this complete, 
faster selling line. 


yo \, The Complete Line.....PLUS 


Steriiné S 


vsce< DIAMOND SAW. WORKS, ic 


Ly 
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by your 
customers 


CAR CORPORATION 
(Shovel Division) 


ote Mew York 7, N.Y. 
3923 
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recently instituted a series of Sales 
Training Schools. 

The first, for the Eastern repre- 
sentatives, was held for five days at 
the Robert Treat Hotel, Newark, 
N. J. Following this, the school for 
South and Southwestern representa- 
tives was called into session at the 
‘Tutwiler Hotel, Birmingham, Ala- 
bama. 

Training for representatives of the 
Middle West was held at the Georgian 
Hotel, Evanston, Illinois during the 
first week of December. 

Instructions in all schools were 
given by W. A. Boone, assistant sales 
manager; L. Oosten, assistant chief 
engineer; Frank Gall, sales engineer, 
air cooling equ — division; Ralph 
Janetz, pump design engineer; L. L. 
Arbuckle, manager, refrigerating equip- 
ment division. 

“We are convinced that this sys- 
tematic school training will result in 
a more uniformly effective presenta- 
tion of Bell & Gossett products” says 
Ralph Patterson, general sales mana- 
ger, commenting on the purpose of the 
school. 


Factory Branch 
In New Building 


The Atlanta, Ga. branch of the 
Johnson Bronze Co. has moved into 
its new building at 271 Techwood 
Drive, N.W. The structure is one- 
story high, of steel and concrete con- 
struction, and contains 3,800 sq. ft. 

The building is set back from the 
street to permit trucks to back up to 
the loading dock at the left of the 
front end of the structure and at the 
same time be off the street. Entrance 
to the office is in the center. The 
office is located in front at the right. 

The area in front of the building 
provides not only space for trucks to 
back in off the street but parking space 
for customers also. 

The branch is under the direction 
of H. P. Schaefer, district manager. 
The district served by the branch in- 
cludes the territory east of the Mis- 
sissippi, and south of the Kentucky- 
Tennessee and North Carolina-Vir- 
ginia lines. 


Loading dock at left features Johnson 
Bronze Co.’s new factory branch build- 
ing in Atlanta, Ga. 








Proved Roper Features 


that (usrure 
DEPENDABILITY 


| Late ty Fumyes 


GEO. D. ROPER CORP., 333 Blackhawk Park Ave., Rockford, Il 
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“THE FINEST IN MODERN ENGINEERING” 








Investigate this MAXIMUM PROFIT LINE! 
Selective Distributorships Open 


Here are two pieces of hydraulic equipment that are money savers for users 


and money mékers for distributors. 
Because of high labor costs, your industrial customers will welcome the 


many ways this equipment will save time and effort in speeding up mainte- 


nance and in many other ways in their plants. 
These two items are simple, reasonably priced and of wide practical utility. 


INTERNATIONAL 
MOVE-0-POWER 


Move-O-Power is a hy- 

draulic ‘jack of all trades’, 

designed for maximum 

power in proportion to size 

and weight. Power is eas- 

ily controlled and applica- 

tion simple and fast. Price 

is remarkably low and 

utility almost unlimited. 

Difficult jobs are handled 

with ease. Move-O-Power 

can be used for such jobs as moving and lifting of machinery and equipment. 

pressing, pushing or pulling, shop maintenance, production, clamping, etc. 
Move-O-Power Kit consists of all accessories packed in a wooden box and 

includes: 3” Pipe Extension, 5” Pipe Extension, 10” Pipe Extension, 15” Pipe 

Extension, 30” Pipe Extension, Serrated Pusher, V-Pusher and Base. Two 

Models in 4- and 10-ton capacities. 





INTERNATIONAL 
10-TON HYDRAULIC PRESS 


International Power Press has the capacity 
to do the toughest jobs required in any ma- 
chine shop, whether it's pressing gears and 
shefts, straightening rods, installing bear- 
ings or for countless other purposes. It is 
modern. fast, convenient and versatile. Low 
price is but one of its many attractive fea- 
tures. Welded construction assures light 
weight and outstanding strength. Weighs 
145 Ib. complete. Ram travel, 1042", self- 
retracting. Also available with gauge 
equipment for testing and laboratory use. 


AUTOMOTIVE INDUSTRIAL CO., INC. 


Executive & Sales Offices: 111 Broadway 


ee ae 
C. H. Towner, left, explains some fig- 
ures to Norris F. Walkow, of the Pa- 
cific Division office of the Diversey 
Corp., Chicago. 





Cleveland Twist Drill 
Releases Five Patents 


As a gesture of good will to the met- 
alworking industry, the Cleveland 
Twist Drill Co. has released to the 
public five of its patents covering tools 
embodying hard non-ferrous metal in- 
serts, such as may be formed of tung- 
sten carbide. 

The dedication covers the follow- 
ing patents: Re 19, 182, Drill and Like 
Instrument and Method of Making 
Same; 1,887,372, Cutting and Form- 
ing Tools; 1,887,373, Reamers and the 
Like; 1,887,374, Drill: 1,977,845, 


Cutting and Forming Tools, Imple- 
ments and the Like, and Method of 
Making Same. 


Southeastern Traveliers’ 
Elects New President 


At the recent annual dinner meet- 
ing of the Southeastern Traveliers’ 
Club, J. U. Farr, National Twist Drill 
Co., was elected president. He suc- 
ceeds Jack L. Chabon Berkeley 
Pump Co., who became chairman of 
the board of directors. 

Other officers elected included Her- 
man H. Herring, Chase Brass and Cop- 
per Co., vice-president; M. H. Lut- 
trell, Wolworth Co., or and 
W. Reynolds Barker, Dodge Mtg. Cu, 
treasurer. wt 

Directors elected inclifded W. B. 
Crawford, Binks Mfg. Co.; E. L. 
Hornibrook, G. F. Wright Steel & 
Wire Co.; F. J. Hartley, Manning, 
Maxwell & Moore; J. D. Childers, 
Spang-Chalfant; Harold F. Edge, 

ewitt Rubber Corp.; D. C. Cravens, 
American Screw Co.; Larry E. Gibbs, 








NEW YORK 6, N. Y. Cling Surface Co., and E. C. Bar- 
rett, Jenkins Brothers. 
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EASY TO SELL, AND PROFITABLE 
HALL()WELL 


EQUIPMENT OF 


Yes, these Products sell fast and stay sold 
- make friends for you . . . assure a steady, 
repeat business. To make your sales effort 
easier, there are complete plent facilities, 
effective sales promotion activities, consistent 
business paper advertising and prompt, cour- 
teous service to you and your customers. 
The popular “Hallowell" line is of sturdy 
steel . . . welded or hydraulically riveted — 
and this fine, ready-made equipment is 
practically indestructible — with unusual con- 
Chairs venience and neat appearance. There are 
hundreds of styles from which to choose, mak- Tool 
ing it possible to meet the most exacting Stands 
needs of your customers. 
Ask for the ‘“Hallowell" and ‘“Unbrako" 
Catalogs and keep them handy for ready Fig. 1855 
reference. 
“Unbrako" and ‘Hallowell Products 
ere sold entirely through Industrial 
Distributors. 
See us at Booths 324, 326 and 328 — 
A.S.T.E. Exposition — March 15th to 19th. 


Fig. 754 
Pat. Applied for 


Se 


Reg. U. $. Pat. Of. 


SOCKET SCREW PRODUCTS 


Trucks 


“UNBRAKO" “UNBRAKO" “PLEXLOC" 
SOCKET SET SCREW SOCKET SET SCREW SELF-LOCKING NUTS “HALLOWELL" 
WITH WITH 
KNURLED CUP POINT KNURLED THREADS Pare end Pete Pants a 


\,) 


Kits. Pat. Pend. 


The All-Metal, One-Piece You can't tighten or loosen socket 
, , ““Flexloc’”’ i Self- ¢ 
Pat’d —— s oo austin wan't, Ra screws without a hex socket wrench, 
The knur'! Cup Point . . when a wrench is used. Every . 
of the ‘‘Unbrako”’ Socket Pat'd and Pat's Pend. thread—takes its share of the so why not get our No. 25 or No. 50 


r it The knurled threads of “ oh is % : 
Set Screw Bokes Cx thie “Obese” Becket yey ty A Hallowell" Hollow Handle Key Kit 


Set Screw makes it a P P P 
BB A, Self-Locker, too, for use en o> Gas ee which contains most all hex bits. 


most chattering vibration where the point does not there was one. Free samples. 
lend itself to knurling. 


¢ OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


8 x 7° BRAN HE i , .G e DETR 7 IN ANAP 
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These Bolts are oversize These Bolts are undersize 


Circle ® Bolts and Nuts... both standard 
and special...are manufactured on the latest 
precision machinery. They are held to close 
tolerances that assure easy installation and 
dependable service. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


These a are le right SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 


50 Church Street, New York City 


~-s=(® BOLTS 
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Van Dorn 
7 Heavy-Duty SANDER 
hy Aemele) 


Ni felalelelae Me lire| 


Heavy+Duty models 


Van Dorn SANDERS! 


Rp FOUR Ways fo Sell 


1S nn 


Sell These 
VAN DORN ACCESSORIES 
for Profitable Repeat Business! 


WHIRLWIND” 
wine CUP BRUSHES 
for removing paint, 
scale, rust, etc. 


give greater 
operation on 
ROTARY ams 
shapes; & 
and wood. 


Plugging the amazing versatility of Van Dorn Portable Electric Sanders 
is a sure-fire way to boost your sales of these widely used tools! Remember, 
you can sell Van Dorn Sanders to do more than drive abrasive discs. They 
also drive Van Dorn “Whirlwind” Wire Cup Brushes, saucer grinding 
wheels, and rotary gouging and planing heads. Handle scores of jobs, from 
cleaning and grinding metal to shaping lumber and removing stencil and 
brand marks from barrels and boxes! 

Push these many uses! Push sales-appealing features like their powerful 
Van-Dorn-built universal motors and complete protective sealing against 
dust and dirt! Then, watch your sales climb! The Van Dorn Electric Tool 
Co., 717 Joppa Road, Towson 4, Maryland. 


FOR POWER SPECIFY 


(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TOOLS 
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the New FORD 


WHIPPET 


__#* = ELECTRIC HOIST 


Mi The new FORD Whippet Electric Hoist is fast, 
safe, rugged, dependable. Low in first cost—in oper- 
ating and maintenance upkeep. It’s your way to sell 
reduced materials handling costs, a big part of pro- 
duction expense. Capacities from 250 to 2000 pounds. 
Send today for a copy of folder DH-1325 for all the fact. 


ForD Chain Block Divi- 
sion also offers a wide 
range of high quality 
spur-gear, screw and 
differential hoists — 
other special hoisting 
equipment. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 
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MULCONROY 
Hydraulic Hose 
ASSEMBLIES 


...» For Quick 
Replacements 


Mulconroy’s “VICTOR” High 
Pressure Hose, with sealed-on 
couplings. Complete Units . . . 
ready to install. Furnished 
promptly in any length — plain, 
or with short or continuous out- 
er wire guards. Quickly installed 
on all types of equipment. Safe, 
durable, economical. Hose has 
tough, oil-resistant tube and cov- 
er, with braided wire reinforced 
carcass. Couplings are brass or 
malleable iron. Sizes %” to 2”, 
with working pressures ranging 
from 10,000 Ibs. for the %” size 
to 800 Ibs. for the 2” size. Write 
for descriptive circular. 


“'Mulconroy Starts Where Others Stop!” 


MULCONROY COMPANY 


Hose Specialtics iile me Lt WA 
S329 JEFFERSON ST., PHILA. 31,PA 











25% more stock 


Are you interested in speedig 
cutting filing costs to t 


getting double li 





FOR LONGER FILE LIFE 






FOR GREATER PRODUCTIVITY 


: din 
; erful ads inserted 
One of a serves of pow rf to help our 


‘ng industrial magazines— 
FOR LABOR SAVING me of 


it more. 
distributors sell more -+> profi 





ae |e PIER net” 


wo Tee F 
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Here's one way 


to judge leather 


belting quality 





ADD WI) 





DISTRIBUTORS find 
this recognized, ac- 
cepted line profitable 


. to handle. Backed by 
If it does, you can be sure s : 
the belting has the pulley- TR nation - wide adver- 
gripping capacity to provide NON-S tising and friendly 
maximum producing speed : 
and power. factory cooperation. 
With Schieren DUXBAK iff i 
leather belting the surface Ss y Ae ek Cheat ae 
which provide this glove- 
like “grip” is achieved by an Line © aan a new evaileble. 
exclusive scouring process 4 wood-e¥ 
that assures maximum coefh- 
cient of friction. Low stretch, 
extra flexibility and longer 
service life are some of the Send for descriptive 20-page Griffin Price List 
other money saving advan- 
tages of DUXBAK belting. JOHN H. GRAHAM & CO. INC. 
Write for further informa- 
tion on leather belting, pack- General Sales Agent 
- ne eateagammamnamee | Dept. A, 105 Duane St., New York 8, N. Y. 


€ fe 
CHAS. A. SCHIEREN COMPANY ¢ 


HACK SAW BLADES cad BAND SAWS 


Made by G. W. GRIFFIN Co., Franklin, N. H. Hack and Coping Saw Blades Specialists since 1880 


Distributor territory 
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ARE YOU Selling FIRE EXTINGUISHERS? 


Pay ae 


QUICK-AID f r¢ 
EXTINGUISHERS | 
SELL FASTER 


Why? 


Because GENERAL gives you active 

sales assistance every step of the | 

way. a 
First, by product. GENERAL offers 7 

a complete line of extinguishers to 

meet every fire hazard. All are 

Underwriters’ approved. 


Second, by advertising. Full (9 
page ads in leading industrial, ° 
marine, automotive, safety, and . 
home magazines— bring customers 
to your store. . 

Third, by sales aids. Dramatic *7 G. Phy 
displays and posters, literature, sa VAPORIZING ; CARBON SODA-ACID 
novelties, direct mail—all do their © Boat Rte 


part in speeding QUICK AID 


turn-over. e . gre 





“Pe 
em, 
° po 


Right now a big new campaign | ae Aaa, j 
is in full swing. Its theme is ‘‘Have ins Mi-TEest BE roam Se PE oe 
You Money to Burn?” It sells ex- §— te? DELUXE ve, ees’ gin 
tinguishers as they have never 7] @ SODA-ACID “ie 7 

been sold before. To get yourshare || Malic i : 

of this business, act quickly. Con- 

tact your distributor or write direct. 


THE GENERAL DETROIT Corr. 


DETROIT 7, MICHIGAN 
NEW YORK « PHILADELPHIA e ATLANTA e CHICAGO e DALLAS 


Subsidiaries: 


THE GENERAL PACIFIC CORP. 
é LOS ANGELES « SAN FRANCISCO e SEATTLE 
THE GENERAL DETROIT CORP., CANADA, LTD. 
TORONTO « MONTREAL 


MILL SUPPLIES * MARCH, 1948 





+S &% 
94444 
.4445 


“+444 


VENTILATION 


The match flame demonstrates how this patented ILG Motor cools itself with 

outside air! It’s engineered to operate at peak efficiency in the contaminated 
ir st @ haust fan. 

air stream of me exhaust fan 


When fan is operating, clean, cool, fresh air is drawn through vent pipe 
from outside—circulated through motor, then exhausted from front of motor. 
Motor stays clean, cools itself—no foul air reaches it to interrupt’ service, 
shorten its life. It's tested. It's proved. It makes sense. Get complete details 
from your nearby ILG Branch Office (consult classified directory) or send 
coupon for free copy of new ILG Condensed Catalog and Data Book. 


FREE! 48-page booklet showing solutions to wide range 
of ventilating problems. Send coupon for No. 544. 


LG ELECTRIC VENTILATING CO., 2897 No. Crawford Ave. 
Chicago 41, Ill., Offices in more than 40 Principal Cities 


(_] Send free copy of new Condensed Catalog and Data Book 
PRONE SUNG Ricenapcksdtinadsidcepsdbesiumcuns 


Individual 


PR icsctaningaxnae 
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HAND POWER CRANE 
with a 


NORTHERN 
TRAVELATOR 


GIVE PRODUCTION 
cs 
“SHOT IN THE ARM” 


Match your faster process- 
ing operations with faster 
work handling—loading— 
unloading, etc. Your own 
mechanics can install it 
within a few hours. 


= eececceemeseeeseeRt 
*7--o 


oWIRITE FOR 


‘ VLETIN 
, Bo. vo1-t 


. 
. 
a 
. 

x 

LY 
s 
s 


NORTHERN 
ENGINEERING WORKS 


2615 ATWATER ST. 


DETROIT 7, MICH. 





OW 


WORE. 


8 
5 WN 
W e 


Take a good look at this improved Porter Cutter. 
Why? Because it is your ticket to bigger profits in 1948. 

Redesigned from handle tip to cutting head with 15 
basic improvements, the new complete jine of Porter 
Cutters is a triumph both in design and quality. It 
blazes new trails. So advanced in engineering princi- 
ple are these improved Porter Cutters that they set 
absolutely new standards of cutting ease, speed and 
safety. Study each of the 15 features shown. Each is 
important to your customers — and to you. 

Do you want a line that bristles with selling points? 
There’s a Porter model for every cutting requirement 
—each with 15 new profit features. Do you want a 
line that will quickly respond to store promotion and 
display? 1948 promises to be the biggest Porter year 
ever. Push Porter Cutters because it is both the 
POWER line and the PROFIT line. 


vue POWER une 


IS THE 
PROFIT 
LINE 


H. K. PORTER, INC. 








w, Sur PORTER.” 


swnvere Ue "] 


oy] No 
p nus 


t IN | 


ea 


aed) 


74 Foley Street, 
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POWER 


“SS 


5 
5 NEW 


“FEATURES 


: 1 

ring contro 

. og wtterial can- 
not wedge under 


Ss. 
a jock plate 


‘holds spring and 
‘aw dO in 

sition. 
3. Tempered carbon 


traps. 
steel S' apruding 


. s of bolts to 

Match” while PO- 
joning for cut 

s, Bushing in center 


joint. gth 
r stren 

6: yom) in, sections 
nd handles. * 

7. New longer-we® 


oP guces Pry 
e 
10. Metal poe 


ae prevents 

: utting 

ceretal safely t- 

12. All bolts Bee 
treated. 


Somerville 43, Mass 


23 , 





AMMCO TOOLS, INC. - 


You will make many more sales when you show your 
customers how to save time, labor and electricity—and 
get finest precision work with this AMMCO 7” Shaper. It 
will do a wide variety of work—in fact, it has been called 
“the precision machine with a thousand uses.” It is com- 
pact and saves floor space, tough enough for the heaviest 
production schedule, perfect for tool and die making and 
ideal for home workshops. Available in bench or port- 
able cabinet models. 

Write for catalog and New, Increased Dealer Discount 
Schedule No. MS 348, available to a selected group of 
aggressive dealers. 


COMMONWEALTH AVE. - NORTH CHICAGO, 
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VARIABLE SPEED 


TRANSMISSION EQUIPMENT CO. 


78 W. Union St. Pasadena 1, Calif. 

















BUFFALO 
CASTERS 


© Ball Bearing Swivel 

® Double Ball Race 

@ Non Binding Type 

High pressure lubricating fittings in 
wheels and hangers. Grease retaining 
chambers. Large balls in upper, euter 
races take load as well as side thrust and 
both races are protected from dust and 
water by overlapping lips. This is one 
of several casters of improved design 
manufactured by Buffalo Caster. Write 
for catalog. 


Buffalo Caster & Wheel Corp. 


182-6 Breckenridge St., Buffalo, N.Y. 

















MANUFACTURER) DISTRIBUTOR... 
CLOSELY ASSOCIATED FOR BETTER BUSINESS! 


There's no doubt about it! Two good names are 
better than one. That is why LUNKENHEIMER ad- 
vertising, month after month, features the impor- 


tance of the Distributor in the marketing of our 
products. 


Almost half a million readers of leading business 


papers are continuously reminded of the nearby 
Distributors’ stocks and their other service facilities 





—thereby helping to link good local reputations 
with the LUNKENHEIMER national tradition of 


high quality. 
ESTABLISHED 1862 


THE LUNKENHEIMER SO: 


—=QUALITY’=— 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13. CHICAGO 6 
BOSTON 10° PHILADELPHIA 34 


EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 13.N. Y. 


MILL SUPPLIES © MARCH, 1948 





ADDITIONAL REASONS 


Why it Pays to be a 
Dayton V-Belt Distributor 


@ Dayton is the complete 
V-Belt line. 

@ Dayton V-Belt quality is 
unsurpassed. 

@ DaytonV-Belts are pack- 
aged for low-cost handling. 
@ The Dayton catalogs 
are the most complete in 
the field. 

@ There are factory trained 
Dayton engineers in every 
Distributor's territory. 

@ Dayton supplies adver- 
tising and sales promotion 
materials to fit your par- 
ticular needs. 

@ Strategically -located 
warehouses back you up. 


Behind all the above is 
Dayton's hard-hitting na- 
tional advertising and 
soles promotion program 
and Dayton’s reputation 
as World's Largest Manu- 
facturer of V-Belts. 


From a one-man business in a 10 by 
10-foot building in 1927 to a 50-man 
business occupying a three-story 
building utilizing 36,000 sq. ft. of 
floor space in 1948 is the story of 
T.W. Patton and his Machinery Sales 
& Supply Co., Dallas, Texas. Hard 
work and taking advantage of all 
available help outside have been 
two important ingredients in Mr. 
Patton’s success. It means something, 
therefore, when Mr. Patton says: 
“The Dayton Rubber Company’s 
Information Program is the most 
complete and helpful program that 
has been presented to us in our 20 
ears in the mill supply business. 
e know, from increased V-Belt 
sales, that it has given our men 
power transmission drive knowl- 


Dayton 
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“The Most Complete Manufacturer's 


) * “ 
Information Program We've Ever Seen 
... says Tom Patton, President, Machinery Sales & Supply Co. 


edge that most of them never had 
before. Equally important to us, it 
has — the eyes of our men to 
the sales possibilities of many prod- 
ucts in addition to V-Belts.” 

The Dayton Rubber Information 
Program was designed to help mill 
supply salesmen sell more... and 
better ... power transmission drives. 
The program includes moving pic- 
tures, chart talks, slides and other 
change-of-pace materials that hold 
the salesmen’s interest. If you have 
not already scheduled this program 
for your sales personnel, call your 
Dayton district office today. 

If youare not a Dayton Distributor, 
write for the address of your nearest 
Dayton office to The Dayton Rubber 
Company, Dayton 1, Obio, 


nlp =" 
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| 
O..: REED & PRINCE DRIVER FITS ALL SIZES OF 
REED & PRINCE RECESSED-HEAD SCREWS AND BOLTS 


‘A HEAD of the times’ 
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Booth 801 at the ; 
Tool Engineers’ Industrial Exposition 


For over 60 years, manufacturers with chucking problems 
have been calling on Skinner. Whether you have any chucking 
problems or not, we cordially invite you to call on us at Booth 
No. 801 at the ASTE Show. Here you will see the complete 
line of Skinner quality chucking equipment. 


4-Jaw Independent Chucks 
especially designed for heavy 
precision work on engine, tool- 
room and turret lathes. 3-Jaw 
Self-Centering Scroll Chucks 
for heavy roughing and accu- 
rate finishing cuts on repetitive 
work. Combination Geared 
Scroll Chucks for versatility 
and speed in producing odd- 
shaped pieces. Power Chucks 
and an actual set-up showing 
the superior gripping power 
and safety of the Skinner 
“wedge” design. Air Cylin- 
ders, both stationary and re- 
volving, for minimizing oper- 


ator fatigue and production 
costs. (Also a complete line of 
power chucking equipment.) 
Machine Vises for milling, 
shaping, drilling, ete., in a 
wide range of sizes and styles, 


TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN. 






) 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 
EQUIPMENT~FACE PLATE JAWS~ MACHINE VISES 
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Sturdy BUFFALO solid-woven cotton 
belting impregnated with neoprene syn- 
thetic or natural latex has a snap and wear- 
resistance that make it the ideal belting for 
cannery service. 


This fine-quality BUFFALO belt is 
especially designed for conveying vege- 
tables, fruits and other food products where 
moisture is prevalent. Acids which attack 
ordinary cotton belting have no destructive 
effect on BUFFALO Latex Canner’s Con- 
veyor Belting. 


Other BUFFALO Latex features are: 
1) No seams to split 
—no plies to sepa- 
rate 2) Maximum 
pliability 3) High 
tensile strength 4) 
Odorless 5) Low 
operating cost. 







Other Buffalo Weaving and Belting Com- 
pany products including: Plastex Belting 
e RF & C (rubber-covered) Belting © 
Solid Woven Cotton Belting @ Glazed 
(nitro-cellulose coated) Belting. 


2 BUFFALO 


WEAVING & BELTING CO. 
209 Chandler Street 


* Buffalo 7, N:Y¥. + N 













Many Uses for 


MILWAUKEE ste wire SCRATCH BRUSHES 
Creates Big Spring Market.... 


















@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 


@ Excellent painters’ tool for removing dirt 
There are buyers for all of these uses: 








paint, and general cleaning preparatory 
to painting flat surfaces Also good tool 
for general industrial cleaning purposes. 


8 a US H ! N G— Metal Parts, Welded Joints, Pipe Threads, Tires, Tubes, Battery Terminals, etc. 


CLE A N | N G— Small Castings, Tanks, Drums, Machinery, Tools, Meat Blocks, Ironwork, Stone, Brick, etc. 


R & M Ovi N G— Rust, Scale, Weld Spatter, Chips, Borings, Paint, Varnish, Dirt, Grease, Floor Wax, etc. 


MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 





@ Heavily filled unit for extra-tough clean- 
ing jobs on flat surfaces. 





@ Rocker or curved back style used on flat 
surfaces—easy grip—minimum effort. 





@ For cleaning small, difficult-to-get-at 
places, and pipe-threads Shaped handle 
gives easy grip. 





@ When you stock MILWAUKEE 
Brushes you are prepared to give your 
customers the quality that means repeat 
business. There are sufficient types of 
MILWAUKEE Steel Wire Scratch 
Brushes to meet each customer's needs 
—each with backs of sound hardwood 
lumber free from defects—each made 
with the finest quality tempered steel 
wire—each with individual holes gener- 
ously filled with wire, insuring maxi- 


mum service life. 
@ 


WRITE FOR 


BULLETIN 40-1 








BRUSH TOOLS FOR 
TODAY'S PRODUCTION 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“DL-Bilt” 

Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdibilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler and Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and 
fibre 

Miscellaneous Maintenance 
Brushes 





THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WISCONSIN 











FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - 


UALITY 
MILWAUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


Lit: Key to Industrial Brush Problems 


FOUNORY BRUSHES 
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Certified “CASE STUDY” ads are reaching 


+ | over 1,000,000 key men every month via 
4a i 35 industrial publications. Results: wider markets, 


bigger profits for W-T Distributors. 


WALKER-TURNER 
LIGHT MACHINE TOOLS LEAD TO PRODUCTION PROFITS 


These certified case his- _ 

tories of Walker-Turner 

Light Machine Tool perform- 

ance on the job prove how, in 

every case, production was both sim- 

plified and speeded up after their instal- 

lation. For more complete information about 

the many operations in which these versatile, 
adaptable Light Machine Tools are used, write for 
the new booklet “Case Studies”. 





MILL SUPPLIES ¢ 





Walker-Turner Light Machine Tools, in setups designed 
by users, have replaced heavier, more costly machine tools 
for a wide variety of operations... their adaptability to 
special setups is unlimited. Durably built, they work to 
close tolerances over long periods. Easy to operate, they 
step up rate of production and lower costs. For complete 


catalog, write to Walker-Turner Company, Plainfield, N. J. 


See our exhibit in booth 
No. 1105 at the ASTE Show 


in Cleveland, March 15—19. MACHINE 


SOLD ONLY BY AUTHORIZED INDUS- 
TRIAL MACHINERY DISTRIBUTORS 
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ESSES—HAND AND POWER FEED 
RADIAL DRILLS + RADIAL SAWS 

BAND SAWS—FOR WOOD OR METAL 

RADIAL METAL CUT-OFF MACHINES * MOTORS 


‘ LARS pe 








This new “CUB JR” 


is a small, economical and 
efficient open bucket type 
addition to the extensive line 


of Wright-Austin Steam Traps 


Here is a good lead item that really SELLS because it meets exacting demands 
and is a size used by the majority of steam equipment customers. And there 
is a good margin of profit in it for distributors, too. 


ALL ‘‘CUBS’’ DISCHARGE 
BOTH AIR AND CONDENSATE 


Additional qualities you'll find in ‘‘Cub’’ steam traps that contribute to their 
world-wide acceptance and use: 
Double Rating on continuous discharge * No Waste 
of Steam °* Stainless Steel valves, seats and buckets * 
Easy To Install * Water Seal entirely within trap 


You'll find complete details in Circular 259-A. 





This view shows the simple 
arrangement of working 
parts in the “Cub” series 
of Wright-Austin “Airxpel” 


Steam Traps. Note the wa- 





ter seal that prevents waste 


No. 50 ‘*Cub"’ 
Pressures 
Up To 250 psi 


of steam. Note also there is 
a choice of TWO outlets, 


permitting straight through 





or angle connections. 











NEW STRAINER 


— another good leader 
Complete details in 
Circular 293-S 


WRIGHT-AUSTIN COMPANY 
F/ \S 302 West Woodbridge St. Detroit 26, Mich. 


24 WRIGHT-AUSTIN 
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Ne. 51 **Cub"’ 
Pressures 
Up Te 250 psi. 
























Be sure to 
visit our 
Booth... 


No. 536! # 


ig 
a 
Le- 


MAK 





GO 


CONNESTION 


an 
war HOSE 
COUPLINGS 


SOLD ONLY THROUGH DISTRIBUTORS 
AND RUBBER MANUFACTURERS 
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ACCESSORIES COMP. 
14 W. 17th STREET -PRILADELPMA 32, 
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FIRST HUNDRED YEARS 
. eN'T HARD AT ALL... 


me \ 
Ww have friends like ours! We're the 
oldest stissofuand shears manufacturers in the 


} 


busines " 

with us allwest’ ole hundred years. 
We've stddc Ine quality for a century 

and our deale’ * od back of us through 


good times and we ‘y ugh wars, shortages, 
inflation, depresioN a supply of Wiss 
Scissors and Shears hdg-bee J - short of de- 
mand because we've rai . Bie 
but the finest materials g 
customers have always¥ 
erated. They, too, int Wiss : 
quality to stay right af¥he top. a» 

We're proud of our fiends and FAR 
our product. 

Here's to our next hundred years tog 


QUALITY SCISSORS & SHEARS 
1848 - FOR A CENTURY + 1948 












Manual and Automatic 


AIRPAINTING EQUIPMENT | 






One of Many Types 


F42-SLC Straight Line Conveyor Automatic Aircoating Unit 
with water wash booth. Used for Airfinishing Wall Boards, 
































Endorsed by the hundreds now in use in Trays, aud many other Flat Objects. Aircoating Capacity up 
leading Industrie! Plants to 28,000 sq. ft. per hour. 
Provides Maximum Fire Protection—Modern Heathful PAASCHE AUTOMATIC 






Working Conditions. AIRPAINTING UNITS 


There is a Paasche Automatic Industrial 
Save time and cleaning costs with this modern self-cleaning Airfinishing Unit designed to solve your 


water wash booth. When air is exhausted to the outside, it is finishing problem. It will pay you to con- 
clean and free of all solids or paint particles. Meets all re- sult with Paasche Airfinishing Engineers. 


quirements of the National Board of Fire Underwriters and 
other regulatory bodies. Made in sizes to fit your requirements. VENTILATING UNITS 
Prices quoted upon request. Paasche Belt Driven Ventilat- 


ing Units are available with 
standard ball bearing motors 
or with explosion proof ball 
bearing motors. They are de- 
signed and constructed to pro- 
vide the maximum ventilation 





PAASCHE per horse power used. Six 
blade aluminum Aero type 

PORTABLE fan mounted on steel shaft is 
ted on double ball bear- 

AIRPAINTING ings, thus you are assured of 
efficient and smooth operation. 

UNITS Prices quoted upon request. 


Meets state, fire and under- 
writers requirements. 


F1037 PRESSURE TANK 
AIRPAINTING UNIT 
For High Production Work. 
This compact unit is used ex- 


With Electric or 
Gasoline Motor 





These sturdy Aircompressor Units are designed for all around 


painting, decorating and finishing. Many are used by contract tensively for airpain the 
painters, highway departments, plant maintenance workers, etc. a a — = 
They are quality built and offer unusual portability, you can pitals, bridges, storage tanks 
depend upon a Paasche Portable Unit for efficient performance. — oes plant metuenance 





When You Sell Paasche Equipment 
YOU SELL S-A-T-I-S-F-A-C-T-I-O-N 


1915 DIVERSEY PARKWAY Ochs Aorbrush a CHICAGO 14, ILLINOIS 


tik 43 YEARS AIRPAINTING EQUIPMENT PIONEERING keke - 
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HAMMERS 


HATCHETS 


AXES 





FILES 








[RATIONALLY 


INDUSTRY | (us 


BUYS THESE 


HARRIS 
PRODUCTS 


@ TANKS ¢ COILS @ BENDS 

EXPANSION JOINTS © KETTLES © 

DIPPERS © EVAPORATORS ¢@ 
HEATERS @ COOLERS ¢ 
CHEMICAL APPARATUS 


American Industry has been calling for 
HARRIS Products for 60 years — and 
still buys them . . . Today's tremendous 
manufacturing schedules create an even 
greater demand for HARRIS Products 
and distributors are assured of good 
sales volume. Our engineers are avail- 
able for consultation. 


We con supply HARRIS Floats in 


COPPER " MONEL 

NICKEL ALUMINUM 

EVERDUR BRASS 
STAINLESS STEEL 


ARTHUR HARRIS & COMPANY et 4 FORD." 


____310-218 N. ABERDEEN ST. 742 West First Street 
CHICAGO, 7, ILL. Est. 1884 Davenport, lowa, U.S.A. 























é 


fowiTH MEC 


HANICS 

EVERY WHERE! 
Gf; 

FIREPOTS 


and BLOW TORCHES 





Where the job is tough and tools have to 

take a lot of punishment, C&L Fire Pots 

and Blow Torches always give top perform- 
ance. Rugged construction and quality materials add up to heat tools 
that can take it... under any conditions. For over 50 years, C&L Fire 
Pots and Blow Torches have been the first choice of thousands for 
dependability and long life. At leading jobbers everywhere. 


CLAYTON & LAMBERT MFG. CO. 
1716 DIXIE HIGHWAY ° LOUISVILLE 19, KY. 
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A SHAPED or 
CONTOURED FINISH 


BURRING 
SMOOTHING 
and POLISHING 


Customer-Service 
in 


Abrasive Finishing! 


Diagramed here are applications offered by versatile 
Brightboy which you can recommend to your custo- 
mers for one-operation “finish” of castings and 
machined parts. Burring, smoothing and polishing are 
achieved in this operation by the work-saving, com- 
bination-action of Brightboy’s rubber and abrasive! 
Brightboy wheels can quickly be set up, beveled, 
ganged or shaped to fit the job. 


You need a finishing abrasive like Brightboy to round 
out a complete abrasives stock and service. And your 
customers need Brightboy, since only a rubber and 
abrasive combination can best achieve many of the dis- 
tinctive surface effects required by present-day finish- 
ing trends. Write today for details of Brightboy’s 
attractive selective-distribution franchise. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 
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Comparison with the service life of | longer with safety—helps reduce 
other ropes shows that it pays to maintenance costs. Specify J&L Pre- 
standardize on J&L Precisionbilt Wire —_cisionbilt Wire Rope for all your 


Rope. It consistently handles loads _ installations and equipment. 


JONES & LAUGHLIN STEEL CORPORATION 
GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, PENNSYLVANIA 


J&L (Srecirinbile- PERMASET PRE-FORMED WIRE ROPE 
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It's a 
t holds business 


of the Jacobs 
hat 


Compare the BP 
Ball Beanies, Super Chuck with 
huck. 

of any other keyoperated d 
remendous BP 


itself. 


You'll find ies * 


the others. 


i 
‘os We Jacobs bal 


beariog, construction gives yor 2 
plas in erippies power! In accu 
racy, too. Holds tools always of 
dead center. ‘That's beceuse prec” 
on craftsmanship keeps the jaw* 
‘of the Jacobs Chock parallel to 
closest tolerances throughout the 


entire tightening action. 


ett HOLDS 


Wo - «Jacobs Chucks continue to hold tools with the 
tightest practical grip ever devised. And Jacobs 
advertising makes sure that your customers and prospects 
remember it. Full-color reprints available with your 
imprints as self-mailers. So follow through on Jacobs’ 
advertising story by stressing the same facts on every 
call. And watch for further announcements on the 
complete Jacobs program for merchandising and 
point-of-sale helps to the distributor. The Jacobs 
Manufacturing Company, Hartford 2, Connecticut. 


If it’s a JACOBS... it holds — 
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Reproduction of four-color insert now 
running in leading metal-working and 
general industrial magazines. 
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THE BIG LINE WITH THE WIDE MARGIN 





Gilmer is equipped to supply a well-rounded line 
of high quality hose, designed and constructed 
to meet all industrial requirements. 


GILMER AIR HOSE ...a wide variety of types 


for general pneumatic tool and air drill service, 


air welding and cutting, and other services. 


GILMER SPRAY AND SOLVENT HOSE, for 
lacquer and synthetic enamel spraying, provides 
high resistance to lacquer solvents, oils and greases. 


GILMER STEAM HOSE is provided in several 
types to suit both high and low pressure needs. 


GILMER SUCTION HOSE is supplied in various 
structures to meet all conditions in suction 
service—for water with grit and acid content, for 
coal mining, irrigation and other services. 


GILMER WATER HOSE is recommended for gen- 
eral water conducting service in industrial plants, 
railroad shops, marine departments, etc. 
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the addition of TWO NEW LINES 


In design, materials and workmanship, Gilmer 
Packings embody the most advanced engineering 
developments. Their use is assurance of long, | 
dependable service with maximum economy. 


GILMER ROD PACKINGS are provided in forms 
and constructions for numerous applications. 
They include: Formed, Plaited, Braided and © 
Twisted Asbestos; Duck and Rubber; Duck and 
Neoprene; Asbestos and Rubber; Asbestos and 


Neoprene; Metallic, etc. 
GILMER SHEET PACKING is supplied in rolls, 


sheets and strips . . . of various materials and 
structures . . . suitable for all sheet packing needs. 


GILMER GASKETS include (1) Rubber Sheet © 
Gaskets for all saturated steam flange joints up © 
to 150 lbs. pressure, and for all severe odeealil 
conditions . . . and (2) Asbestos Ring Gaskets for 
all exacting services, such as gasoline still heads, © 
and saturated steam, air, gas, hot oil and acid lines. 


Complete stocks of Gilmer Hose and Pack- 
ing are available in all industrial centers. 





THERE IS A GILMER POWER TRANSMISSION BELT FOR EVERY NEED and HOSE AND PACKING 
for ALL SERVICES 


’ 


, 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 





1. A ‘'buy-through-Distributor’’ policy; no factory 
sales in competition 


2. A widely-experienced District Manager affords 
frequent direct sales help 


3. Engineering assistance when needed from fac 
tory power transmission specialists 


4. Distributor protection. 
5. Uniform discount schedules. 
6. A profit on every sale 


7. Full jobber profit on non-stocking Special Pur- 7 
pose Belts 


8. Catalogs, direct mail, and national advertising 
in a balanced program. 


9. Monthly bulletins from the factory. 


10. Stockroom and merchandising aids. 


HOSE and PACKING 


ADVERTISED TO YOUR CUSTOMERS 
Telling them to "Get in Touch with your 
Gilmer Distributor.” In current issues of ... 
FACTORY MANAGEMENT & 
MAINTENANCE and MILL & FACTORY 
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~ buildings 
@ Pull fence poles 


LOGGERS 
Need Jacks To— 
@ Repair cars and 


O(n tie 


DUFF - NORTON JACKS 
We aay (0 st 


puremonton 7 THE DUFF-NORTON MANUFACTURING CO. 


JACKS 
PITTSBURGH 30, PENNSYLVANIA 
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D goes 


PUMP INVENTORY 


Loo tecgh 7 


Here’s How to Sell More Pumps with Less Inventory 


8) HAS A COMPLETE LINE OF BILT-ON PUMPS with 
interchangeable parts. With 8 sizes of pump 
cases, 8 motors, and 9 impellers you can furnish 
pumps for capacities from 10 gpm to 600 gpm 
at heads up to 340 feet! It’s just a matter of as- 
sembling the right pump and the right motor. 


STOCK REMAINS LOW Yet you are able to fit cus- 
tomer specs the same day they call you. The 
BJ Bilt-on Plan was engineered to give dealers 
a general service pump for a wide range of in- 
dustrial applications. The Bilt-ons are compact 
motor-pump units with a single shaft common 
to both pump and motor. 


The New 


BILT-ON PLAN 


‘WHAT 83 MEANS IN THE FietD The business of 


pump-making has been the particular job of 
Byron Jackson men since 1872. BJ men are 
specialists in the pump field... all types of 
pumps ...all sizes. 


Here's the range with one 
motor. This is a 5 hp, 60 
cycle motor. It will supply 
capacities from 10 gpm to 
450 gpm with heads from 


25 feet to 190 feet. 





¢-0@ 


Byron Jackson Os. 


LOS ANGELES 54, CALIFORNIA 
Offices in Principal Cities 


AM] NOW on this new high-profit plan. 


Write us about the new low-inventory Bilt-on Plan 
for suppliers in open territories. 


MILL SUPPLIES © MARCH, 1948 





IN METALWORKING. ..YOUR BIGGEST INDUSTRIAL MARKET It’s easier (0 Sel| 


re it’s easier . . . and quicker and more profitable, 
too. And it’s a pretty safe bet that every time you call on a 
metalworking customer who reads American Machinist, 
you find an executive who does know why he wants the 
things you sell. He knows why because the pages of this 
magazine give him a wealth of information about every 
kind of production equipment, material, accessory, part. 
and service which he can advantageously put to work. 


American Machinist is a magazine you ought to know. 
It is the working companion of more production executives 
than any other metalworking magazine. And advertisers 
invest more advertising dollars in it than in any other 
metalworking publication . . . hardworking dollars that 


GOOD advertising in Metalworking’sNo. 1 magazine... 


254 


manufacturers of the things you sell are spending purpose- 
fully to make your job easier and more profitable. 


Over 800 manufacturers are pre-selling your metal- 
working customers for you through continuing advertising 
in American Machinist. This advertising, working along- 
side the most helpful and informative editorial pages de- 
voted to metalworking production opportunities, are an 
irreplaceable factor in your business success. 

They are teaching Metalworking’s most influential 
buying audience how to use your products to best advan- 
tage, are creating a preference for the brands you sell, are 
making friends for you throughout your territory.* 


American Machinist will help bring bigger sales your 
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way this year. Watch its pages. And never forget this: the 
advertising dollars your suppliers spend in this No. 1 


magazine of the metalworking industry are dollars well Sw MERE ‘Lat 


spent .. . they will help put more dollars in your pocket | “ sap 
every month of 1948. rf Ris 


“Over 28,000 metalworking production executives are 
paid subscribers to American Machinist. They form 
a group almost 50 per cent larger than the subscribers 
of any other metalworking magazine. And in a recent 
Metalworking Industry survey, of the 2,877 execu- 
tives 643 metalworking companies listed as hav- 
ing top buying authority, 81 per cent had the same 
titles and job functions as 82 per cent of American 
Machinist’s subscribers. 


wecdeceee Bells more goods at less cost 


The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 
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MORE PROFITS FOR YOU! 


Popular with customers? You bet. One glance at the sew Victor 
Wall Chart tells them exactly the right hand, band or 
power saw blade to use with any type of material. And 
they also get worthwhile advice on the proper use and 
care of blades. They will benefit from better, faster cutting 
results. You will benefit from the extra sales, the extra 
profits that come from customer-satisfaction. 


Order your supply of these sales-stimulating charts now. They 
are attractive, durable, and large enough (17 by 22 inches) 
for easy reading. Absolutely free—with your company 
name imprinted on quantities of 50 or more. Write today, 
the supply is limited. 

For the most profitable line of blades, handle the Victor line. 
There’s a Victor blade for every job a hack saw or a 
band saw can do—and that means more profits from more 
blades than ever before. You'll get repeat business easily, 
- wo, with Victor—each Victor blade delivers the type of 
top-performance that brings customers back. 


\ 1C R SAW WORKS, INC. 
MIDDLETOWN, N. Y., U. S.A. 
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A new shipment of hose is discussed by 
Glynn Gomez, assistant manager at Serv- 
ice Equipment Co., New Orleans, and 
George L. Luft, district representative of 
Raybestos-Manhattan, Inc. 





| Lovegren to Head 
| Sales At Cuneo 


In line with the expansion program 
of the Catalog Department of the 
Cuneo Press, Inc., announcement is 
made of the return of Paul K. Love- 
gren who managed the department 
during the war years. Mr. Lovegren 
will manage the sales and advertis- 
ing, whereas Mr. Frank C. Rac will 
have production management. 

The Catalog Department, formerly 
located in the Chicago plant, found 
it necessary to find more space for 
operations. ‘The Department was 
moved to the Milwaukee plant of 
Wisconsin Cuneo Press, Inc., where 
the space available has been increased 
20 percent. There is the added advan- 
tage also that the new facilities will 
be close to the printing and binding 
operations of catalog work. 

The compiling staff is being en- 
larged so as to take care of the in- 
creased number of catalogs being pro- 
duced by the company. 


Air Express 
Up Again In November 


A gain of 19.1 percent in the num- 
ber of international air express ship- 
ments handled in November, 1947, 
was reported recently by Railway Ex- 
press Agency. 

A total of 56,108 shipments were 


| dispatched to and from foreign coun- 


tries during the month, compared 
with 47,087 shipments in the similar 
1946 month. 

Shipments destined to foreign 
points during November exceeded im- 
ports by better than 7 to 1, compared 
with a ratio of 4 to 1 in November, 
1946. 

Commodities flown in international 
air express service recently have run 
the gamut of odd “traveling compan- 
ions’, from bow ties to helmets. 
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CASH-ACME Type A“16" 
Pressure Reducing Valve 


~*~ ~~ « 


- 
A.W.CASH VALVE MANUFACTURING CORPORATION 








MORGAN 
—— tm VISES 


—_" USER BENEFIT .. . 
A SALES ADVANTAGE 


ts industry ftom using MORGAN VISES 
it oe aad csied eqasttuction. MORGAN Vises 
have earned the approval of industry because they keep pro- 
duction going and keep costs down. They retain their 
QUICK original precision and accuracy after years of hard usage. Our 
ACTION distributors have been supplying MORGAN VISES over the 
° years and enjoying good income doing it. We would like 
SOLID NUT you to get all facts now. We suggest to users that they buy - 
CONTINUOUS SCREW through their local distributor . . . immediate deliveries—no 
° 


. 
SHEET METAL 
WORKERS 


e 
WOODWORKING 
« 





MORGAN VISE CO. a wvcesw sr CHICAGO 6, ILL 








FOR FAST GRINDING, POLISHING, 
SHAPING, DEBURRING, CHAMFER- 
ING, SQUARING, CONTOURING, 
etc., ON ALL METALS, PLASTICS, 
CERAMICS, WOOD, BONE, RUBBER, 
GLASS AND OTHER MATERIALS. 


Model 50-D 
Combination 


The HAMMOND 50's are available in 
many combinations in bench, floor and 
with self-contained dust collector. All 
employ cool, fast cutting, abrasive belts 
and can be used for Flexible Belt, 
Platen, Contour and Contact Wheel 
Grinding and Polishing. 


Visit Our Booth No. 610-614 
at AST. Exposition, Cleveland, March 15-19. 


1610 DOUGLAS AVE. @ KALAMAZOO, MICH. 
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ALL OVER THE WORLD 
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MILLIONS OF FEET 
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WELDING ENGINEERING 
CORPORATION 
P| 264 E. OGDEN AVE, MILWAUKEE, WIS. )@p 
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IT’S THE “BEST FOR LESS- 





ee 
“ADMIRAL” 
POWER CABLE 


| HAVE BEEN SOLD! 


























ACTIVE AGENTS 
Woe WAREHOUSE STOCKS 
| ALL OVER THE U.S. 
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SAWMASTER 


%& Production men are as anxious to 


get lowest cost and greatest time 
savings in metal cutting as in other 


operations. 


Now, as companies carefully look 
over the field of equipment for an- 
swérs to economy, the PORTABLE 
SAWMASTER is becoming more 
and more in demand from coast to 
coast. 


To distributors this means sales ac- 
tion now. To begin with you have 
low price for a portable power hack 
saw that incorporates design refine- 
ments and top quality all the way 
through. 


Then there is low performance cost, 
ability to make accurate, clean cuts, 
speed, long blade life, and porta- 
bility. They are all good, sound 
sales helps. 


Pictured is our 6” x 6” capacity 
unit with 14” blade length and 5” 
blade stroke. Our line also includes 
two 4” x 4” models. 


MILLER-KNUTH 
MANUFACTURING CO. 


-“ ~~ 4 
VHachiac “/o0ks 
2 +N. TWENTIETH T 


~ 
} 











Executive personnel at Haven Saw & Tool includes Allen Haven, Clayton Haven, 
Coley Haven, Claude Haven, Vic Haven and Reyn Roemer. 





New Sacramento Store For Haven Saw & Tool 


A few months ago the corner of 
21st and Jay Sts., in Sacramento, 
Calif., was an unsightly junk lot. To- 
day, on the same spot, stands the 
modem streamlined building recently 
completed by the Haven Saw & Tool 
Co. 

When completely stocked, the new 
store will represent an investment of 
more than $250,000. It will be in 
charge of Mr. Haven’s son, Vic Haven, 
who will be assisted by Norm Thole, 
sales manager. 

Haven Saw & Tool Co, was started 
about 20 years ago by Coley E. Haven, 
who saw the need for a Western source 
of supply devoted exclusively to lead- 
ing lines of wood and metal-working 
tools. A small store was opened in 
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Picture windows feature the displays in the new home of Haven Saw & Tool Co. 


Oakland, Calif., the business grew 
rapidly, and it wasn’t long before a 
new store was built at 950 East 14th 
St. Later, another modern store was 
acquired in San Francisco at 1072 
Howard St. 

Associated with the founder of the 
firm are four sons and a son-in-law, 
all co-owners of the organization: Vic 
Haven in Sacramento; Claude and 
Allen Haven in San Francisco; and 
Clayton Haven and Reyn Roemer in 
Oakland. 

Principal products handled by the 
firm are industrial supplies, electric 
radial saws, band saws, jointers, planers, 
electric hand saws, motors, milling 
machines and pan power and 
wood- and metal-working equipment. 
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Claude Cc. Mason, Jr. 


Claude C. Mason & Co. 
Named By Market Forge 


Claude C. Mason & Co., Atlanta, 
Ga. has been appointed regional fac- 
tory sales representative for the south- 
eastern states by Market Forge Co. of 
Everett, Mass. The territory includes 
Alabama, Arkansas, Georgia, Missis- 
sippi, South Carolina, North Caro- 
lina, Florida, Louisiana, and Tennes- 
see. 

Mason field representatives will offer 
service backed by more than 20 years 
experience in contacting mill sup- 
ply distributors and manufacturers 
throughout the Southeast. 

In addition to maintaining its rep- 
resentatives in the field, Claude C, 
Mason & Co. has a trained engineer- 
ing staff which will be available to 
distributors for consultation on spe- 
cialized technical problems. 

Claude C. Mason, Jr., head of the 
company, is a native of Atlanta and 
widely experienced in the problems of 
the Southern businessman and manu- 
facturer. Among the salesmen who 
will cover trading areas in the nine 
southeastern states are Mr. Mason and 
William J. Hagenbocher, William F. 
McAnulty, Sam P. Dixon, Ed Pickett, 
Jr., P. T. Pinckney and William H. 
Nevins, Jr. 


West Coast Supply Co. 
Increases Its Facilities 


The West Coast Supply Co., San 
Diego, Calif., recently moved to new 
quarters at 372 Fourth Ave., where 
more space is available to the com- 


a 
he firm is a partnership between 
A. P. Myers and Ray Hobbs, and 
specializes in hose and power trans- 
mission equipment. It started opera- 
tions in 1946, 





' construction assures longer service with minimum 






Gasweld Equipment conforms fully 
with standards of Underwriter: 
boratories. 


® Nationally-Used 


Your men will find ready acceptance for the 
Gasweld Line. There’s a Gasweld Torch for 
every use—from featherweights to heavy duty 
types — the right torch for every job, 

Gasweld’s free-flow jet mixer assures superior 
welding and cutting for all operations. Extra rugged 


maintenance. 

A sound plan of sales co-operation assures 
maximum results and profits for distributors. 
Profit by the ever-widening market for this fast-selling 


equipment. 
Wall Chemicats 


; Division 
THE (guid CARBONIC CORPORATION 
3110 South Kedzie Avenue 
Chicago 23, Iilinois 


Get the Pacts! 

Write today for a copy of the Gasweld 
Catalog and full information on prices 
and discounts. 
















*PRECISION BRAND 





yo 

* TIME 

* WASTE 
* BOTHER 


Sa 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 

BRASS or STEEL _» 
Contains an assortment in most 
popular sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Toto! 1200 
square inches. Put up in easel 
type display dispensers cello: 
phone wrapped. 










t SHIM PACKETS 
BRASS or STEEL 
Flat Stock—Total 6 Pieces. Each 33/76” 
—120 sq. in. 2 pieces each .001, .002, 

-003. 48 packets to the box. 


SINGLE ROLLS 
BRASS or STEEL 
Single rolls 6”x100” 
each. 600 sq. in, to @ 
the carton. All popu- F 
lor thicknesses. \ 

Cellooh 





? Me 
moisture-proof, 


<< 


SHIM STEEL 
HEAVY SIZES 


6"x100” and 12”x120” in 200 Ib. 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBE 
PACKAGE GOODS DIVISION 


PRECISION STEEL WAREHOUSE 


INCORPORATED 
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14 Reasons Why 
MOTO-T00L SELLS FASTER 








“Pocket-Size Machine Shop” Produces Profits 


Dremel‘s pod eit « the little electric grinder 
that does big jchs “Rishds ei" ennea tee” Woetay 
records at General Electric 


LOOK AT THESE 14 MOTO-TOOL FEATURES 


@ Patented automatic @ Easily 4 @ Sliding snap 
chuck tock pin. commutator type switch. 

@ Iinstant-action, @ Dust-filtered @ Handy hanger 
wrenchiess chuck. cooling system. hook; cord pre 
trouble-prect beariogs —R.P-Mr ‘Cots eleanor 1 Wetane only 13 a2. 
© Oversize armature so «shaved te 

ground and polished M ite. ™ . "Dynamically pat 

@ 110-volt, universal Housing has 

type motor. cil-type” ort less operation. 





DREMEL MFG. CO., 





MOTO-TOOL KITS PROVE POPULAR 


Moto-Tool Kit No. 2, with 23 accessories (high speed stee] 
cutters, grinding wheels, polishing accessories) and 
heavy-duty professional Model 2 Moto-Tool in natural 
finish, hardwood case . . . list price $23.50. Moto-Too/ 
No. 2, with one emery point... list price $16.50. Moto 
Tool Kit No. 1 is again available ... has Model 1 
Moto-Tool and 34 accessories . . . list price $17.50. Model 
1 Moto-Tool with one wheel point . . . list price $9.85 


Write Today for Catalog and Distributor Prices 


¢ Dept. T-438-C ¢ Racine, Wis. 





~ PROFIT BY SELLING 


preci 


For 40 years, Ottemiller Milled 
Screw Machine Products have 
met all demands for dependa- 
bility and precision. Their uni- 
formity and accuracy have 
invited repeat orders. The line 
is complete—any commercial 
thread can be supplied in steel, 


brass or other alloy. 


Reliable distributors every- 
where serve industry with 
Otemiller Precision Products. 


CAP SCREWS « SET SCREWS 
COUPLING BOLTS « MILLED STUDS 























Precision 


SCREW MACHINE PRODUCTS Milled by Ottemille 





WILLIAM #, 


YORK, PENNA. 
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for 
Sodering 
Brazing 
Welding 


Specialists in 
THE USE OF FLUX 


We have amassed a great amount of Tech- 
nical Data during our more than 50 years 
of experience in the proper use and manu- 
facture of FLUX. We maintain 130 stand- 
ard formulas which meet any application, 
whether for repair, maintenance, or produc- 
tion. Send for our Check Charts which give 
the melting points of all soders. ALLEN 
is a good selling line . . . get details. 














L B. ALLEN CO. 
6731 BRYN MAWR AVE 
CHICAGO 31, ILL 


—WHITNEY— 
PUNCHES 


ehand ¢ channel 









* bench ¢ angle iron 
*hammer * close corner 

* square * thinner’s round 
* button ¢ skylight 

* flange ¢ ventilating tank 











BROAD SALES COVERAGE 


@ The WHITNEY line of hand and bench 
Punches gives you a broad sales field. Each 
punch has individual which 


ke it most adaptable f is specia 1 field 

ma it m a e tor 

out ek Sel them 2, % job. Descriptive 
in, 

circulars give all all details. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 





















Keeping invertories at efficient levels for 
Patrick H. Dillon, New Orleans, La., is 
the job of Charles M. Gallman, buyer, 





Bureau of Census 
On Population, 1945-1975 


Distributors who may wonder where 
they will find their sales, ten, twenty, 
thirty years from now, will be gratified 
to know that the government has been 
busy over the problem, too. The re- 
sults: A basic study, of essential inter- 
est to anyone who must work with 
future trends, and entitled, “Forecasts 
of the Population of the United 
States, 1945-1975.” 

Sets of forecasts are presented in 
the study, according to a wide variety 
of assumptions to 1975. (Some of the 
sets have been carried as far as the 
year 2000, which is tall prognosticat- 
ing for any league.) The f res aren’t 
limited to the total size of the popu- 
lation, either. They include detail on 
color and nativity, sex, and age. 

Charts and graphs aid the reader to 
get a summary view of the important 
trends. 

Of signal interest to distributors is 
the chapter on “Implications of the 
pacar 3 trends in population growth 
and composition”, particularly as they 
will affect private utilities, manufac- 
turing and marketing. The chapter has 
been greatly expanded and brought 
up-to-date by its emphasis on current 
developments. 

Copies can be secured—at 45 cents 
the copy—by writing to, the Superin- 
tendent of Documents, Washington 
25, D.C. 


X. L. Supply Co. 
Changes Status 


The X. L. Supply Co. of Cincin- 
nati, Ohio, distributors of mill supplies 
and welding equipment, recently 
changed from a proprietorship to a 
company. 

Owner Julius C. Ivey, Daniel C. 
Puckett and Attorney Elmer E. 
Strasser are the incorporators. 








with the New 


@ ROK-LOK—new sensitive material clamp increases accuracy 
©@ DOUBLE-EDGED FORMING BLADE allows close reverse bends 
@ NEW PRECISION STOPS accurately control anguiarity of bends 


This versatile metal forming machine was developed 
for use in model shops, experimental laboratories and 


bronze, stainless steel, aluminum and bi-metals. 


See DI-ACRO Exhibit 
Booth 232 
Tool Engineers Industrial Exposition 
Cleveland, March 15-19 


<€ DI-ACRO is Pronounced "Die-Ack-Re” 


Bae) ONEIL-IRWIN mrc.co WW 


Ces3 8TH AVE., LAKE CITY, MIN 


DI-ACRO 
BRAKE 






production depart- 
ments where it often replaces dies for all types of precision forming opera- 
tions. Di-Acro Brakes will form a great variety of materials including 








NESOTA 





Every Mill, Factory and Shop 


in your territory needs 


SMOOTH-ON "1 





For well over 50 years, Smooth-On No. 1 Iron Cement 
has been regularly used by engineers, mechanics, main- 
tenance and repair men. 

You will find this many-purpose iron repair cement a 
dependable ‘source of continuing sales and satisfied 
customers. Just remind your trade that Smooth-On stops 
leaks, seals cracks, and tightens loose parts of apparatus 
of all kinds without the use of heat and usually without 
dismantling . . . that results are quick, economical and 
effective .. . that it is long-established, fully proven 
and widely used. 


Also, see that your customers are supplied with the 
sales-making Smooth-On Handbook . . . write us for 
copies to distribute. . 


SMOOTH-ON MFG. CO., Dept. 25B 
570 Communipaw Ave., Jersey City 4, N. J. 
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IRON CEMENT OF 1000 USES 
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ee by any standard . . . SNAP- 
has no equal. Snaps on! Snaps 
offf Saves liquid, air, steam and time. 


SNAP-TITE is a swivel connection for 
ait, water, oil, grease and steam. Avail- 
able with automatic shut-off valve in 
coupler and nipple, eliminating turning 
on and off the main supply valve. Re- 
placeable ‘U""-type id assures posi- 
tive seal. Sizes 1/4” es 


If you use hose, you need a SNAP-TITE 
Coupler. , Write TODAY for catalogue. 





COLLIS 


Magic Type Chuck 


COLLET 
EQUIPMENT 


(aa) for Standard 
Type Taper 
Shank Drills 

(a) for standard 
Type Taper 
Shank Drills 

e) blank 

f) blank 

“54 for Hand Taps 
for Hand Taps 
forStraight 

tw) nage toa 

u 
‘Grills with twist 


ec tangs or 
broken shanks 


@ Taper Tools made 
by men experienced 


your customer's 
orders. 


viernes 
Coumnl Oe hn PM 


THE jr po COMPANY 


CLINTON, IOWA 


/ 
wo FAST=SECHING fos teaK EL Pelt 
cEALING COMPOUNDS 
Your KEY to Added Get These 
EASY, EXTRA 


PROFITS 











aw saaasaeeannen 


“The ORIGINAL 
HOLE SAW” 


SELL a MISENER HOLE SAW 
with EVERY ELECTRIC DRILL 


(—and Bit Brace) 
ing water, gas, low-pressure steam, ELE so Ape 
compressed air, etc. Does not affect the or Mullipie-eut Hole Saw Saw. we cnGH Eu 
taste or odor of potable liquids. Fe the  MibENER te BA", and ates aril ‘te 
fines diameters) 
y steamfitt —4 = 
pilcators tor er jaintenance 
ie ee pe 


anand, tor, Replacement 


supplied wee Write for complete ba 
ofee: werld's Headquarters for HOLE SAWS” 


MISENER 


MANUFACTURING COMPANY 
202-8 WALTON ST. SYRACUSE 2, N. Y. 


...the ideal sealer for all lines carry- ...for sealing pipe joints on lines carry- 
ing oil, gasoline, kerosene, and high- 
pressure steam. Listed by Underwriters’ 


Laboratory. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not fréeze in the joints. Nationally advertised. Attractively packaged in litho- 
graphed containers. immediate delivery. 
A few territories for distributors are still 
available — write for free samples and 
full information. 

KEY COMPANY 


2621 McCasland Ave., East St. Louis, lil. 





G OMmpanty 
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George R. Sommers 


Sommers To Direct 
Sylvania Sales In West 


George R. Sommers has been ap- 
pointed director of sales for all prod- 
uct divisions of Sylvania Electric Prod- 
ucts, Inc., in the West Coast area. 
Formerly, Mr. Sommers had been Pa- 
cific Coast manager of light products 
for the firm. 

In his new capacity he will be re- 
sponsible for directing all sales activi- 
ties, distribution policies and mer- 
chandising programs for the West 
Coast territory. He will work closely 
with the divisional and product sales 
managers, radio and lighting products 
field representatives, and general sales 
and merchandising managers to co- 
ordinate operations of the entire sales 
organization in this region. 

Mr. Sommers, who joined Sylvania 
Electric in 1940 as a lighting fixture 
specialist, has been Pacific Coast sales 
manager of the company’s lighting 
division for the last three years. 


Kieley & Mueller 
Offers Valve Calculator 


A valve capacity calculator, offered 
without charge and applicable to the 
manufacturer's line of Kontrol-Motor 
diaphragm valves and pressure regu- 
lators, is available from Kieley & 
Mueller, Inc., North Bergen, N. J. 

The calculator was developed from 
the results of extensive Sabecstory 
tests and is based on three factors: 

(a) rate of flow through the valve, 
or capacity; 

(b) static pressure and pressure 
drop through the valve, or re- 
sistance; 

(c) valve size. 

Correction scales for steam quality 
and liquid and gas specific gravity are 
included, as well as a flowing temper- 
ature scale for gases. 

Of circular, slide-rule type, the cal- 
culator is 8-in. in diameter, and has 
long, open scales that are easily read. 


6 Reasons Why You Wake More Woncy 
Selling KELLER POWER HACK SAWS 


Model 3C 
Wet Cut Saw 


] OUTSTANDING PERFORM- 


ANCE assures genuine customer 
satisfaction. Each sale builds a 
sale. 


2 MORE DESIGN FEATURES and 


high quality construction help you 
make sales faster and easier. 


3 SMALL INVESTMENT appeals 


to your customer. Pays for itself 
quickly through increased output 
and operating savings. 


EIGHT STANDARD MODELS to 
* meet all requirements up to 634” 
x 634” capacity. 


LIBERAL MARGIN on each sale 
* makes handling the Keller Power 
Hack Saws profitable. 


PROMPT DELIVERIES permit 
* you to make large profits Now! 


_ 


Write today for attractive dealer prices and complete specifications. 


RY Service Machine hol Ca 


2363 UNIVERSITY AVE 


PAUL 4, MINNESOTA 





, terminals, stainless 








he Hew “AUTOMATIC” LP 200 
PACKAGED FLOAT SWITCH 


When You Sell 
a new pump— 
sell an LP 200 
Float Switch 
with it 


BUILT TO SERVE WELL— 


The “Automatic” LP 200 

Float Switch is a sturdy, 

—— quality switch - —y * sa 
trolli um, rs) ions (in or ou 

pe ome jae By It has two poles, with 
double-break, snap action, silver to ailver 


ta justa float lever, accessible 
a a steel shafting, rigid 


drip-proof steel case. It su ly meets 
all float switch competition at oawoee 
near the price. Your customers will its 
ormance—you will like its easy sala- 
ility and repeat business. 

PRICED TO SELL-AT A GOOD PROFIT 
—LP 200 is built and priced to fit the 
market—it will be consistently advertised 
—it’s a real business builder. Write us today 
for prices and discounts on LP 200—also 
L 210 Float Switch for replacements. 


SY 





A COMPLETE SWITCH 
READY TO INSTALL 
1. LP 200 Float Switch 


Lifetime Glass 
Float, 4“ diam. 
3.4 f. of Ve" Float 
Rod 


4. Two Red Stops 
5. Bracket for Wall 


6. V Bolt for 1” 
Pipe Mounting 





or Pipe 





"| are used by all leading 

Y 4 manvfacturers...When 

) selling new pumps, sell 

| Automatic Controls with 
them. 


1019 UNIVERSITY AVE., ST. PAUL 4, MINN?” © 
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“Hallowell” Solid Steel Collars, attractively proportioned throughout, are precision- 
machined so faces run perfectly true . . . are also highly polished all over... yet 
they cost less than common cast iron collars. 3” bore and smaller are made from 
Solid Ber Stock and fitted with the famous “Unbrakeo” Knurled Point Self-Locking 
Socket Set Screw... a set screw that, once tightened, holds and stays tight to 
make sure the collar won‘t shift on the shaft. “Hallowell” ...a “buy word” in 
shaft collars are available in a full range of sizes for 


IMMEDIATE DELIVERY 
“Unbrake” and “Hallowell” Products are sold through Industrial Distributors. 





STEEL 
ADJUSTABLE COMPARTMENT 


SHELF DRAWERS 


IMMEDIATE 
SHIPMENT 


Slotted on 1” centers to accommodate 
dividers. Back stop. Label holder on front 
for easy identification. Handie on front 
only. Finished in baked green enamel. 
Dividers available at slight extra cost. 


2 ER 


Send for Shop Box and 
Shop Equipment Catalog. 
Prices F.O.B. Philadelphia Plant 
Phone - Wire - Write 


OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. BOX 519 © BRANCHES: BOSTON + CHICAGO «+ DETROIT 
INDIANAPOLIS «+ ST. LOUIS * SAN FRANCISCO 


BAY INC. 


1577 W. INDIANA AVE., PHILA. 32, PA. 
Telephone BA Idwin 9-1805 























Q. 
WEED SOLDER? 





A. 
BUY GARDINER ! 


BRAND 





TO HAVE AND TO HOLD 


The Dealer who has FITLER ROPE is the one who 
holds his business. For in customer relations it is the 
resale that counts. 


Don't speculate on untried, unbranded bargains—always be 
sure with Fitler’s proven top quality. 


Look for the patented blue and yellow yarn trademark on all 


Fitler Brand pure Manila Rope. Seduce 
METALS DIVISION 


THE EDWIN H. FITLER CO. AMERICAN SMELTING 


PHILADELPHIA 24, PA. AnD 


Manufact a uty , 1804 REFINING COMPANY 
NEW YORE ° CHICAGO ° LOS ANGELES ° SAN FRANCISCO WHITING, INDIANA (CHICAGO) 
NEW ORLEANS ° HOUSTON e PORTLAND 


Solder the easy way — no fuss, no 
muss. Use Federated Gardiner Brand 
ACID CORE SOLDER... the flux is in 
the solder. For automotive and 
general work. Comes in all commer- 
cial sizes and quantities. 
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Hill Hendricks and Harry Hennessy are 
in charge of the warehouse at Indus- 
trial Suppliers, Inc., La Grange, Ga. 





Link-Belt Promotes 
Bowman And Bogart 


H. Merrill Bowman has been ap- 
pointed assistant divisional sales man- 
ager for power transmission equip- 
ment, with headquarters at the 
Pershing Road plant, of Link-Belt Co., 
Chicago, II. Seams S. Bogard will 
succeed Mr. Bowman as district sales 
manager at Baltimore, Md. 

Mr. Bowman had been district sales 
manager of the Link-Belt office in 
Baltimore since 1945. Prior to that he 
had been district sales engineer. 

Mr. Bogart, who is being trans- 
ferred from the Pittsburgh office, 
where he served customers in West- 
ern Pennsylvania and Northern West 


Virginia territories, entered the em- 
ploy of Link-Belt at Philadelphia in 
1926. He remained in its positive drive 


division for 10 years, studying me- 
chanical engineering, meanwhile, in 
evening classes at Drexel Institute of 
Technology. 

He moved to positive drive sales in 
1936, was transferred to the company’s 
Boston office in 1937; and was sent to 
Pittsburgh in 1940. There he served 
first in the positive drive division and 
later became district sales engineer for 
both materials handling and power 
transmission products. 


Colorado Fuel & Iron 
Names Allington To Sales 


H. C. Allington has been appointed 
general manager of sales of the Wick- 
wire Spencer Steel division of The 
Colorado Fuel & Iron Corp. Mr. 
Allington will make his offices in New 
York City. 

He has been engaged in sales work 
in the eastern area since the close of 
World War I when he left the service 
as an Army field clerk. In 1943 Wick- 
wire Spencer Stee] appointed him to 
manage a new products department. 
Within a few months he was made 
assistant general sales manager, which 
position he has filled until the present 
appointment. 


DIXON Couplings Give the Kind of Service 
That Means Steady Distributor Sales 


The advantages of DIXON hose couplings are 
demonstrated on every job. . 
that assures efficiency in handling and protec- 
tion for the hose; superior strength and dura- 
bility, for coupling economy; safe, leakproof 


. correct design — 


connections, to help prevent costly job delays. 


“BOSS" Male Coupling, Style MX-16 


“KING” Shank Coupling 
For Suction and Water Hose. A reliable 

pling that is absolutely uniform in 
quality, threading and dimensions. 
Quickly ted and di d 
Made in all malleable iron; malleable 
iron with brass nut; or all brass. Shanks 








“G J-BOSS" Ground Joint 
Female Coupling, Style.X-34 


“BOSS” HOSE COUPLINGS 


Correctly designed, carefully 


made couplings, with a reputation 


for safe, reliable service on high or low pressure steam, air, gas 
and fluid lines. Three styles—'‘'G J-Boss'' Style X-34, female, in 
ground joint construction; ‘‘BOSS'' Style W-16, female, washer 


type; ‘‘BOSS'' Male, Style 
Boss’ 


Sizes 4" to 6”. 


“KING” 
Combination Nipple 


With “‘Cor-0-Zig’’ Corrugations. Fits 
straight end hose of same 1.P.T. size; 
easier to attach because of smoothly 
rounded spirailed end; holds tighter 
under clamp pressure because zig-zag 


MX-16. Furnished with powerful 


Offset and Interlocking Clamps, and cadmium plated. 


OO) 


“KING” Single and 
Double Bolt Hose Clamps 
Strong, convenient, economical. 
Made of Heable iron, cadmi 
plated. Easily attached and can be 
used over and over again. Tighten- 
ing provides evenly distributed, 
all-’round pressure on hose. Double 








have deep, clean corrugations. Sizes 


1%” to 8”. 


surface. Sizes 2” to 10”. 


corrugations provide two-way gripping 


bolt has exclusive quadruple take- 
up. All sizes. 


een a ote A C31 Ge 


_ “AIR KING” 
Quick-Acting, Universal 
Hose Coupling 


For convenient, low-cost service on 
drills, hammers, spades and other 
pneumatic tools. Same size locking 
heads for all 1.P.T. and hose shank 
sizes within its range. Has pat 
ented safety ‘'ocking arrangement. 
Bronze or malleable iron, cadmium 
plated. 


"“G J-BOSS"” Ground Joint 
Air Hammer Coupling 
Ground joint, WASHERLESS design 
and built for the real HEAVY DUTY 
hose jobs in construction, road-building, 
quarrying, ete. Anchored to hose with 
tight-gripping ‘‘Boss’’ Interlocking 
Clamp. Compact and heavy types. Cad- 
mium plated—rustproof. Also available 

in washer style, 


“DIXON” Washer Type Air 
Hammer Coupling 


Strong, safe, economical . . . for rock 
drilling and other air hose service. 
Furnished with oil treated leather 
washer and anchored to hose by ef- 
ficient malieable iron ‘‘Dixon’’ Clamp. 
Compact and heavy types. Cadmium 
plated—rustproof. Alse made in ground 
joint washeriess design. 


IF IT'S A (ORSSON) PRUDUCT 


IT’S DEPENDABLE 


pe m ez, 


VALVE & 


COUPLING CO. 


Main Office and Factory: PHILADELPHIA, PA. 


BRANCHES 


CHICAGO 


BIRMINGHAM 
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THE WA TURNER 


Witt “CARBURETOR CONTROL” 


Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of onl 
20 to 30 pounds as compared wit 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner ... permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion .. . 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inmates carbonization ... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 


@ Flame control valve adjusts the 
flame to any desired heat. 


® Construction assembly permits 
quick, easy accessibility and cleaning. 
® Burner coil is made of extra-heavy 
seamless steel tubing. 


® Tank is of unusually strong con- 
struction ... pump is heavy blow- 
proof brass. 


Made by the 


the 
Turner Blow Torches. 
THE TURNER med WORKS 





dT 


The office staff of Western Belting & Mechanicals, Inc., Los Angeles, is proud of its 
new quarters. The group includes Myrtle Ray, bookkeeper, C. C. Conzett, vice-presi- 
dent; Eleanor Zameenik, stenographer; A. B. Pursley, secretary-treasurer; Lucille 
Scott, stenographer; and Wayne King, order clerk. 





Stewart-Warner Honors 
Employees Long Service 


Seventy-six men and women tre- 
cently received pins and certificates of 
service in recognition of 25 years of 
employment with Stewart-Warner 
Corp. and among the group was 
Arthur Young, president of Stewart- 
Warner-Alemite Corp. of Canada, 
Ltd., Belleville, Ontario, Canada, a 
subsidiary company. 


In addition to those entering the 
firm’s 25-year service club, which now 
has 489 members, 31 employees re- 
ceived pins in recognition of 30 years 
of employment, nine for 35 years, and 
six for 40 years with Stewart-Warner 
and its predecessor companies. 

William H. Seward, employed at 
the corporation’s Bridgeport, Conn., 
subsidiary, The Bassick Co., was 
among those honored by the firm. 
He has completed 40 years service. 
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3M FIBRE PACKING 
bashel Materiat f O- WATER GASOLINE 





, Beara cat ee ea ots ei . = a : - 
“3M FIBRE PACKING” now is being marketed nationally by Minnesota Mining & 
Mfg. Co., St. Paul. The new gasket material is available in the conventional three thick- 


nesses and in both 36-in. and 18-in. widths. The smaller width is designed as a space- 
saver in dealer display rooms. 
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3M FIBRE PACKING | 











* Gasoline, Electric or 6 = ger . 
belt—power models. i by carrying 
Sas frm 112" = | 


* Capacities from 
3,000 to 200,000 
gallons per hour 


The outstanding features, plus unbeatable 
strength, stamina and service built into CMC 
Pump models will attract and hold your custo- CLOVER COATED ABRASIVES—in ai! 
mers. You get quick sales and big profits with grains, grades, backings of paper and 

: ce é cloth, coatings, sizes and shapes—in 
CMC. Write for Bulletin 1P-147 and details about rolls, sheets, belts and discs. Also resin- 
our Distributor plan. bonded fibre discs. 


CONSTRUCTION MACHINERY Co. 


WATERLOO, IOWA 








Safety 
BELT 
HOOKS cLovER LAPINd AND aminDine 


microscopic fine to very Coarse. 


When you concentrate on CLOVER 


Safest because: Abrasives... you buy at lowest prices 
and sell at maximum profit. 


Hooks are rigidly Selling abrasives is stable business. 


held in accurate align- Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
ment by patented steel Write for full information. 


binder bars before, during and 
after application, distributing ten- 7 
sion uniformly across the belt, FREE: 
° . ‘ Complete Handbook, 
assuring maximum traction and without propaganda, 
minimum wear. Patented on Coated Abrasives. 
binder bars lap over belt end, 
prevent fraying. Sizes for all belts. 
Cost no more than ordinary belt | CLOVER MFG. CO., Norwalk, Conn. 


hooks. Write for circular. 
—. | ae aS: 
ety Lacing Machines Apply All Makes : 
SAFETY BELT-LACER CO. |. Hb ilivte- 


5388 N. MENARD AVE. CHICAGO 30, U. S. A. 
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WESTCOTT 


Threaded 
Chucks 


Fit direct to 14”—8_ thread 
spindles of South Bend 9’, Atlas 
10”, Logan, Clausing and Crafts- 
man Lathes. No adapter neces- 
sary. These Chucks are accurate 
and well built. 


3 Jaw Universal Chucks are avail- 
able in 5” and 6” sizes. 4 Jaw 
Independent Chucks are made in 
6” and 8” sizes. Ali sizes in stock 
subject to prior sale. 


Send for Catalog 


WESTCOTT CHUCK COMPANY 


600 E. WALNUT ST. ONEIDA, N. Y. 


The Chuck With the Red Name Plate 





Serves As 

A PLIER 

A WRENCH 
A HAND VISE 
A CLAMP 


NEEDED IN EVERY 


FACTORY 


AND 
REPAIR 
~ SHOP 


PLIER-WRENCH 


Locks shut for holding 

pieces for drilling, welding, 
grinding, etc. Unlocks easily, 
quickly. Thousands of uses wher- 


ever mechanics work. Write for discounts. 


SEYMOUR SMITH & SON, INC. 


900B Main St., Oakville, Conn., U. S. A. 
Sales Rep.: JOHN H. GRAHAM & CO., Ine, 
105 Duane St., New York 8, N. Y. 


aed | > |- 
‘%e a 

















DIENER 
FIRE PREVENTION EQUIPMENT 


Adequate Fire Protection 
if @ NECESSITY... 


Fire hazards should be kept to a minimum especially 
where combustibles are stored. Rags, alcohol, waste, 
gasoline, etc. always present a potential fire hazard 
and the proper DIENER equipment will minimize the 
possibility of costly damage. DIENER Fire Fighting and 


Fire Prevention Equipment 
will insure property pro- 
tection for your customers 
and we will be glad to 
give you all facts and de- 
tails on our line — write 
today. 


PERFECTION 
EXCELSIOR CAN 
For storing exeeisior, straw, 
waste, paper packing, and 
other combustibles — also helps 
te keep packi 


$40. W. DIENER MFG. C0.“°22. "Monti A, 
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Your Guide 
to 
Long Lived 


Saws! 


Bulletin 1047—just off the press—will 
prove a dependable guide to greater saw 
service per dollar expended. In Chicago 
Saws, the finest steel and expert crafts- 
manship are supplemented by the most 
modern production and heat-treating 
facilities. 


The Chicago line includes solid tooth rip 
and cut-off, flat ground combination, 
planer, hollow-ground trimmer, thin rim, 
dado and band saws. Also soft-metal saws 
and circular knives. Special saws and com- 
plete saw repair service. Every Chicago 
Saw is guaranteed to be correctly heat 
treated, balanced and accurately fitted. 
Prompt deliveries. Ask your supplier or 
dealer for Chicago Saws. 


CHICAGO SAW WORKS 














WE INVITE YOUR INQUIRIES FOR 
Non-ferrous 


SAND CASTINGS 
rough or machined 


Following facilities available 
for General Machine Shop 
work on production basis: 


Automatic screw machines 
Turrent lathes 

Engine lathes 

Boring mill 

Milling machines 
Hobbing machines 
Fellows gear shaper 

Drill presses 

Tapping machines 
Thread grinding facilities 
Jogs and Fixtures 


SOUTHERN SWITCH & 
SIGNAL CO., INC. 


P. O. Box 1303 
SHREVEPORT, LOUISIANA 














FAST SALES... 
VOLUME SALES 


to every company 


Hy 


tion literature cuts 
| sma Write us to- 
ay. 

Only $22.50 Each 

*.0.8. Bowerstown 


THE NOLAN COMPANY 
DEPT. MS Bowerstown, Ohio 
Formerly The Mining Safety Device Co. 





Charles Pomeroy Collins 


Collins Named By 
Norma-Hoffman Bearings 


Charles Pomeroy Collins recently 
was elected president and a director 
of the Norma-Hoffman Bearings Corp., 
Stamford, Conn. Formerly, Mr, Col- 
lins was associated with SKF Industries 
in Philadelphia as secretary and general 
counsel. 

Mr. Collins has contributed articles 
for legal, banking and commercial 
publications on trusteeships, commer- 
cial contract clauses, planning and 
zoning, municipal government, and 
economic principles. He is a member 
of the bar in the states of New York 
and Pennsylvania, and of various bar 
associations. 


Goodyear Sales For ’47 
Up 20 Percent Over °46 


Sales for 1947 of industrial rubber 
products manufactured by the Good- 
year Tire & Rubber Co.’s Mechanical 
Goods Division were 20 percent higher 
than in 1946, setting a new company 
record for peacetime output. Opera- 
tions in the division are expected to 
continue at 100 percent of capacity 
“as long as economic conditions re- 
main favorable as they are now.” 

To expand production in some lines, 
new plant facilities have been acquired 
at Muncie, Ind., to make extruded 
rubber products formerly made at the 
company’s molded goods factory in St. 
Marys Ohio. 

ew equipment in its Akron facili- 
ties also is expected to boost the out- 
put of conveyor belting and hose and 
recent expansion at the firm’s new 
factory in Lincoln, Neb,, has tripled 
production of industrial V-belt, auto- 
motive radiator hose and agricultural 
transmission belting. 
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Yea, men who know 
their gauges 
prefer MARSH 


The advertisement repfoduced above 
ints out the definite preference for 
arsh Gauges as expressed by the 

boiler industry. This is no mere hap- 

penstance, It is typical of the prefer- 
ence of men who know instrument 
quality in every branch of industry. 

In the Marsh line you have pressure 
gauges and dial thermometers more 
acceptable than any other make—in- 
struments that give lasting satisfaction 
and bring repeat orders. 

Incidentally, the advertisement 
above is one of many similar messages 
reaching your customers every month 
through a long list of publications. Be 
sure to take full advantage of the big 
market this advertising is opening up 
for Marsh distributors. 


JAS. P. MARSH CORP. 
2041 Southport Ave., Chicago 14, til. 
Export Dep?.: 155 &. 44th $¢., New York 17 
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“the Outstanding Basic 
improvement in FLEXIBLE SHAFT 
Machinery in 25 Years” 
The NEW Strand Rotoflex 4-speed gear drive Flexible Shaft 
Machine (shown upper right) is another step forward in 
Strand quality precision tools for faster, easier, more eco- 
nomical production work. The Rotoflex 4-speed gear drive 
employs a patented, new type of quick change gear drive 
utilizing 4 positive speeds by a unique and easy method of 
instantly changing from one speed to another. Rotoflex ma- 
chines are powered with totally enclosed ball-bearing motors 
having speeds from 850 to 9000 R.P.M., depending on motor. St 
Standard type Strand machines, (lower right) ‘give portable he 
rotary power at constant speeds with dependable results in St 
all grinding, buffing, drilling, wire brushing and rotary filing . 
operations. Hundreds of types and models from ¥% to 3 H.P. = 
available with suitable attachments for your specific re- V 
quirements. E 
Distributors in all principal cities 
Ask for Bulletin No. 43 and Catalog No. 30 
Cc! 
h 
i ws “ N. A. STRAND. & CO r 
. SF \, | 
%, Sara 5014 NO. WOLCOTT AVE . 
’ ; = * ; 
ae car ee SO CHICAGO '40, IL ti 
tl 
ti 
C 
C 
THE RIGHT N 
P 
t 
a 
e t: 
e 
it 
LEM PC Pressurematic I 
Press 
».. enables you to select the correct pressure 7 
for every job: press fitting, assembling, bend- I 
ing, straightening and die try-outs. Pressure 
builds from 0 to 60 tons in just four seconds. l 
Movable head permits rapid centering of ' 
ram over work. Adjustable bolster accom- ; Important tj 
modates large and small jobs. Strong, sturdy news to W 
construction assures safety factors in excess 
of the limits of the DISTRIBUTORS . 
press. ) ) . HEXACON soldering irons 
LempcoPressurematic ’ ‘ le line for the n 
Presses are made in Susindios : 
electric and hydraulic ‘ 
models, in 20, 40 and fmm pds sper 
60-ton capacities. Each ee Gere a 
will pay for itself many costly spoilage, ‘ 
times over in your = mesg vw y od 
shop. Write for fully- | "production tine. 
illustrated catalog. t 
LEMPCo HEXACON ELECTRIC CO. 
, b 138 v 
5742 DUNHAM ROAD e BEDFORD, OHIO v 
272 MILL SUPPLIES © MARCH, 1948 




















Supply sales keep industrial supply buyers 
hopping, reports E, O. Mascaro, buyer and 
manager at Southern Machine Tool & 
Supply Co., New Orleans. 





W. Bingham Co. 
Elects Forest Needles 


Forest Needles, for 43 years asso- 
ciated with the W. Bingham Co., 
hardware supply firm of Cleveland, 
Ohio, recently was elected president 
of the firm. Mr. Needles succeeds 
H. D. Cram, who became chairman 
of the board. 

H. A. Bremer, a director for some 
time, was elected vice-president of 
the firm, and W. D. Durr was elected 
treasurer, succeeding W. W. Knight. 

Other officers re-elected were S. E. 
Cram, executive vice-president; A. C. 
Garberson, F. R. Maguire, R. B. 
Murray and H. M. Pfeiffer, vice- 
presidents; E. F. Knight, assistant 
treasurer; O. O. Vrooman, secretary 
and E. W. Schroeder, assistant secre- 


* 

rt. Needles is vice-chairman of the 
executive committee. Other members 
include S. E. Cram, E. I’. Knight and 
H. L. Thompson, Jr. 


Third Quarter Business 
Estimated By SEC, FTC 


The net income after taxes of all 
United States manufacturing corpora- 
tions during the third quarter of 1947 
was approximately the same as that 
realized in the second quarter of 1947, 
according to preliminary estimates 
made public by the Federal Trade 
Commission and the Securities and 
Exchange Commission. 

The third quarter preliminary fig- 
ure is $214 billion of profit after pro- 
vision for taxes. 

The preliminary estimates show 
that sales for all manufacturing cor- 
— amounted to $36.3 billion. 

e quarterly ratio of profit after 
taxes per dollar of sales (third quarter) 
was 6.5 cents. In the second quarter it 
was 6.8 cents. 








The Caster that 
Forgot Its Rubbers 


It raised a storm of protest. “Ouch, 
no rubber treads,” the plant floors 
yelled. The caster’s metal wheels splin- 
tered the floors. The plant superin- 
tendent groaned. Repairs were frequent. 
Delays were costly. This caster was 
rugged . . . ready to take a beating, but 
it just wasn’t right for the job. 










EVERY Bond caster is designed for the condi- 
tions it meets in actual operation. Vulcanized- 
on rubber tread wheels save floors. Double 
ball race Bond casters take the loads . . . take 
the turns. They swivel easily and are easy on 
your customers’ men. 

Sell the caster that's exactly right for each 
operation. Get the free Bond catalog K-36. 
Sent on request. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM e¢ PENNSYLVANIA 









*IT'S A 


1536-A 
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YOU GETS IMPORTANT SELLING FEATURES 
--- ath RIMSPp ROTARY 


market for you! 
. HAND PUMPS 
Stainless Steel - 10 g.p.m. instead of 7. 5. Stainless steel vane springs. 


‘ . Self-priming, high ti 
MACHINE SCREWS lift. ee ese ie ei naphtha to 


. Nonrusting aluminum ro- No. 50 oil, 
tor. 


- Self-adjusting carbon 
vanes. 8. A Bowser-built pump. 


IMMEDIATE DELIVERY IN 7 MODELS 


Here’s a big, profitable 


7. Easy cranking handle. 


1. Pump only. 5. Barrel pump and 
meter. 


2 

- 6. Barrel pump and drip 
3. Refueling unit. pan, 
4 


- Barrel pump. 


. Refueling unit with 7. Barrel pump with 
8-gal. meter. meter and drip pan, 


Bowser Rotary Hand Pumps are 
profitable fast sellers for many 
jobbers serving industry, garages, 
farms, contractors, etc. They 
. handle most liquids. Easy crank- 


ing—10 g.p.m. capacity. or: 
Write for Prices, Discounts, Details. Meter has 8-gal. dial. 
Can be set back to 
tg” f i- 
BOWSER, INC. ae ee 


tion, Totalizer records 


1369 Creighton Ave. ¢* Fort Wayne 2, Indiana to 9,999 gals. 


LIQUID CONTROL: SPECIALISTS SINCE 1885 








TRI CO’ S positive bearing protection 
assures FAST SALES 


TRICO OILERS assure quick turn- 
over with healthy profits by fulfilling 
a heavy demand for modern auto- Reneed  esn- 


matic lubrication. struction, mod- 
ern design, 
precision work- 
manship and 
dependable op- 
eration insures 
years of 100% 
customer satis- 
faction. 





@ VISIBLE OIL SUPPLY 
@ INCREASED PRODUCTION 
s ELIMINATE GUESSWORK OIL- 
Tate @ REDUCE REPAIR COSTS 
SEND FOR FREE CATALOG * LESS. FIRE & ACCIDENT HAZ- 
: A 


A | [ a F TA [ @ STREAMLINED APPEARANCE 
: Increase your sales and profits. 
ORDER - STOCK - SELL TRICO 


SCREW PRODUCTS CO., INC pa: 
: M WRITE FOR A TRICO CATALOG 
33 Greene St., New York 13 
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ECONOMY 


S448, 


- // 


| 


PRODUCTS 


USER BENEFITS 
Assure Good Profits 


Smooth running assembly spells econom- 
ical plant operation and plant managers 
insist on ECONOMY Products because they 
make it possible ... this is what makes 
the distributor's selling profitable. Stock 
Hollow Set Screws—Socket Cap Screws— 
Headless Set Screws . .. industry uses 
lots of them—returns are good. 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 














“Wouldn't be 


without 


an 
EAGLE—” 


We've used EAGLE HY- 

DRAULIC PUMP OILERS in 

our shop for years and 

years! They’re sturdy ond 

they really last ° 

got a good pump that’s 

dependable acting at all 

times and all pump parts 

Gre renewable. Best of all, 

with a little thumb pres- 

sure on the lever, you can 

get a single drop or a full 

stream . . . any oil that 

flows . . . and reach those 

hard-to-get-at places. You 

can use a straight angle or 

flexible style spout, what- 

ever you need, as they 

are detachable and interchangeable. Copper- 
ized finish! 

The seamless drawn steel body and double- 
seamed bottoms are guaranteed not to le 
It is the best and most reliable oiler for mill 
and factory use. 


Oil With an “Eagle” Oiler 
Order from your Distributor 
EAGLE MANUFACTURING CO. 
Dept. MS 348 Wellsburg, West Virginia 











Dairy Division 
Sells 2,000 Items 


Distributors’ salesmen who travel 
the farm and dairying areas of the 
country may be losing a tidy business 
by net calling regularly on such cus- 
tomers—and stocking in products to 
meet their needs. C. H. Towner, 
manager of the Dairy Division of the 
Industries Supply Co., San Dhiego, 
Calif., reports that at the present time 
his division carries about 2,000 separ- 
ate items of equipment and supplies 
to satisfy his customers’ en re- 
quests for new tools, or replacement 
and repair of the old. 

Four outside salesmen of Industries 
Supply devote their full time to the 
dairy division. In addition some sell- 
ing is done by the drivers of the two 
trucks maintained by the firm. One 
of these is a combined sales and serv- 
ice truck; the other strictly for serv- 
ice, (though the driver is always 
ready to put in a sales lick at every 
good age wen 4 Both trucks reach 
the large dairy farmers and, to a cer- 
tain extent, creameries and processing 
plants. 

Some fair idea of the amount of 
business done by the department can 
be gained by a glance through its 
sock, valued between $40,000 and 
$50,000. The trucks, by the way, have 
been fitted out so effectively they 
serve as mobile displays of the com- 
pany’s supplies and equipment. 


New General Offices 
For Armstrong Bros. 


The Armstrong Bros. Tool Co. has 
established itself in its new general 
offices and works, situated in the Els- 
ton-Central Industrial district, at 
5200-5300 W. Armstrong Ave., Chi- 


cago 30, Il. 

e new quarters are an ultra-mod- 
ern, monitor-type plant, of one-sto 
construction in light grey brick wi 
stone as trim. Manufacturing space 
available includes over 170,000 sq. ft. 
which will be devoted to the further 
development of the firm’s well-known 
line of quality tools. 


Railroad sidings abut the rear and one 
side of the new stream-lined plant of 
Amastrong Bros, Tool Co. in Chicago. 
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Here’s your story! 


We've sold thousands of ‘Load Lifter’ 
Hoists and in various combinations for 
load-handling problems as tough or 
tougher than any your prospects are 
up against. We solved them —to the 
pleasure and profit of manufacturers 
and their works managers. 


So, when you're confronted with a 
difficult lifting job, tell your prospect 
you know the right hoist for eco- 
nomical, efficient results. Tell him 
about the ‘Load Lifter.’ Let him know 
that this sturdy hoist has plenty of 
rugged basic strength, gives depend- 
able service 24 hours a day, lifts 
capacity loads all day long. Tell him 
the real secret of its amazing en- 
durance, low-cost performance, safe 
efficiency. 


When you mention one-point oiling, 
for example, say “This means oiling 
in one spot once every six months!" 
And, as you mention its other very 
special features, tell him what they 
mean. Tell him, too, about the various 
types of ‘Load Lifter’ Hoists — how 
he'll find one to suit every industrial 
need. Might show him some of the 
installation photos of ‘Load Lifter’ 
Hoists you'll find in Catalog No, 215. 


‘Load Lifter’ Electric Hoists are built 
with lifting capacities of 500 te 
40,000 Ibs. in all combinations re- 
+quired for industrial needs. They 
are adaptable to almost every work- 
ing condition within their capacities. 
Send for Catalog No. 215. 


reli LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, INC, 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


27 








PHILADELPHIA CHAIN HOISTS 


enable Distributors to meet all 
users’ needs from } to 20 tons 


is QUICK 
Avtomatic 

















Here is a line of Spur 
Gear, Screw Gear and Dif- 
ferential type hoists dis- 
tributors are selling. 

Construction of malleable 
iron .. . Timken bearing- 
mounted load sheave . . . 
easy running . . . low oper- 


ating cost . . . bronze- 
bushed hollow load sheave 
shaft . . . solid one-piece 
driving pinion shaft of 
drop forged steel, heat 
treated and ground... 
complete enclosure of all 
bearings. 


Distributors can count on 
‘Philadelphia’ for full cooperation. 





Write for 


-_- @ copy of the ‘Philadelphia’ 18-page com- 
plete catalog covering this dependable, modern 
line of Trolley, Screw and Differential Hoists. 


PHILADELPHIA 
CHAIN BLOCK & MFG. CO., 


MASCHER & NORRIS STS., PHILADELPHIA 22, PA. 
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YOUR BEST 
CUSTOMERS 
WILL LIKE 


BECAUSE 


The NEW Model 3-A QUIJADA 
Portable Power Pipe Threader is 
the ONLY Machine that has ALL 
these NEW automatic features: 


@ AUTOMATIC Front and Rear Chucks. 
@ No Chuck Tools or Adjustments. 

@ Motor and Gears ALL Ball Bearing. 

@ Automatic Oil Flow and Control. 

@ Automatically Reams AS it Threads. 
@ 6 Die Heads (12” to 2”) 

@ Easily Portable — Strong and Fast. 

@ Reversible 2 H.P. Motor, Oil Sealed. 


WRITE FOR CATALOG 


UIJADA 


ey REY BAR Bs 
TOOL COMPANY, -INC 


et VAP ae Vialelaalolaele  Gactalll:) 


Los Ange les 32 [@elitzelaalls 











Louis Berkman Co. 
Acquires Ohio Property 


The Louis Berkman Co., Steuben» 
ville, Ohio distributor of industrial 
and mill supplies, has purchased prop- 
erty on N. 7th St. in Steubenville. 
‘The company has been leasing the 
property for some time, using it for 
stockpile and warehouse purposes. 


“Encouraging” °48 Outlook 
Seen By SKF President 


The $16,000,000,000 which Ameri- 
can manufacturers invested in new 
factories and equipment in 1947 
should bring “cheerful news to con- 
sumers in 1948”, according to William 
L. Batt, president of SKF Industries, 
Inc., Philadelphia, who see the busi- 
ness outlook for the new year as “en- 
= 

“This retooling of industry . . . 
probably will continue, and should 
mean more goods for more people 
at lower cost,” Mr. Batt declares. “It 
means, also, that the men who make 
the machines that make ali sorts of 
products are reasonably confident of 
the future.” 

Mr. Batt bases his predictions for 
1948 on the records made by industry 
in 1947, but he emphasizes the danger 
of inflation. 

“The way out of that danger,” Mr. 
Batt believes, “is more and more pro- 
duction to keep our real economy 
steady and growing. Management 
must plan flexibly so it can meet 
urgent demands quickly. Labor must 
be reasonable. Management and labor 
must—and I believe they will—avoid 
work stoppages that would endanger 
the welfare of our economy at home 
and the success of the European Re- 
covery Program.” 

















“Lion Brands, Incorporated? Are you 
missing your trade mark?” 





Gar 
LANTERNS 


eg 


NEW YORK 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 








—— PARKERS ARE PACKAGED! 


Parker Service Packaging features sturdy, steel- 


strapped standard cartons — protected in transit — 

SEE US AT THE readily identified by number on outside of carton — 

ATLANTIC CITY preserve the bright, new factory finish, never arrive 

with a scarred, old-stock look. Order Parker Vises — 

CONVENTION easy to stock, handle, sell and deliver. Sold 100% 

BOOTH 426 through leading distributors. The Charles Parker 
Company, Meriden, Conn., U.S.A. 





PARKER VISES @) 


rica s Furst V/ p06 Muke 
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For 
PACKING 
wtth 
BACKING 
ai 

< 


Waen your customers ask for 
‘Linear Packings they know 
they are getting the best that 
precision engineering can pro- 
duce. Linear specializes in 
packing—a complete line that 
meets practically 100% of seal- 
ing problems encountered. In 
handling Linear you are as- 
sured of service, quality and 
profit. 


Assestos, flax, jute, sheet, 
gaskets, moulded fabric, semi- 
metallic, duck and rubber, and 
moulded synthetic rubber are 
only a few of the quality- 
controlled mechanical packings 
flowing daily from Linear’s fac- 
tories to meet the increased 
demands of industry. 


Lanzar welcomes new busi- 
ness from old and new custo- 
mers alike. Our price basis will 
permit and encourage you to 
compete aggressively — with 
good profit to you. Our engi- 
neering experience and know!l- 
edge are at your disposal to 
aid in training your sales force. 


On standard types or hard-to- 
get items, let Linear serve your 
packing needs! 


LINEAFe 





Carson 
Newton 


THERE IS NOTHING BETTER 


———_ FOR 
ssid ie EVERY JOB 


OF QUALITY 
AND SERVICE Whatever the job you can 


furnish a Carson Newton 

File for it. 
Their satisfactory performance 
creates REPEAT ORDERS for the 

distributors who handle them. 
Industrial distributors who are not 
acquainted with our product and 
policies MIGHT DO WELL TO DO SO. 
Pome id will find it both profitable and bene- 
cial. 


“ALLIGATOR” “CARSON”-"NEWTON” “ALLIGATOR” 


SWISS PATTERN AMERICAN PATTERNS ROTARY FILES 


CARSON-NEWTON CO., BELLEVILLE, N. J. 


























TOOLS YOU CAN’T BEAT 


For years the choice of good craftsmen... made of the finest steel 
obtainable... electrically tempered and diamond point tested for 
hardness. DASCO Tools are beautifully finished and individually 
numbered for identification. 


SOLD BY LEADING JOBBERS 


DAMASCUS STEEL PRODUCTS CORP. «© ROCKFORD, ILLINOIS 


MILL SUPPLIES © MAKCH, 1948 











Joseph J. Hite 


American Hoist 
Advances J. J. Hite 


Joseph J. Hite has been advanced 
to the post of assistant chief engineer 
of the American Hoist & Derrick Co. 

Formerly, Mr. Hite held the posi- 
tion of Development Engineer and, 
more recently, that of Office Engineer. 
He started with American Hoist in 
1936, and has had a broad background 
in the engineering phases of material 
handling equipment, specializing in 
crawler and locomotive crane designs. 

Mr. Hite is a graduate of Iowa State 
College and is a member of the 
A.S.M.E. He is also a registered pro- 
fessional engineer in the State of Min- 
nesota. 


Jeffrey Mfg. Co. Opens 
New Research Center 


A new research center, equipped 
with the finest tools available and 
staffed with a host of skilled techni- 
cians, recently was established by the 
Jeffrey Mfg. Co. of Columbus, Ohio, 
in a program of development and re- 
search intended to safeguard the qual- 
ity of the firm’s industrial manufac- 
tures. 

Identified with the company’s new 
program are: A, W. Lemmon, as man- 
ager of research and development, 
Chain and Materials Handling Divi- 
sion, J. A. Flint, as manager of research 
and development, Crusher and Tray- 
lor Division; Sterling C. Moon, as 
manager of research and development, 
Mining Division; and L. E. Newell, 
as superintendent of Research Manu- 
facturing and Testing. 


Cabana Elected 
Bank Director 


Oliver F. Cabana, vice-president of 
the Peerless Belting Co. of Buffalo, 
has been elected a director of the Lib- 
erty Bank of Buffalo, N. Y. 





EVERY ITEM TIME-TESTED 
for UTILITY and RUGGEDNESS 


Jackson Distributors have an outstanding strategic position 
in handling the Jackson line. In addition to its completeness, 
‘Jackmanco’ products have behind them seventy-two years of 
specialized experience as well as many years of proved perform- 
ance, in industrial, railroad and construction fields. The name 
‘Jackson’ has beconie synonymous with high quality, depend- 
ability and ruggedness. 

Users’ needs are better served with ‘Jackmanco’ equipment 
because every item has been specially designed for the purpose 
intended. Distributors’ needs are likewise better served because 
Jackson has always been a dependable source of supply. 
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in cons 


[ether 4 


at 


i ing, rigging, 
b pckle or hoists oll re- 
quire ‘hic quality rope—rope that 
is thotoy ghly lubricoted and water- 


Nee 


proofed to give long life and tog 


prevent kinking. Contractors’) 
alwoys good repeal cus’ 


)}good rope customers who J 
{ need the best in cordage, 


The Whitlock fine of mépe, i 
iz $ covers every 


Installation of lift trucks throughout the warehouse for stacking merchandise on pallets 


was part of Orgill Bros. modernization plan. 


Orgill Bros. Remodels Addition 


The five-story brick building pur- 
chased by Orgill Bros., Memphis, 
which is located across the railroad 
tracks from the main building, has 
been remodeled as part addition to 
Orgill Bros. 

The two buildings, separated by 


Tennessee street, have railroad tracks 


down the center, and are joined by a 


# 


transportation system, which the firm 
claims is the only thing of its kind in 
its part of the country, and was de- 
signed and built for their special 
problem. 

This electrically-operated conveyor 
is 1050 feet long and starts east in 
the new building, turns north, then 
west and goes over an enclosed via- 


ce 


A 1050-ft. electrically operated conveyor system joins Orgill Bros. two buildings. The 
viaduct crosses Tennessee St. and its railroad tracks at the second story level. 
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ADVERTISING 


GUYS, EH? 


They sure are! They rob ma- LIKE THIS 
chinery and equipment of its om 5 
efficiency, and they jimmy ,— 
up the works. But when these ‘gk 
three mugs—Dirt, Dust, and ESICNED TO 


Grit—meet up with a blast 
from a CLEMENTS-CADIL- 
LAC CLEANING TOOL, 
their “lives of grime” are 
over. They can’t evade 

, HER the man with a Clements- 

: Cadillac blower - suc- 

tion cleaner. 

















POWERFUL, EASY-TO-USE 
CLEMENTS 


CADILLAC 


ortable elec 














> : 
CLEANING TOOLS > \ IF YOU 
5 ET MAGING DIRT O OF ‘ WANT A 
TO-GET-AT PLACES BY é 
BLOWING & SUCTION 
SELLER 
NTS WRITE US 
FOR DETAILS 
ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR COMPLETE DATA 
i MATERIALS 


ah, 1) MCU HANDLING 
EQUIPMENT 








CONCO ENGINEERING WORKS 


x 











HEADQUARTERS FOR— 


ZOm Tha 


ieee 





BEARINGS CONVEYORS 
PULLEYS 


SPROUT-WALDRON G CO 


Manufacturing Eng 





CONSUMER 


For over thirty years, machinists have relied on De-Sta-Co long-life steel 
spose and Shims for milling, slitting and gang-saw set-ups and for 
s 


imming gears and bearin s. Dealers are — on the value of 
this name synonymous with quality. They know that plenty of satis- 
faction goes along in every De-Sta-Co Precision Package. 


De-Sta-Co Spacers are potent in standard sizes from %" to 4” hole 
diameters, up to 534” O.D., thicknesses from .001" to .125”, all with key- 
way. Shims are stamped and coined to commercial tolerances in the same 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 
uated decimal thicknesses; they're safe to stock, preferred in the shop. 





Special spacers—thicknesses greater than i 

125" lable in ' : . There’s the same preference for De- 
Pop sizes, machined Sta-Co Shi < 

hee k, hardened and gr i aids nnd ta-Co Shim Stock and Feeler Stok. 


ard keyways and thickness identification. Dew boly Wee Tete kages. too. 


Write for catalog and price list. 




















ms lapping capacity 0 to 
%” with one tapper. 


* Torque control—may be 
adjusted to protect any size 
tap. This assures safe bot- 
tom-hole tapping. 


*® Spring clutch drive 
eliminates slippage and 
wear . . . provides smooth, 
quiet, positive operation. 


* Compactly built—af- 
fords maximum visibility of 
tapping operation. 

*® Furnished to fit any 
Drill Press. 

Write for further details and 
circular. 


Come in and see us — at the 
MILL SUPPLY CONVENTION, 


COMMANDER MANUFACTURING CO.) *" Sy.f7n 2 -- 





4217 W. KINZIE ST. CHICAGO 24, ILL. 





Product of COMMANDER ... . Baucldere of the MULTI-DRILL 
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duct built over the street and railroad 
tracks, into the old building and ends 
on the first floor shipping department. 

An employee fills orders, puts them 
in a float attached to a moving chain 
traveling 30 feet per minute at 20 
ft. distances. This slowness eliminates 
danger and one has ample time to step 
out of the way. The floats are of 2500- 
Ib. capacity each. 

The conveyor system is used to 
transfer merchandise from one build- 
ing to the other, and operates across 
the street at the second-story level. 

The new building houses the com- 
plete electrical department, which be- 
came a part of Orgill Bros. 13 years 
ago, and had outgrown its former quar- 
ters. The department occupies 30,- 
000 feet of floor space, and is in 
charge of Guy Tucker. Also in the 
building is the sporting goods dept., 
the appliance parts and service de- 
partments. 

The entire front of the new build- 
ing has large plate glass windows for 
display. Some of the displays are 
glass-enclosed, lighted cases with re- 
flector mirrors to set them off. Fred 
Orgill is in charge of the display room. 

Another part of the firm's modern- 
ization plans, announced when it cele- 
brated its 100th anniversary last year, 
was the installation of lift trucks for 
stacking merchandise on pallets. These 
trucks weigh 5900 Ib. and will han. 
dle a load of 3500 Ib. 


Baldwin Named To Head 
L. A. Sales For Blackmer 


George A. Baldwin has been ap- 
pointed manager of the Los Angeles 
sales office of Blackmer Pump Co. 
of Grand Rapids, Mich. The com- 
pany’s offices in Los Angeles are lo- 
cated at 415 S. Central Ave. 

Before he joined the Blackmer or- 
ganization, Mr. Baldwin was associ- 
ated with the William W. Garrison 
advertising agency of Grand Rapids. 
Prior to that he was advertising man- 
ager of the Insulos division of Owens 
Illinois Glass Co. 

He is a graduate of the University 
of Illinois, and holds a Bachelor of 
Arts degree in advertising. 


Tate Co. Named Agent 
For Edward Valves 


Charles H. Tate Co., Union Com- 
merce Building, has been appointed 
representative of Edward Valves, Inc., 
East Chicago, Ind., in Northern Ohio 
and Erie County, Pa. 

The Tate company has added J. M. 
Watson of Cleveland to its sales en- 
gineering staff. Formerly, Mr. Watson 
was sales engineer for Bailey Meter 
Co. 











WITH THE FAMOUS 
RUBBER POPPET 


YOU GET MORE SPEED with the Johnson 
because of its greater stability, the excep- 
tional rigidity of its three-point-supported, 
heavy bed, and equally vital, the vibra- 
tionless stiffness with which the saw is 
held to the work by its wide supporting 
guide rolls. All this simply means that the 
saw blade can be pushed harder, will last 
longer, and will cut more accurately and 
closer to tolerance, which in turn means 
a further saving in material and machin- 
ing time. 


Every important dimension in the machine 
is generous. Bandwheels, 16” diameter, 
give plenty of grip on the blade and cause 
mighty little twisting or bending stress. 
Wheel axles are extra-heavy, with large 
auto-type roller bearings. Pivot bar is of 
extra large diameter. And the capacity of 
the machine, 10” high, 18” wide, covers 
- about every cutting-off need for any 
shop. 


FOOT Ime ° 


Made in two types—dry cutting for gen- 


CHEC LVES eral work, wet cutting for high production. 

2 Casters for quick portability if desired. 
+ SQV their Big capacity—i0" x 18’—all you need—Auto- the | descriptive 
save matic, hydraulic feed, quick adjustable tom —_e - the 


4 ‘ erv front of machine. Quick-setting vise, operated 
cost many in s ice from front of machine. Stop for setting work, dealer nearest 


ste Ic duplicating length shut-off, F ti you who displays <3 
calls they a U speeds. Automatic shut-off at end of out. - this machine. 
type pumps. 


Order from your Yebber 


MANUFACTURING CORP. 
WHITE MACHINE WORKS 616 CHRYSLER: BL 0G. 
INDIANA NE W YORK es ee oe 


FORT WAYNE 1 


NEW LOW 
ae wrgagtcn prices ON WILLEY'S 


that are NEEDED 


— for a Full a A rf Tae SOLID 


Range of 


eee || en “} 4 CARBIDE 
wen” | @ hf 1) DRILLS 


¢ The Milwaukee DI 
oe Performance such as you never 


Ky hae * perianal ria nik "a = had before! Ground from solid 

a : Willey’s Metal with highly pol- 
ished flutes, they are faster, 
require less grinding and hold 
their size better than any drills 


GRINDER Pea | ) i ; oS you ever used. 
—for precision wy bg 2 el : They are extremely tough, and 
grinding of curved oe i. A can be operated from 50 to 60 


and irregular pro- —. percent faster than regular 
WRITE FOR FOLDER drills. They provide more pro- 


You can SELL BOTH MACHINES Lists all sizes and prices. Jobbers Lengths, duction—and better production 
Write for Bulletins 1/16” to “2” diameters. Standard Wire —ih drilling alloy steel, cast 
Sizes, from No. 22 to No. 53 (.1570” to iron, brass, bronze, aluminum, 
RICE PUMP & MACHINE CO. 0595”). magnesium alloys, plastics and 
Division of Milwaukee Chaplet & Mfg. Co. other non-metallic materials. 
1031 $. 40th Street Milwaukee 4, Wisconsin / 


MILWAUKEE WILLEY’S CARBIDE TOOL co. 


A 


DIE FILERS « PROFILE GRINDERS 1c WV mignway Detroit | Michig 
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Every Metal Working Plant 
a Prospect— 


Making big savings for machine shops - sheet metal fabricators - 
electrical contractors - foundries and other plants which cut rods - bars 
- angles - channels or any kind of metal to lengths. Fast - accurate - 
moderate in cost. Customers are awaiting to be sold. 


METAL CUTTING COSTS 


IT edie f EEO ESR SORE 


Reduced 4 with 


Manufactured by 
MACHINE 
TOOL DIVISION 


KALAMAZOO TANK 
& SILO COMPANY, 


Kalamazoo, Michigan 
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Richard H. Hughes has been advanced 
to vice-president in charge of sales at 
Almquist Bros. & Viets, Los Angeles, 
Calif. 





SKF Appoints 
District Officers 


SKF Industries, Inc., recently made 
three changes in personnel at district 
offices which included the appoint- 
ment of John H. Tipton as assistant 
district manager of the Cincinnati 
ofice; M. H. Courtenay as assistant 
district manager of the Atlanta office; 
and E. A. Hutson as field engineer in 
the Railway Sales department of the 
Chicago office. 

Mr. Tipton joined the company in 
1936 and had been a field engineer in 
the Cincinnati office since 1943. Mr. 
Courtenay, with the Philadelphia firm 
for more than 20 years, served as field 
engineer in the Atlanta office. Mr. 
Hutson joined SKF in 1942. 


Thermoid Institutes 
Personnel Changes 


In line with its expanded sales and 
manufacturing program, the Ther- 

moid Co., Trenton, N. J., has made 
the following changes in its personnel: 

Jack Brand will handle industrial 
sales for the State of Colorado, with 
headquarters at Denver. Formerly, he 
was assistant sales manager for Ther- 
moid’s Automotive Replacement di- 
vision at Trenton, N. J. 

} BS Chamberlain will handle in- 
dustrial sales in the State of Wash- 
ington and the northern half of Ore- 
gon, with headquarters in Seattle. Pre- 
viously, he was associated with Pioneer 
Rubber Mills of California and the 
Rubber Division of Paramount Mfg. 
Co. 

E. J. Dunlap has been transferred 
from Trenton, N. J., where he headed 
industrial sales promotion, to San 
Francisco, Calif., where he will have 
charge of industrial sales for the 
northern half of California and south- 
ern Oregon. 

A. Fred Matheis assumes the duties 
of industrial sales promotion man- 





ager. He had been in industrial sales 
with Thermoid at its Trenton head- 
quarters for 20 years. 
H. William Overman, manager of 
the industrial friction materials di- 
vision, has transferred his headquar- 
ters to the Thermoid office at 422 
Boulevard Building, Detroit, Mich. He 
will continue to direct industrial fric- 
tion material sales from that office. 
Jack Wright has been assigned in- 
dustrial and oil field: sales in Utah, 
Idaho, Wyoming, Montana and West- 
ern Canada. He will make his head- 
quarters at Salt Lake City, Utah. 


Kellogg Establishes 
Firm Price Policy 


Effective as of February 1, this year, 
the Kellogg Division of the American 
Brake Shoe Co. discontinued its for- 
mer policy of “price in effect at time 
of shipment” to establish firm prices 
on all its products. The division is 
manufacturer of Kellogg-American air 
compressors and paint spray equip- 
ment. 

The new action will include reduc- 
tions on some models, price increases 
on others, with a few models remain- 
ing at present levels. Price reductions 
that will be made are due to improved 
production techniques and increased 
volume, which in some cases have 
made possible savings in production 
costs. 


Luxury Non-durables 
Fell Off In ’47 Sales 


Business dropped off 1 to 9 percent 
in 1947 for luxury items like women’s 
wear, shoes, furs, liquor, flowers and 
jewelry, the Commerce Department 
reports. 

The declines in non-durable were 
offset by gains in durables such as 
steel and other metal products, lum- 
ber and building materials (a 35 per- 
cent gain in December over the like 
month in 1946) automobiles (a 21 
percent rise) and auto accessories. 





Sales training presentation is made by 
Roger Meyers, Simonds Saw & Steel Co., 
(center) to Milton Hilbert, vice-president 
in charge of purchasing, (left) and George 
F. Sims, sales manager, of Woodward, 
Wight & Co., Ltd., New Orleans. 
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BEARING 
HEAVY-DUTY 


VALLEY crinver 


Accuracy and Performance 
Records already establishec 


In the 27 years that Valley Grinders have been used b 
many of the country’s largest industrials, they have estak 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motor 
and every unit is built to a single high standard of quality 
This means complete satisfaction in service which build 

profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MC 











PULLING TOOLS 





DURBIN-DURCO, Inc. 
- WIRE STRETCHERS - ROPE HOISTS 


New! Improved! Reinforced! Guaranteed! 
DROP FORGED — MALLEABLE LOAD BINDERS 


PATENT PENDING 





MODEL DF1 for fi; to %” MODEL DF2 for %” to 4%” MODEL DF3 for i to %” 
chain. Safe pulling test chain. Safe pulling test chain. Safe pulling test 
16,000 lbs. 19” handle. 20,000 lbs. 20” handle. 24,000 pounds. 22” handle 
Weight each 10 lbs. Weight each 12 lbs. Weight each 15 lbs. 
MODELS DF1, DF2 and DF3 are rugged, safe Load Binders featuring Never Spread 
Mouth. An exclusive feature designed and developed by Durbin-Durco engineers. 


CERTIFIED MALLEABLE LOAD BINDERS —5 SIZES 


ox) 








Durbin-Durco Load Binders guar- 

antee safe performance at their MIDGET No. Swivel. . ‘4 
tive pulling tests. Should a DELTA No. Swivels. .5%” or %" chain... . 

defect develop in any part, that Swivels. .%" or 4%" chain... % 

part will be replaced without —~2 Swivels—14", 4” or %" chain.14 Ibs, 

charge upon its return to us. -2 Swivels. .4%", 44” or 4%" chain.17 Ibs. 


WRITE FOR CATALOG 


DURBIN-DURCO., Inc. 


Specialists in Pulling Tools » Wire Stretchers + Rope Hoists 
6611 OLIVE ST. ROAD sT. Ltoulg 5, MO 


~ 
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WESTERN 
1819.NO. BELMONT AVE. 


A Better 
Welded 
CHAIN 


for every industrial pur. 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 





Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains .. 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


CHAIN CO. 


CHICAGO 13, ILL. 





CALDER DRESSERS and CUTTERS 


A Dresser Size for Every Job 


SOLD ONLY THRU DISTRIBUTORS 


® Tool Steel Cutters 


® Dresser has Right and Left 
hardened Threaded Bushings 


® Extra Dresser Weight 
Easy to Sell... 
Everyone Likes Them 


Also a Fine Line of Guaranteed 
Diamond Dressing Tools 


CALDER MANUFACTURING COMPANY 


LANCASTER, PA. 











MILL SUPPLIES © MARCH, 1948 





Charlie Craton Taken On 
By Battey Machinery Co. — 


Recent personnel changes in the 
sales force at Battey Machinery Co., 
Inc., Rome, Ga., included the addi- 
tion of Charlie Craton, formerly with 
Sherwin-Williams, and Sam Lane, 
formerly in the Air Forces. Both men 
will handle inside. sales. 

George Featherston, formerly sales- 
man on the inside, now is covering 
northern Alabama, a new territory re- 
cently opened by the company. Mr. 
Featherston served in the Marine 
Corps in the Pacific area during the 
war. 


Star Machinery Co. 
Opens Yakima Branch 


Star Machinery Co., Seattle, has 
opened a branch office at Yakima, 
Wash., with Paul Berner as manager 
and Mark W. Whiteside as his assist- 
ant. The branch office will establish a 
rental fleet of construction equipment 
and serve contractors in central Wash- 
ington. ° 

The firm handles mill and wood- 
working machinery, machine tools and 
shop equipment, construction machin- 
ery, electrical and hydraulic equip- 
ment and industrial tools and equip- 
ment. 








KEEP GLUE AT CORRECT 
APPLICATION TEMPERATURE 
. . AUTOMATICALLY . . . with 


HOLD-HEET 


ELECTRIC 
GLUE POTS 











© Glue never 

too hot — 
never too 
cold. 


e No gummy glue from underheating— 
no spoiled glue from overheating. 


® Simple — no adjustments. Thermostatic 
control. 


© No water jacket to boil dry. 


© Rugged steel body. Guaranteed heat- 
ing element. 


© 1 to 8-quart capacity models available. 
Write for complete specifications and prices 


RUSSELL ELECTRIC COMPANY 
340 W. Huron Street - Chicago, Illinots 
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49 OR BUST 


(see post script) 


Ir it is true what they say about the ground hog, he is 
a lucky guy. In this neck of the woods it would be nice 
to hole in, and toh . . . with the weather for the next six 
weeks. They say that the Weather Bureau is calling the 
shots on our day to day weather but they don’t say where 
from. People, here, have quit reading the comics cause 
the weather report is funnier. Wonder how a fellow gets 
a job calling the weather? Must be nice getting paid for 
lousing things up. (Not forgetting that it’s a requirement 
in government service. ) 


. . ° 


At the Boston meeting, of January 14th, a number of 
— were discussing the sales volume of distributors. 
e two and three quarter billions of dollars or more 
(see page 81) is a lot of money and someone suggested 
that the average person would get a better idea of its 
size if it was compared with business done in other fields. 
We thought so too and set out to get some information. 


Figures are not too easy to get and we had to content 
ourselves, for the most part, with 1945 totals. When 
compare 1947 dollars with other years the picture 

comes distorted and this must be remembered as you 
read the score. 


Sales of Industrial Dis- 


Ered Oe ee 1947 $2.8 billion 
Gross Revenue U. S. 

Postal System ..... 1945 1.7 billion 
Sales all teed Stores 

“ES eae 1947 1.3 billion 


Total Value all crude 
petroleum flowing 
from oil wells in U.S. 1945 

Dollar value of all bitu- 
minous coal mined 
2S eh 1945 

Passenger revenue all 
steam Railroads in 
i. Mh came eens 1945 

Average dollar value 
per order of Indus- 
trial Distributors... 

Total number of order 
1947 @ $39.00 per 
WE nbacep <n spies 

Average number orders 
per day per house. . 109 

Average net income per 

house or per sales- 

man after Govern- 

| Ser a 


2.1 billion 


1.8 billion 
1.7 billion 


Dec. 1947 $39.00 


$71.8 million 


1947 ?? plus or minus 


If you like statistics the above represent only a part of 
what can be furnished. As an example it cost three times 
as much to send your boy through college as it did thi 
five years ago. Back when;—three fellows and three dol- 
lars on a Saturday night represented a rose-colored Sun- 
day sunrise. The same three fellows with fifteen dollars 
couldn’t back into two o'clock Sunday moming, and 
have money enough to face the check girl, in the year 
1948. 

The only difference between the dollar of — 
and today is that some ninety-five cents of it used to 
beiong to the fellow that had it. Today you carry three 
quarters around in your pocket as weight to hold your 
pants down and own the other one—or do you? 


As I was saying, the group at the Boston meeting 
wanted to compare two-billion, eight-hundred million 
with something else. Just so everybody gets a fair picture, 
it is probably a fair statement to say that it will represent 
two thirds or more of the tax relief that Congress finally 
agrees upon. It may represent two-billion, eight-hundred 
million more than Harry’s pen likes, but who knows 
what a pen will do in election year! Anyway, who wants 
any tax relief? It would only complicate our accounting 


system and everybody makes too much money anyway: 
“except in my business.” The quotes do not necessarily 
refer to me but represent a fair facsimile of same. 


ARCH MORRIS 


P. S. Les Jones; Larry Pendleton & Assoc., 1311 No. 
Brand Boulevard, Glendale 2, California, has sent me a 
copy of his latest book,— “Murder In The Rose Bowl.” 
I'd do a book review on it if there was space to handle. 
For my money it’s the Book of the Year but of course I 
am soft on Michigan and don’t trust sports writers. By 
the way there is nothing in the book that bans N.D. fans 
reading and as Californians have a fine sense of humor 
they'll love it. : 
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Selling welding electrodes or rods in 
volume is a matter of knowing—or 
knowing where to find—the answers 
to welding questions. PAGE distributors 
and their salesmen have—in PAGE 
Field Service Men—a good, reliable 
source of up-to-date information. 


Another PAGE advantage is the com- 
pleteness of the line. Specializing in 
PaGE-Allegheny stainless steel, PACE 
offers an electrode or gas rod for prac- 
tically any welding job. 

For electrodes, rods or information 
about their use... 


Get in touch with PAGE 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, Sen Froncisco, Bridgeport, Conn. 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & ‘CABLE 
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